


‘Read: “‘How Some Merchants Have Increased Their Paint Sales’’ 
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“100K INTO IT” 


TRADE MARK REGISTERED 


The Patterson-Sargent Company 


Cleveland Chicago New York Kansas City St. Paul 
Detroit Long Island City Boston 
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Impress upon your trade the fact that the name “Ancestral” is not only a reminder that 
1847 Rogers Bros. has stood the test of three-quarters of a century but that the silverplate they 
buy is worthy of being passed on to their children and grandchildren. 


For advertising and display helps ask your jobber or write to Sales Promotion Department, 
International Silver Co., Meriden, Conn. 


1847 ROGERS BROS 


SILVERPLATE 
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By profitable to stock 
A =V.&B. Tools! There 
is a substantial and con- 
stant market for each 
brand—and each item 
has a sturdy quality that 
makes for quick profit- 
able sales. Meet your 
varied demand with V. 
& B. fine tools. Concen- 
trate—it pays! 
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VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(CwHAakers Of Fime Toots 
2li4 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Until Christmas 
The Walworth Stillson and atter— 





carton is no once-a- year 
gamble for Christmas sales. 
After this week it will go right 
on selling household Stillsons 
the year round. All you need 
to do is take the Christmas 
panel off the carton and the 
gift jackets off the individual 
boxes. 

Keep the Walworth carton 
where it belongs — on your 
counter. It will help you to 
sell the other sizes of Wal- 
worth Stillsons that are 
under your counter too. 

















WALWORTH MFG. CQO., Boston, Mass. Sales Units and Distributors in All Principal Cities 


WALWORTH 


STILLSON 
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| reeommend 


‘Atkins SilverSiect Saws 


To me Fellow Hardware Dealers” 5 














GRUNER HARDWARE COMPANY, 
PINCKNEYVILLE, ILLINOIS, 
HAVE SUBMITTED A PRIZE WIN- 
NING LETTER THROUGH THEIR 
MR, J. C. GRUNER. 


Isn’t This a Fine Letter? 


“‘Here’s why I recommend Atkins Silver Steel Saws to my fellow hardware dealers: 


“Ten years ago this fall, when we took charge of this store, every carpenter in this 
town was using another old and well-known saw which is still being made. We have 
converted many of these carpenters into using the Atkins Saw, and they are telling 
their friends of its merits. We had to be insistent with quite a few of them to get 
them to even try an Atkins, but that was all that was necessary. After they once 
use it on a job, you have a satisfied customer, and he will send you some more 
customers, and if you sell them Atkins Saws, it will make an endless chain. We 
sell a carpenter the No. 400 grade if possible, and we rarely fail.” 


Put a few of the following in stock and watch your 





profits grow 
ATKINS ATKINS 
Made of Atkins Silver Steel with genuine apple- Made of Silver Steel, well balanced, holds a A practical saw for home use, designed for boys, 
wood handle, this back saw will give extra service straight true edge. This ATKINS Trowel is as but a high grade saw for your workshop. Skew 
and save time in sawing. 8 to 18 inch lengths. well designed and built as skilled mechanics can or straight back, —, groum! blade, highly pol- 
make it. It will be your favorite. ished with carved beech handle. Cuts clean, fast 
and easy. Sold ata medseate price. 
Established 1857 
Machine Knife ‘sd Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N., Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis _ New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. 


ATKINS ALWAYS AMGAD” 








6 


Guaranteed! 





We also manufacture a com- 
plete line of machinists’ vises. 
pipe vises, hinge-pipe vises, 
drill press vises, combination 
vises, wood-working vises, gas 
soldering furnaces and anvils. 
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The Renewable Nut is 
An Extra Feature — 


HEN the threads in the back jaw wear out—the ordinary 
Vise is useless. 


Not so the YOST! 
Those worn out threads can be taken out of the Yost Utility Vise 
in a jiffy and new threads put in. 


These new threads are in a renewable nut which is screwed into 
place and held by a small set screw. What a selling point the 
renewable nut is! 


The removable pipe jaws are another unique feature of the Yost. 
This, with the swivel base plate, makes it a Utility Vise in fact as 
well as in name. 


Yost Utility Vises are the best buy on the market. 





ae. |e Large Stock Carried in New York City, 75 Murray St. 
Meadville, Pa., U. S. A. Post Office Box No. 443 
No. Size Carton Width Jaw Jaw Opens Holds Pipe Weight 
Inches Inches Inches Inches Pounds 
343 4x6x12 3Y % to ly 14 
343% 4x6x12 3% 4 %4tol% 18 
344 Packed Loose 4 5% 4% to ly 29 
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“ei” Matchless, Drivers Are Superior ~~ 


The use of finest steel combined with special heat treatment provides blades of 
exceptional strength and durability—EACH ONE IS TESTED TWICE 
BEFORE ASSEMBLY. 


Steel extends clear through and the blade cannot turn in the handle. It is held 
securely by a heavy steel rivet through ferrule, blade and handle and by the hex- 
agonal shape at butt. 








Steel in butt of handle is extra thick—they can be hammered on without injury 
and handles will not come off, split or loosen. 


Handles are large in diameter—just right for a comfortable grip and give greater 
power for turning screws. Small handles cramp and tire the hand. 








No. 40 
Matchless Assortment 


Contains the most popular sizes of the 
mechanics type of Matchless Screw 
Drivers combined with a handsome 
steel stand which does “Real Selling.” 


si i 


ee a -~ 
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It displays this superior screw driver 


ee in a most attractive manner and shows 


the points of merit clearly and quickly. 


"Shaw ane aR” * 


GOOD For A 6E NERATION 


or an ala | mf 


; i BRIDGER RT HARDWARE MAiaye 


The stand is a valuable fixture to any 
dealer and pleases critical merchants 
who will give no space to anything 
but the finest of “dealer helps.” 


CURING cop Assortment consists of.the following 
> 


ORATION BRiDc GFP ‘ 
SSLGONNUS sizes : 

2—3 inch 2—5 inch 

4—4 inch 4—6 inch 


Order today—Your trade needs 
Matchless Screw Drivers. 





THE BRIDGEPORT HARDWARE MFG. CORP. 
BRIDGEPORT, CONN., U. S. A. 
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BLUE RIBBON 





[J ZN IND) 
SAWY S 





Merit alone is responsible for the unprecedented. 
demand for Simonds Blue Ribbon Hand Saws. 


Quality of steel and workmanship have placed 
Simonds Hand Saws in front. 





Dealers everywhere are stocking the Blue Ribbon Saws. From 
all angles of trade-getting power Simonds excel. Write for our 


catalog and selling proposition. 


SIMONDS SAW AND STEEL Co. 


FITCH BURG, MASS. CHICAGO, i.” 
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SANDS LEVELS 


Are You Getting Level Business ? 
Sand’s Low Prices Bring Them In 


| This is the same good level builders have preferred 

| for years—at a new low price. Craftsmen have 
long recognized the superior advantages of Sand’s 
Aluminum Levels. It’s easy to sell them aluminum 
levels at these reduced prices. 















20 om 24” Aluminum 6 Glass.............. $5.50 
j 26” Aluminum 6 Glass.............. $5.75 

28” Aluminum 6 Glass.............. $6.25 

O” Aluminum 6 Glass.............. $6.50 











Your Sand’s Level Stock 
Pays Big Dividends 





It brings in the buyers of good tools and 
gains their good will. These new prices 
make it turn more rapidly than ever. Work- 
men are glad to pay the slight difference in 
order to have the convenience of a light- 
weight aluminum model in preference to a 
clumsy wood level. Your unit of sale and 
profit is correspondingly increased. 











Keep Up Your Stock 
of Sand’s Levels 


Order from your jobber frequently. 
Over 350 jobbers stock Sand’s Levels 
and can supply you promptly. Other 
dealers are cashing in on this line every 
day. So can you. 








Write for Latest Price List 
and Discounts 


Plumbing Window Frame 


SANDS LEVEL & TOOL CO. 


Owned—J. SAND @ SONS—Operated 
8634 Medbury Avenue Detroit, Michigan 
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DISPLAY NICHOLSON FILES 


-eand as a GOOD Christmas Gift Suggestion 
present the following idea to your customers--- 


“Give “Dad” and the Boys something that 
they will really appreciate. In their estimation 
the following files will be valued at many 
times the cost.” 


The files that you can display and that will 
serve hundreds of useful purposes in the home, 
garage and garden are--- 

NICHOLSON Tungsten Point File 

NICHOLSON 8’ Half-Round Bastard File 

NICHOLSON 8’ Round Bastard File 


NICHOLSON 8’ Mill Bastard File , 
NICHOLSON 67’ Slim Taper File 


Display NICHOLSON Files in your Windows, 
on your counter. This is the season that 
you can build PLUS Sales with---Files for 
CHRISTMAS GIFTS. 


MOL §, 
SSe% 
USA 


TRADE MARK 


NICHOLSON FILE CO. »., 
Providence, R.1., U. S.A. . 


NICHOLSON FILES 


~a File for EVery Purpose 
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WIRE SCREEN CLOTH 


A quality product 
which marks the high- 
est recorded approach 
to absolute perfection. 


NEW YORK WIRE CLOTH CO. 
342 Madison Ave. 
New York 


Works: York, Pa. 
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Nos. 1624, 162414, 1724% and 1824 
Semi-Hockey inten 
ALWAYS NEVER 
IN THE BETTER 
LEAD PREPARED 





Tubular Hockey Outfit 
With High Grade Goodyear Welt Shoes 











Grey Enamel Nickel Plated 


MANUFACTURED BY 


HARDWARE COMPANY 





TORRINGTON, CONN., U. S. A. 
NEW YORK OFFICE 151 CHAMBERS STREET 


1864 Sixtieth Anniversary 1924 
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EAGLE | 
DURE WHITE LEA! 


December 18, 1924 





Ryskamp Brothers—Grand Rapids, Michigan 


Closing the 36th Successful Year for Ryskamp 
Brothers and the 81st for Eagle 





HIRTY-SIX years ago Ryskamp 

Brothers started in business at 
531 Eastern Avenue, Grand Rapids, 
Michigan. 

Their announced policy, then and 
now, is “absolute straightforward deal- 
ing with everyone.” Today they are still 
in business at this same location and 
going strong. 

Eighty-one years ago Eagle White 
Lead was first produced in Cincinnati 
by Old Dutch Process. Today, Eagle 
White Lead in Oil is still 100% Pure 
Old Dutch Process White Lead ground 









cA painter’s cap of new 
design. A postcard will 
bring you a supply. 











Ane 





Sales Offices: CINCINNATI CLEVELAND PITTSBURGH 


“Plants « CINCINNATI NEWARK GALENA, KAS. 
* EAST ST. LOUIS, ILL. CHICAGO 


c) The E. P. L. Co., 1924 


ARGO, ILL. 


in Pure Linseed Oil. Details of the 
manufacture have been improved and 
refined since that time, but the process 
has always been the Old Dutch Process 


of slow sure corrosion. 


Should a process be discovered that 


is a better process for the production of - 


white lead and not merely a cheaper 
one, The Eagle-Picher Lead Company 
will consider its adoption. Until that 
time, Eagle will continue to be Pure 
Old Dutch Process W hite Lead in Oil, 
the white lead in oil that the Master 
Painter has known since 1843. 


General Offices: The EAGLE-PICHER LEAD COMPANY 863-208 So. La Salle St. CHICAGO 


: PHILADELPHIA NEW YORK MINNEAPOLIS 
BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 


HENRYETTA, OKLA. 


PICHER, OKLA. 
JOPLIN, MO. 


HILLSBORO, ILL. (2 Plants) 
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MURESCO 


There is little that we can tell you about this 
watermixed wall coating that you do not already 


know. 


Without boast, we say it is “The best wall finish 
in the world regardless of price’ —it has proven 
itself so. 


And of special interest to the dealer, it is the 
largest selling paint of its kind in the world. 


Muresco continues to hold its enviable position 
because it never varies in quality. Paint users 
have learned to depend on it. They buy Muresco 
because they know it. 


Muresco and the Vari-Tone Sponge Roller are a 
combination offering new possibilities of increas- 
ing your business with the master painters and 


decorators. 


Write for further information 
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WALL FINISH 


PATENTED DEC 13 1892 
MANUFACTURED ONLY BY 
e . 
Benjamin Moore & Co. 


NEW YORK CHICAGO 
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Benjamin M 


NEW YORK 
CHICAGO 
CLEVELAND 








product forevery surface 


| Always a’Moore' 


For the House—Exterior 


House Paint 

Porch and Deck Paint 
Cement Coating 

Shingle Stain 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 





For the House—Interior 


Sani-Flat 

Muresco (Hot Water Wall Finish) 
Floor Paint 

Impervo Varnishes 

White Mooramel 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

Liquid and Paste Wood Fill 

Carlson Finish (Cold Water “Wall Coating) 
4T5 Varnishes 


For Roofs, Barns, Etc. 


Barn Paints 
Roof Cements—Liquid and Paste 
Graphitallic 


For General Home Use 
Tile-Like Color Varnish 


Tile-Like Enamel 

Varnish and Oil Wood Stains 
Bath Tub Enamel 

Auto Lustre Polish 

Stove Pipe Enamel] 

Ground Color 

Aluminum and Gold Paints 
Screen Paint 


For Automobiles and Carriages 


Automobile Enamel 

Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto Lustre Polish 

Engine Enamel 

Aluminum Paint 


For Wagons, Tractors, Etc. 


Wagon Paint 
Varnishes 
White Enamel 


INDUSTRIAL PRODUCTS 


Concrete Fleor Paint Mill White (Flat—Gloss) 
Graphite Paints Baking Japan 

Dado Paints Baking Enamels 
Machinery Enamel Fire Apparatus Paint 
Radiator Ename!l Vaco Red Lead Paint 
Iron Filler Red Lead Preservative 


FOR SHIPS, MOTOR BOATS, ETC. 


Marine Paints Copper Paints 
Yacht Paints Smokestack Paints 
Canoe and Boat Paint Deck Paint 























oore & Co. 


ST.LOUIS 
CARTERET 
TORONTO 
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CA Pail ~cA Brush - Hot Water & CMuralite ! 


“How the MURALITE Idea 


can increase your Profits / 


Muralite selling is based on two funda- 
mental ideas. The first is a product of 
such outstanding quality that it will merit 


the old, old statement, ““The Best Made.” 


The other idea is to present Fox's Mura- 
lite to the paint merchants of America as 
a force to build business. 


In your town hundreds of people live in 
rooms that badly need redecoration. Very 
few of them are doing anything about 
getting it done. They say they can't 
afford to do it. Nobody like dingy walls. 
They would all like to redecorate. 


Now suppose you were to consider Mura- 
lite as a sales leader. Butchers, grocers 
and druggists have advertised leaders— 
Why shouldn't the paint store? 


You advertise Muralite as a means of re- 





coating dull walls for very little money. 
Right over plaster, painted wall, wall 
board or tightly pasted plain paper. You 
say it’s a chance for people to get sun- 
shine into their homes with the least fuss, 
bother and expense. 


Instead of “‘carrying calcimine’’ you find 
you can SELL Muralite. It gives people 
the kind of decoration they want. It 
stimulates their desire for further decora- 
tion and besides giving you a direct profit 
at least 3 times as great as your general 
line, Muralite will be responsible for hun- 
dreds of indirect sales of brushes, oil 
paints, varnishes, etc. 


We KNOW Muralite does this. 


for further information. 


Write us 


M. EWING FOX COMPANY 
For Forty Years Calcimine Specialists 
NEW YORK CHICAGO 


December 18, 1924 
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How high is “up” for 
your white-lead sales? 


OR ten years the Dutch Boy white- 

lead sales of Shandler Brothers, 
Irvington, N. J., paint merchants, have 
been steadily climbing upward. 


The climb started back in 1915 with 
1000 lbs. of Dutch Boy. The next year 
Dutch Boy went to 1978 lbs. In 1919 
sales had reached the 8250 Ib. rung. Still 
they kept mounting. 


Old customers brought in new cus- 
tomers. New customers soon became 
steady customers. And 50,000 lbs. was 
the record for 1921. Last year this figure 
more than doubled — 120,025 lbs. of 
Dutch Boy. 


This enviable sales increase from 1000 
to 120,000 lbs. did not make Shandler 
Brothers think that the Dutch Boy had 
climbed to the top of the sales ladder. 
These merchants continued to use every 
opportunity for pushing their Dutch Boy 
business. As a result, when the final re- 
port is in for 1924 it will probably show 
an even greater increase, for up to August 
100,325 lbs. have been sold, with four 
months still to go. 


For Shandler Brothers the top of the 
Dutch Boy sales ladder is far out of 
sight. Nor do they see a limit to their 


white-lead profits. The reason is clear 
to any merchant who sells Dutch Boy 
white-lead. This nationally advertised 
paint product is used wherever people 
paint. It has been the choice of skilled 
painters for generations. It makes new 
friends and keeps old customers coming 
back to your store for more. 


Use a window display, some movie 
slides or a series of newspaper advertise- 
ments of Dutch Boy white-lead. Let the 
house-owners, the business men, all the 
people in your community who buy or 
use paint, know that you carry the well- 
known Dutch Boy brand. The results 
will surprise your cash register. 


The above-mentioned sales helps will be 
gladly sent you upon request. Just write 
to our nearest branch or speak. to the 
Dutch Boy salesman the next time he 
calls. 





NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; 
Buffalo, 116 Oak Street; Chicago, 900 W. 18th Street; 
Cincinnati, 659 Freeman Avenue; Cleveland, 820 West 
Superior Avenue; St. Louis, 722 Chestnut Street; San 
Francisco, 485 California Street; Pittsburgh, National 
Lead & Oil Co. of Pa., 316 Fourth Avenue; Philadelphia, 
John T. Lewis & Bros. Co., 437 Chestnut Street. 
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1923 
120,025 lbs. 
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1922 
90,035 Ibs. 








1921 
50,000 Ibs. 








1920 
11,750 Ibs. 








1919 
8,250 Ibs. 
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1917 
2.700 Ibs. 








1916 
1,978 Ibs. 








1915 
1000 Ibs. 
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Two Fine Da-cote 
Selling Helps 


—use them both 


First the new Da-cote Booklet, 
“Doing Things with Da-cote,” 24 
pages. Handsomely illustrated in 
color. Outlines the new uses of 
Da-cote in a lively way. A fine tie- 
up with the Da-cote advertising 
campaign in Saturday Evening Post. 
Use this book to the limit—it will 
boost your Da-cote sales. Imprinted 
with your name for mailing and 
handing out. How many copies can 
you user 


Next, the new Da-cote Celluloid 
Color Chart, 6% by 14 inches. 
Lithographed in full color with ac- 


December 18, 


1924 








~ MAKE IT NEW WITH 
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Murphy Varnish Company 





© 


Gowan. N. }. CHICAGO, TLL. 
army VYornah Compseny ateel Povmrts ~glral> 





Da- cote 



























curate reproductions of Da-cote’s 10 
Standard Colors. Has hole punched 
at top for hanging. Also makes a 
highly effective display piece for 
windows. Ask for No. 311. Enclose 
business card or other means of 
identification. 


Murphy Varnish Company 


NEWARK CHICAGO 
ie * ian 








SAN FRANCISCO 
CALIF. 


MONTREAL 


CANADA 
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Here’s a valuable selling tip! 


Y OU know how women like to keep their work where Valspar’s waterproof protection 
kitchens looking attractive. Did youever is desired in transparent, fadeless colors. 
think how you might turn this into profit? There are six natural-wood colors to choose 


Mrs. Violette Jaeger of Cedar Rapids, from. 
Iowa, wrote us recently how she had Val- With Valspar-Enamel the kitchen furni- 
spar-Enameled the coffee, sugar and other ture and woodwork can be given a brilliant 
canisters in her pantry in the same shade finish in any one of 12 beautiful solid colors 
of blue as her blue and white checkered that moisture and hot dishes cannot mar. 
linoleum. “That was some time ago,” she And Black Valspar-Enamel will make the gas 
writes, “‘and in spite of frequent washing, range, stove and stovepipes look like new. 
the cans look as nice as they ever did!” Go after this business among the women 

There are many places in the kitchen or in your community. Show them how easily 
pantry where Valsparring will make it more they can brighten up their kitchens and 
attractive. Clear Valspar Varnish will keep make them waterproof and sanitary with 
drain-boards spick and span in spite of daily Valspar and Valspar in Colors. 


soap and hot water. It will freshen Linoleum There’s a lot of profit for you n this busi- 
or Congoleum, bringing out the pattern and pness—because once a woman has used Val- 
prolonging its life. spar she won’t want to stop until all her 


Valspar Varnish-Stains will beautify woodwork and furniture are Valsparred. 
and preserve floors, furniture and all wood- ‘This means a big repeat business for you. 


Simplify your stock with Valspar and Valspar in Colors 





VALENTIN E’S VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the W orld 
ESTABLISHED 1832 
New Y ork Chicago Boston Toronto 


Paris Amsterdam 


London 
E N AM E L ' W. P. FULLER & CO., Pacific Coast 
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Dont Let this 75% 
Get Away! 


Right in your own community is a field for the sale of paint and varnish that 
is as rich as new virgin soil. 





The business that you have been dividing with several paint dealers each 
year is only one-fourth of the total business to be had. 


Get after the 75% market and the other 25% will take care of itself. 


“Make 1924 your greatest paint and varnish year.” Lucas has a definite plan 
that will help you accomplish this. 


Lucas offers you—first of all—a super line of paints and varnishes that is the 
result of 75 years’ pains-taking experience: 


A line of paint and varnish products “purposely made for every purpose,” that 
is nationally known and respected: 


A complete plan of sales and advertising cooperation that will assist you in 
every phase of your own sales work. 





Lucas will show you the way to this big 75% market and furnish valuable 
cooperation and effective campaign material if you determine to win it. 


Write Dept. 912 today for facts regarding the complete Lucas proposition for 
1925. 


John Lucas & Co..sine. 


Paint and Varnish Makers Since 1849 








PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO BOSTON 
ASHEVILLE FRESNO OAKLAND 
ATLANTA HOUSTON LOS ANGELES 
DENVER JACKSONVILLE 


MEMPHIS 
SAVANNAH 
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Mr. Reinoehl Carries a Full Stock 


This Store 
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Frequent Window Displays Help 
to Increase Paint Sales 


ene ee 


bee => 


Sells $9000 Worth of an a Sons 


sees in a Town of 5000 People 





Mr. I. O. Reinoehl, of the 
Kendallville Hardware 
Company at Kendallville, 
Indiana, tells us that he 
has never sent a list of 
prospective paint custome 
ers to us without securing 
good paint business as a 
result. He considers our 
direct sales-promotion 
work on painters and 
householders, one of the 
most effective methods of 
increasing his business he 


has ever used. 





6 hirw is just one example of 
what Lowe Brothers dealers 
are doing. 


They have in Lowe Brothers 
Products a line of paints and var- 
nishes known everywhere to be of 
the highest quality—a line which 
more than satisfies customers and 
which brings repeat orders every 
time. 


And they have back of them a 


company that really helps them 
move the paint off their shelves. 





The Lowe Brothers plan of help- 
ing the dealer sell more paint in 
his own home town, is not just 
something that looks good in print. 
It is a practical, workable plan that 
actually sells paint. 


If you are not handling Lowe 
Brothers Paints and Varnishes 
now and would like to have full 
details of the Lowe Brothers plan, 
the coupon below will bring them. 


THE LOWE BROTHERS Co. 
DAYTON, OHIO 





PAINTS 6, VARNISHES 





Name 


THE LOWE BROTHERS COMPANY, Dayton, Ohio. 


Gentlemen: I would like to have full details of you proposition to dealers. 


HA-1224 





Address 











—————— 
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You Can’t Be Too Particular About Your Rope Stock 


Hardly a day passes but what the average hardware 
store has calls for more or less rope. 


Rope is used for so many different purposes that it 
is necessary for dealers to carry a stock of all standard 
sizes. 


And while you can lose customers by not having the 
particular size of rope wanted, you can also lose trade 
by not selling rope which measures up to a definite 
quality standard. 





Rakco Rope has consistently upheld its reputation 


° for quality and service since it was first placed on the 
Manila Rope market. 


Sisal Ro 
Bind Te ° We intend to steadfastly maintain that quality which 
inder 4 wine has created repeat sales for Rakco dealers everywhere. 
How is your stock? 


The R. A. Kelly Company 


Main Office STOCKS ini 
Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. N — 
Ohio’s Model Town Omaha, Neb. Denver, Colo. cw Orleans, La. 
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The good Bainter 


/ 





Some dealers think they have to order 
a quantity of Brush-Nu to get the 
37144 % sales profit. Not so. 


Brush-Nu jobbers’ gladly sell you two 
dozen at $1.50, the gross price. 


3 d 
OO 
Och. 


ie) 


“BRUSH? NU BILE 











A Happy New Year with Twelve Profitable 


on s. PAINT 
Because —_— SALESMAA. 
he is wise, Ko $1.50 For Two Dozen. 
Ne aoe ' ORDER A SAMPLE CARTON OF 


as well as good, 
he selects A 
el 


WHITING-ADAMS 


BRUS 
USHES Speed Up the Wheels 
Good painters know through 


experience that the “goodness” 
of the job is determined by the of Industry 
goodness of the brush. 


START WITH A Write to your jobber today for any 


WHITING- ADAMS : : : 
BRUSH of the merchandise advertised in 


SURE OF i 
ne eens " these pages. Don’t wait for the 


JOHN L. WHITING - J. J. ADAMS CO., BOSTON, U. S. A. jobber’s salesman. You may forget. 


YOUR JOBBER OR WRITE DIRECT. 


Brushe Nu Co. 


BALTIMORE MARYLAND 
WAREHOUSES CHICAGO _SAN FRANCISCO 




















Brush Manufacturers for Over 116 Years and the Largest in the World 

















“BrusheNu Bill’ says:— \ ~~ 


nea al 
Bae 
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The Growth of the 
58 Idea 


1921 1923 
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| In 1921 the Sin idea was - 1925 Two years later the 3An 
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just taking hold. Some idea has gained consid- 
members of the trade erably. The %" volume 


had found that %" was has passed the *“"volume 
the logical size for garden and has taken some from 
hose and were pushing the 2" size. Evidently 
it. The chart shows the the trade is beginning to 
percentage of %" in pro- think more definitely 
= 7 me gore — sone —— of 
volume of hose sold. 7 iameter of garden hose. 
1/2 ws 13% ° Dc . 
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The bookings for 1925 show unmis- 
takably the tendency toward stand- 
ardizing on the %" size. About 60% 
of the garden hose orders placed for 
delivery next year are in this con- 
venient, logical, economical, %" size. 








MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 





} Acme Rubber Mfg. Company Empire Tire & Rubber Corp. New York Belting & Packing Co. 
/ Boston Belting Company The B. F. Goodrich Rubber Co. Pioneer Rubber Mills 
24 Boston Woven Hose & Rubber Co. Goodyear Tire & Rubber Company Quaker City Rubber Company 
Z Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Thermoid Rubber Company 
Combination Rubber Mfg. Co. Hewitt Rubber Company United States Rubber Company 
Electric Hose & Rubber Co. Home Rubber Company Voorhees Rubber Mfg. Co. 





Murray Rubber Company 


» % 
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Sargent Planes and Squares are 


all that good 


CARPENTERS demand much of 
planes and squares. Indeed, these 
are two of the most important tools 
of the trade. Ina plane, they first 
want to know about the cutter. 
Is it of the finest steel? Will it 
hold a keen edge over a long 
period? Ina square, they are par- 
ticularly interested in the accu- 
racy of scales and tables. When 
you sell Sargent Planes and 
Squares, you can stake your repu- 
tation on their excellence in every 
single detail. 


In all Sargent Planes the cutter 
is of chromium steel—one of the 
toughest metals obtainable. It 
takes a keen edge and holds it. 
There are Sargent Planes for every 
purpose. The Auto-Set is a par- 
ticularly interesting line. The 
exclusive auto-set feature permits 
the cutter to be removed, sharp- 


tools can be! 


ened and replaced without chang- 
ing original adjustment. Yet the 
cutter never chatters, no matter 
how tough the wood may be. This 
plane is certainly built for good 
workmanship and speed. It has 
many points that will interest your 
non-professional customers who 
often need a good, simply con- 
structed plane for odd jobs around 
the home. 


Sargent Framing Squares are 
regarded by many carpenters as 
the most complete and helpful 
squares on the market. The scales 
and tables stamped on them are 
absolutely correct and final. They 
do most of the calculating for the 
workman. Show them to your cus- 
tomers together with the new 
Sargent Take-Down Square which 
can be carried in the popular 
shoulder kit. It’s a big seller. 


Sargent Planes and Squares are regularly advertised to the carpenter and builder 
trade. Folders imprinted with your name will be furnished for customer dis- 
tribution. Also ask for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, JAardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 
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\COppey gret™! 


XTEND your business by supplying your trade sheet metal 

products that have an established reputation for durability 

and trustworthiness. This means economy to users, and a 
practical business. aid to the building construction interests—con- 
tractors, roofers, sheet metal workers, and shop owners. 


Black and Galvanize 


SHEETS 


© & 
KEYSTONE 


= OPP ER STEe™ Fa * RENE S 


When Copper Steel is used, the Keystone is included in the brand. 


Roofing Tin Plates 


Made from Keystone Copper Steel; highest quality roofing terne plates produced in 
this country—grades up to 40 pounds coating. These plates assure better roofs, and 
the utmost of lasting and satisfactory protection—fireproof, durable and economical. 







































The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequaled for 
roofing, siding, spouting, gutters, culverts, 


and all construction work. It assures roofs 


and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
tates, Bright Tin Plate, Black Plate, etc. 

| Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 





American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 

















DISTRICT SALES OFFICES: ; eee 
































Chicago (incinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
Export Representatives: Unitep States Steet Propucts Company, New York City ' 
Pacific Coast Representatives: Unitep States Steet Propucts Company, San Francisco, Los Angeles, Vortland, Seattle 
—— ———— 
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It Isn’t a Matter : 
of Guesswork : 





In planning the 1924 adver- 
tising campaign for Russwin 
Hardware, it has not been 





a matter of guesswork—it : 
has been a matter of com- 





Kvery Home 
of deep and abiding -—«Cining the right kind of ad- 
charm you: will find Sai te : . 

1 | ~+vertisements and the right 


fastly refuses roca . a ' ; 
that there can be any . | Medium—to build business 


“minor details” in home 
conshclikeat habs. bie * for Russwin Dealers. 


devotedasmuchthought- Uae 
Se — ulcare tothe selecti Be 


harmoniously designed = 
builders’ hafdvire 4 Bo. 


the choosing of appro ar duced herewith is one of the 


"To Russwin-ie priate furnishings. _ My : r 
ne toome -g eeeee| series. [The mediums chosen 


The Economy : ay 
of the Best” throughout thousands of such Byot).§ . 
homes is . uty c 

prrelias Sodie op MRI are the best possible for real 
Se dee 
wich Sa Ore Mies BOF results. 
service and absolute secutity. | 
RUSSELL & ERWIN MFG.CO. — 


New Britain, Connecticut, yee 


New York Chicago Sen Francisco lentes; 54444 iw: 3 
ds, ge 4 








The advertisement repro- 





gy enamdte, to z Oe PD a See tie peat oe ee eee tare ee 
SOPs we eae ES Se Bite etre mean aie tbe Sie sin og ates a ee 


The powerful 1924 Russwin advertising campaign includes black and white advertisements in Elks Magazine, 
National Geographic, Literary Digest, Sunset Magazine,—and in four colors in Architecture, Arts and Decora 
tion, Atlantic Monthly, Century, Country Life, Garden Magazine, Harper’s Magazine, House Beautiful, House 
and Garden, Review of Reviews, Scribner’s Magazine, Spur and World’s Work. 


“To Russwinize is to Economize—the Economy of the Best” 


Russell & Erwin Manufacturing Company : 


The American Hardware Corporation, Successor 


i MEN SES RS 
SP 8 A 


NEW BRITAIN, CONN. 
New York Chicago San Francisco London 


~ 
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“WICKWIRE” FENCING AND NETTINGS 


(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 
Ww hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W.W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
P comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
4 expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 

H’*S eight spaces of one and one-eighth inch mesh at the bottom, graduating 9 «0 one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and sath as well as a protection to them against prowling 


animals. Woven and _ee on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp bends to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


, 


=e WICKWIRE BROTHERS, CorTLAND, NEw YORK 
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Greetings~ 


i 3 HE Yale & Towne Manufacturing Com- 


pany extends its best wishes for a Merry 


Christmas to the hardware trade. 
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The year 1924 is passing into history. 
Before us lies a new year of opportunities. 


Let us all make the most of this bright 




















business outlook. 


May the year 1925 be full of prosperity 


and happiness for all. 


PRON A NPI BE 
Ney set : " ee f 
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The Yale & Towne Manufacturing Co. 
Stamford, Conn., U. S. A. Wir i 
f é 


Canadian Branch at St. Catharines, Ont. 
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A City in Kees Weeks 





Sterling 


Substantial, light run- 
ning. Mounted with a 
“Cleveland” Grind- 
stone, genuine Berea or 
Lake Huron grit, which 
we alone manufacture, 
19 to 22 inches in diam- 
eter, 134 to 2'% inches 
thick. Frame can be set 
up in a jiffy—merely by 
manipulating one bolt. 
Shipped knocked down 


and crated. 


STERLING ABRASIVES 


Living today are many prosperous ‘“‘Eighty-Niners’’ 
who remember with a reminiscent smile April 22, 
1889. On that day Oklahoma Territory was opened 
for settlement. 


In ten days numerous frame buildings appeared in 
Guthrie and Oklahoma City. Within four weeks 
Oklahoma City was really a city. In a single year 
they had schools, churches, several newspapers and 
well built business houses. 


Old-time salesmen and merchants can tell about 
““Cleveland’’ Grindstones being among the first prod- 
ucts used in Oklahoma Territory, the settlers either 
bringing the stones with them or at least bringing to 
the new country their respect for the famous Berea 
Grit in ‘“‘Cleveland’’ Grindstones. 


Many of the ‘quarters’ taken up by the “‘Ejighty- 
Niners’’ are now farmed by their sons who use tractors 
and other modern farming machinery, but tools now 
as then are ground on “‘Cleveland’’ Grindstones. , 


Hardware dealers in Oklahoma as in other states know 
the salability of ““‘Cleveland’’ Grindstones for there's 
hardly a hardware store in the entire country that 
doesn't carry them in response to a demand probably 
more really universal than that of any hardware item 
sold today. 





Harvest King 


Frame of heavy angle 
steel odie IY4"x Ye”, 
strongly braced and is 
The Cleveland Stone Company = citinca with our 
standard high grade se- 
lected “Cleveland” 
Grindstone, Shipped 
folded complete, stone 


CHICAGO crated separately to 
30 N. Clinton Street save freight. 


Abrasive Division 


CLEVELAND 


NEW YORK BOSTON 
283 Front Street 236 “A” Street 





AND STERLING GRINDING MACHINES 





MYERS, DEFIANCE 
PUMP STAND ARDS 
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HEAVY WINDMILL BAR 
7 AND 10 INCH STROKE 








MALLEABLE, IRON HEAD - 





PATENTED ROLLING MOTION 
EASY OPERATING COG GEAR 








1/e° STEEL: PISTON ROD 


PATENTED 
dele 
GEAR 








LONG MALLEABLE IRON FULCRUM 








UNUSUAL SIZE STUFFING BOX 





LARGE AIR CHAMBER 





COMPRESSION COCK anp SPOUT 
REVERSIBLE HANDLE 





172" BACK OUTLET 





PATENTED PIPE CONNECTION 


PERMITS USE OF 14")2"OR 2"PIPE 


HEAVY CAST STAND 





STRONG STEEL BRACE 











FULL ROUND BASE Po 
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It’s easy to satisfy customers with Myers Defiance Pump 
Standards. So easy, in fact, that many dealers depend on 
them to take care of their entire pump stand sales. “What’s 
the necessity of carrying from three to five different styles of 
stands in stock if one style will fill the bill successfully?” is 
their line of reasoning, and their “one style choice” has Sli 
the Myers Defiance. 

Invariably, this decision carries satisfactory returns with it. 
A smaller investment in stock, more sales, ample profits, 
pleased purchasers—all become realities in as far as pump 
stand business is concerned when Myers Defiance Pump Stand- 
ards are given an opportunity to demonstrate their exceptional 
qualities, some of which are listed in the illustration appearing 
above. 

Special installations, regular installations, volume, depth, 
method of operation, severe use, long life, give to Myers De- 
fiance Pump Standards a wide range for distribution. You as 
well as your customers will appreciate them for their real 
worth. And we will be glad to send literature and prices any 
time you say the word. Better write us now while you have 
it in mind. 
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Hexagonal Mesh 


CLINTON 
POULTRY NETTING 


is the highest type of hex- 
agonal mesh. It is woven true 
to size and form. The name 
Clinton on each bale of your 
netting will increase your sales 
and give your trade an incen- 
tive to call again. 


In all standard widths and 
sizes. Galvanized before or 
after weaving. 





AMERICAN WIRE FABRICS CORPORATION, Subsidiary of 
WICK WIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA CLEVELAND DETROIT SAN FRANCISCO LOS ANGBLES SEATTLE 
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Every inch of energy put into selling the PREMIER DU- : 
PLEX for Christmas will bring results. The woman who 4 
can’t buy before Christmas will later have her Christmas gift 
money to spend. The woman who does buy will be a lasting 
friend—and a good press agent for the Premier Duplex. She 
will spread the story of the double action that cleans cleaner 
—and the ball-bearing motor that needs no oiling. Get imme- 
diate Christmas sales—and build permanent success—by plug- 
ging hard with the Premier Duplex—NOW'! 


© : 


ELECTRIC VACUUM CLEANER CO., Inc. 
Cleveland, Ohio 


Distributed in Canada by the Premier Vacuum Cleaner Company, Ltd., Toronto and Winnipeg, and 
the Canadian General Electric Company, Ltd., General Offices, Toronto. 
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The Practical Christmas Gift 


The Tray ts Free 


HIS 26-Piece Chest Buffet of Community Plate has proved wonderfully attractive as a window 
display. 
Its beauty and utility, the completeness of the assortment, the convertible tray feature—all 
combine to make this the Practical Christmas Gift. 
The fact that the Chest Buffet is Free 1s a big factor in swelling December Sales. 
clits 
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Works at Fairhaven, Mass. 


ATLAS TACK CORPORATION 


Have you seen our 


Fairhaven, Massachusetts 
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PLATED 
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TACKS 
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A 3 oz. package to retail at 5c. 











Works at St. Louis, 


December 18, 1924 


A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


St. Louis, Missouri 
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More than 300,000 merchants will be saved end- 
less worries and a total of millions of dollars by Mc- 
Caskey. Systems during the month of December. 


In coritrast, thousands of other stores, through 
mistakés and carelessness by employees, will suffer in- 
dividual losses, many of them equal to or greater than 
the complete cost of a McCaskey System. 


During the Holiday rush, extra clerks are em- 
ployed—clerks whose experience and dependability 
have not been proven. Your regular clerks are under 
a constant abnormal strain. Your employees will 
only be as efficient as your systems permit them to be. 


There is no question about your needing a Mc- 
Caskey Cash and Credit System, not only during De- 
cember, but during every month next year. 
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Manufacturers of Credit Systems, Cash Register Systems and 
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The cash system records every cash sale and 
charge sale, every “paid out” and “received on ac- 
count,” by clerks and by departments, combining the 
advantages of cash register, adding machine and 
business recorder, and giving you permanent records 
so complete and accurate that any banker would ap- 
prove them. 


The credit system substitutes one writing where 
you now use three, putting back into your business 
hundreds of dollars now outstanding in uncollected 
and doubtful accounts—substituting a much simpler, 
better and more complete method in place of day-book 
and ledger and eliminating work, losses, confusion, 
errors and omissions. 


You need a McCaskey System now as never 
before. 


Mail that coupon today for facts about the low 
cost and easy payment plan. 


The McCaskey Register Company , 





The McCaskey Register Co., 


Watford, England Alliance, Ohio. 


Please forward information 
and description of the Mc- 
Caskey Credit and Cash Sys- 
tem. 
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This Eight-Color Lithographed Window Display will be sent free on request. We will also supply attractive colored 
Counter Display Cards, free Imprinted Circulars, Electrotypes and Ventilator Signs. With this material you can arrange attrac- 


tive sales producing Window Trims and Counter Displays which will materially increase your Ventilator sales. 
material will be sent free on request. 
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CONTINENTAL SCREEN COMPANY 


1323 Book Building, Detroit, Michigan 
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There is Real Profit 
in this Paint Specialty 
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BARE RADIATORS 
RADIATORS COVERED 
OR THOSE WITH 
COVERED PHOENIX 
WITH MARBLEITE 
METALLIC RADIATOR 
PAINTS ENAMEL 
LOSE 30% GIVE 100% 
RADIATION RADIATION 


init ae 


RADIATOR ENAMEL 


NE of the largest radiator 
manufacturers in the world 





ADIATORS have always been 
painted with Metallic Paints. 


Recent investigations have proven unreserve d ly recommen ds 
that there is a definite loss in =, Phoenix Marbleite Radiator Enamel 


—— 
ate : : : as superior in covering property 
radiation when metallic paint is MOEN] and heatradiation to metallic paints, 
used—and a gain of 30% when SARBLELSS hronse, etc. 

Phoenix Marbleite Radiator Enamel rt EE Ga a a 
is applied instead. DIATOR ENAMEL decorations and furnishings. Special 
All new radiator installation will Poe, TePared Ready fr Us , Colors for industrial work. 
consider enamel. All old radiator "NIX PAINT anp vagnish COMPA” | Thisis an unusual, easy-selling specialty with 


installation is a prospect. Every Sa ritaerenia a very definite market and strong selling 
home, school, hospital, industrial Qt 


argument. 
plant or public building is a prospect. 

















Liberal discounts—write for detailed prices 
and plan of dealer helps. 








Do it today! 


PHOENIX PAINT & VARNISH COMPANY 
124 Market Street, : : Philadelphia, Pa. 
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To thousands 
sive hardware’ merchants 
throughout the United 
States, the above trade mark 
has the same significance as 
the trade mark “sterling” 
has to silver—it immediate- 
ly pictures to them the very 
last word in modern display 
fixtures—the ultimate in ma- 
terials, workmanship § and 
design—the peer in its field. 


These merchants know, for, 
literally speaking, “Duluth” 
Store Equipment has trans- 
formed their stores from 
confused, junk laden shops 
into clean, orderly, modern 
places of business in which 
it is a pleasure for one to 
buy, with the result that 
their turnovers are more 
rapid and in greater num- 
ber, and their profits are 
substantially increased. If 
you knew what they know 
about the advantages of 
“Duluth” Hardware Store 
Equipment, you would not 


is. it another day! 
¢ 





**** DULUTH SHOW CASE CO. 


P. O. Box Ne. 778-Al2, Duluth, Minnesota 
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Gentlemen :—Prove to me how I can increase 
my business, both in number of sales and in the 
amount of each and with no large cash outlay. 


Also explain how profits 


from 


the additional 


sales “Duluth Store Equipment” will bring will 


more 


than pay for it during the first 


year, 


while I am buying it on your divided payment 
Yeu may send your catalogue of complete 
equipment free and without obligation. 


plan. 
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having been remodeled with “Duluth” Store Equipment. 


Into Your Store- 


and keep them coming back. That’s the solution of your 
biggest problem—the only solution. Stores that are neat, 
clean and orderly, create the immediate impression of 
service, courtesy and satisfaction. 


People want fresh, new merchandise. They want to see 
it—attractively displayed. To suggest is to sell. Place 
your samples where they can be readily seen—where they 
can be kept clean and bright—where they look the most 
attractive—where they will create the desire to buy—in 


“Duluth” Show and Wall Cases. 


On our divided payment plan—with no large cash out- 
lay—you can thoroughly modernize your store. A small 
part of the profits from the additional sales that “Duluth” 
Store Equipment will create will pay for it while in use. 


Prepare to take inventory right this year—make it pay a 


profit and eliminate all “grief” from it in the future. 
“Duluth” Store Equipment will do this, too. 


Investigate! Know! Mail the coupon now. 


DULUTH SHOW CASE Co,, 
DULUTH, MINN. 
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Interior view of Bridgeport Hardware Company’s Store at Bridgeport, Ohio, after 


Bring More People 


— < 
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SOLID COPPER 


STORE FRONTS 












Home wares, cutlery, tools, builders’ hardware— 
there is not a line in a modern hardware store 
that does not quickly show increased turn-over 
when properly displayed. Thousands of hard- 
ware dealers are now paying their rent from 
the extra sales pulled in from the displays in 


their modern Kawneer Store Fronts. 


If you plan to build or remodel your store 
you will want a copy of our new Book 
of Designs of Kawneer Store Fronts for 
Hardware Stores. 





THE 
KAWNEER 
COMPANY 
2617 Front Street 
NILES, MICHIGAN 


Please send me one of your 
new Books of Designs of Kaw- 
neer Store Fronts for Hardware 


“an COUPON jr BOOK OF DESIGNS: Stores. 


Name 
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This Cabinet FREE 


A BOX OF GENUINE ) helps you make 


WEED CROSS CHAINS 


all a pair of Weeo Pliers | 
Kit } 








COMPLETES YOUR Toot 
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mee Se u* 





Order a cabinet from 
your jobber today, and 
you will find it a big 
help in tripling the 
number of your sales. 

















How many 
sales do you 
make to thirty cus- 

‘ tomers? Thirty sales, 
or ninety? Doyou sellall 
you can to each customer, 
or let two thirds of the possible 
sales slip away just because you 
don’t “ask ’em to buy’’? 


Many dealers have answered this 
question to their own satisfaction by 
using our ‘‘three-sales-instead-of-one”’ 
plan. They triple the number of their 
sales by selling a box of Weed Cross 
Chains and a pair of Weed Pliers every time they 
sell a bag of Weed Chains. And the handsome 
free display cabinet shown above helps them do it. 
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AMERICAN CHAIN COMPANY Wd 


INCORPORATED 


BRIDGEPORT, CONNECTICUT 


In Canada, DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 


Largest Manufacturers of Welded and Weldless Chains for all Purposes 
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THE SILVER JUBILEE 
AUTOMOBILE SHOWS 


TWO DAYS AT EACH SHOW FOR THE INDUSTRY ONLY 


At NEW YORK At CHICAGO 


For the Trade Only For the Trade Only 


Friday, Jan. 2, Friday, Jan. 23, 
10 A. M. to 10:30 P. M. 10 A. M. to 10:30 P. M. 


Saturday, Jan. 3, Saturday, Jan. 24, 
10 A. M. to 7 P. M. 10 A. M. to 7 P. M. 

















For the Public 


Saturday, Jan. 3, 7:00 to 
11:00 P. M. 


Monday, Jan. 5, to Saturday, 
Jan. 10, 10:00 A. M. to 11 
P. M. 


For the Public 


Saturday, Jan. 24, 7:00 to 
10:30 P. M. 


Monday, Jan. 26, to Saturday, 
Jan. 31, 10:00 A. M. to 
10:30 P. M. 


AT THE BIG ARMORY, 
KINGSBRIDGE ROAD AND 
JEROME AVENUE. 


180,000 
FEET OF SPACE WITHOUT 
AN OBSTRUCTION. 


AT THE COLISEUM, ANNEX 
AND THE NEW NORTH 
HALL. THE ENTIRE SHOW 
UNDER ONE ROOF. 





Silver Jubilee Tower at the Auto Shows . 


ADMISSION on Trade Days will be free, but strictly confined to 
manufacturers of cars, parts and accessories, dealers, jobbers, -garage 
owners, purchasing agents, factory superintendents, engineers, produc- 
tion managers, fleet owners and others actually engaged in the industry, 
so that the exhibits may be examined without crowding and business 
transacted with reasonable privacy. 
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THOSE who are entitled to tickets will be reached, so far as possible, 
by mail on or about December 20th. Others are invited to write for 
tickets or to make themselves known at the entrances. 





Requests for tickets or for information may be addressed to S. A. Miles, 
Manager, 366 Madison Avenue, New York. 




















































1 |b. cartons—1, 5 and 10 lb. spools 





KESTER METAL MENDER 


10 cans, about 4 Ib. each to carton 
00 cans to case 


———_———— 





KESTER Rosin-Core SOLDER 


1 Ib. cartons—1, 5 and 101b. spools 
18 inch sticksin 5 Ib. boxes 





Manufactured by the 


CHICAGOSOLDERCOMPANY 
4205 Wrightwood Ave., CHICAGO 


Direct Factory Representatives 
DAVIES-ELY CO. LOUISJ.ZIESELCO. 


New York City San Francisco 
Boston, Mass. California } 


THE FAUCETTE-HUSTON CO. 
Chattanooga, Tenn. 
o—=—= —- 


eS 


Says the keen 
Hardware clerk: 


“ tite 


“With KESTER SOLDER 
He's One of My Best Customers” 


KESTER Acid-Core SOLDER \\ 
9 
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‘1 JERE’S how it happened—he saw his 


wife busy soldering. ‘Imagine a woman 
soldering,’ says he, ‘let’s see what she’s doing.’ 
Well, it certainly was one surprise for him, 
when he saw how simple and easy the job was 
finished, and how neat and substantial it was! 


“Of course, his wife was no genius at 
soldering. She is no different from hundreds 
of other women who have bought Kester Metal 
Mender. It’s so simple, they’re all successful in 
using it—it ‘requires only heat.’ 


“He came in for full information and he 
sure was tickled to find Kester Solder put up 
on one, five and ten pound spools. He bought 
some for his work, and now he’s one of the 
best steady customers on our list. 


“It was good advice on the boss’s part 
when he said ‘sell ’em the small size—they’ll 
ask for the larger sizes themselves.’ This Metal 
Mender sure makes many a soldering fan.” « 
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“Why he sells best 
who sells “McKanney Products 


GRIP LATCH 


gives you a full man-size 
grip both inside and out 





T 





AT Ltast—a latch that works both ways—the 
Duoerip. No longer will you have to sell a thumb 
latch which is good on one side and agony on 
the other. The Duocrip has no handleless side. 





Show this modern, double-action Duocrir to your 
customers. It costs so little they will replace 
their old latches without waiting for their fingers 
to wear out. 





The McKinney Duoecrip can be used inter- 
changeably on right- or left-hand doors, swinging 
in or out, and on any thickness of door from 1% 
inches to 2% inches. 





It is made of heavy wrought steel. One size only. 
Thumb-piece handle— 734 inches. Other handle 
— 834 inches. Latch bar —634 inches. Two screw 
holes top and bottom of each handle prevent 
working loose. The pair of padlock eyes (included) 
are of wrought steel. All parts are Japanned finish. 
Packed complete in a box with screws and direc- 
tions for attaching. 
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oe iL To order by number, ask for McKinney No. 1945 
END VIEW 


McKINNEY MANUFACTURING CO. 
PITTSBURGH PENNSYLVANIA 


a McKINNEY Product 
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More Selling - 
Days Before Sit Del ae 


Christmas _— ce 























Gs HRISTMAS Day is one week away, and you have but six more selling days in 
, ely) which to move special holiday merchandise. 





In those six days you can break previous successful holiday sales records. They 
are probably your best six sales days. 


Select from your stock all the items which would be suitable as utility gifts. 
Group them attractively in your windows and on accessible sales tables. 

Arrange facilities for prompt service, prompt wrapping and prompt change making. 
Your working pace in this short period will be full of tense moments. Last minute 


shoppers are impatient, hurried, exacting and your salesmen may feel irritable. You — 


may also feel the strain yourself. 


In handling the customers this last week, it is very important that you and your 
sales force be courteous and helpful, even in the face of seemingly unreasonable demand. 
You are not merely filling a holiday demand. You are selling yourself and your store for 
another 52 weeks in the coming year. 


If, six weeks ago you planned your Christmas selling campaign properly, your next 
week will be a hectic period of fast selling, with a quick turnover of goods and 
customers. 


The high points of retail merchandising are usually learned under pressure. Your 
six day rush period can be made to furnish numerous profit bearing ideas for future 
business. 


Keep your eye on the calendar and get busy. 
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What the Editor Thinks 


Our Job as We View It 


Boa the editor of a business publication 
carries with it a curious mixture of work, 
pleasure and responsibility. 

- Work comes first, because it is no easy job to 
serve up a weekly menu of news, markets and 
merchandising, properly spiced to make it appe- 
tizing, and carrying enough calories and vita- 
mines to keep the business bodies healthy. 

Pleasure, because the man who cannot get a 
thrill out of passing on to the merchants in a 
given field, ideas, suggestions and facts that may 
help them to better their conditions, has no pleas- 
ure glands in his make-up. 

Responsibility, because what he writes or pub- 
lishes must be constructive. It must be right 
morally, must be practical, and it must be adapta- 
ble to the individual merchant’s needs. In a 
measure the editor is responsible to his readers 
for the furnishing of many things upon which 
their success or failure rests. Woe betide him 
if he shirks his responsibilities! 

It is a wonderful thing to sit at a desk in a 
great magazine factory and talk through the 
printed pages to men on the merchandising firing 
lines. It is as though one sat at the microphone 
of a super broadcasting station, sending his voice 
into every business nook and cranny of this great 
country. 

It’s wonderful to read the hundreds of letters 
that come across one’s desk weekly—letters of 
praise—letters of criticism—letters of suggestion 
—letters of appeals for help in solving difficult 
trade problems. 

It’s wonderful to sense the cooperation of those 
who have won success in their chosen work, and 
to relay their secrets of success to those who have 
not yet won their spurs. It is still more wonder- 
ful to number among one’s friends thousands of 
keen minded, hard working, intensely human men, 
whose greatest reward lies in service to a some- 
times unappreciative public. 

Verily, it is no sinecure to be an editor—but it 
has its rewards. 





How About Your Convention? 


\ N JE are rapidly heading into the annual 
convention season—one of the most impor- 

tant seasons in the busy hardware man’s 

year. When I think of the convention time I 


point. 


instinctively compare it with the period when the 


farmer plows his fields and plants his seed. When 
you gather for your State conventions, it’s seed 
time for you. A time when you gather at first 
hand the best of ideas and the clearest of thoughts 
from the fellows who face the same problems you 
yourself confront. It’s a time when you absorb 
the enthusiasm of the man who has won out and 
broaden your own viewpoint by adding to it the 
viewpoint of others. 

No man can expand to his full capacity so long 
as his mind plays continually with home-made 
toys. A single-thought factory cannot compete 
with the business demands of today. This is a 
cooperative age and chances are against the fellow 
who plays a lone hand. 

Then there are the friendships. What wonder- 
ful friendships are formed in convention halls— 
friendships that make a man bigger, better, 
broader and more able to serve! 

And yet—there are still a few misguided mer-. 
chants who consider a convention as a sort of 
free vaudeville show—an excuse for a week’s bus- 
iness lay-off. Those fellows should sit in on just 
one modern State convention session. It would 
give them a new slant on their convention view- 

And finally—we simply can’t stop without tak- 
ing a rap at the fellow who is always too busy 
to attend his convention. Ten chances to one he 
is the “king pin” in a one-man business. By that 
I don’t mean the small.merchant who has only 
himself to depend upon, but the bigger one who 
thinks he has to have a finger in every bit of petty 
detail connected with the store. Whenever a mer- 
chant gets his business into such shape that he 
can’t leave it to attend his trade convention, then 
God help his business. It is pretty nearly beyond 
human aid. 

You owe your business the best you can put 
into it. You owe your customers the best service 
you can profitably render in exchange for their 
patronage. You owe yourself a better future than 
that of a treadmill. But you will never pay those 
debts by staying away from the one place where 
the thousand dollar ideas are passed out gratis. 

Better look after your reservations and drop a 
line to the secretary that you'll be in a front seat 
when the convention curtain rings up. 
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Put the Traveling Salesman 
on Your Staff 


T’S passing strange that so many hardware 
| merchants should pass up the possibilities 
for aid presented by the traveling salesman. 

The modern commercial traveler is well versed 
in merchandising. He knows the goods he sells, 
and he knows how several hundred merchants in 
his territory are selling those goods. He gets a 
weekly letter from a high powered sales manager. 
At the house he listens in on sales plans and con- 
ferences. He talks with big men and little men, 
and his experiences with merchants enable him 
to talk intelligently on overhead, volume and turn- 
over, special sales, etc. 

At every convention somebody advises the 
dealers to “use their bankers” more. It’s about 
time someone proposed a little more use of the 
traveling salesman. 

He can give more practical, profit making sug- 
gestions for your business in ten minutes than 
any banker in the country canin an hour. He can 
show you how to display goods, increase your 
turnover, and build up your sales. Besides, it is to 
his interest to do so as much as it is to your 
interest to invite his help. 

Why not put the traveling salesman on your 
staff as a “regular” and give him a chance to 
make good? 





How’s Your Store Morale? 


S we strike the threshold of a new year, what 
A is the morale of your store force? 

Are your men skeptical because past 
business has been slow? Are they indifferent, 
careless, apathetic, discouraged, unproductive? 
If so, the morale of your business is at a low ebb, 
and your sales in the year to come will probably 
be correspondingly low, unless you build it up 
again. 

Remember—The morale of your store is 
strictly up to you. You can build it or break it. 
Ask yourself these questions: 


Do the employees of my store know the con- 
ditions of my business and the possibilities of my 
trade territory? 

Do they know the relationship of overhead to 
sales—of turnover to profit? 

Have they been given a fair opportunity to 
realize what increased business means to me and 
to them? 

Do they know the money value of courtesy, 
salesmanship, loyalty and cooperation? 

Do they look on meas a friend and partner, or 
only as the Boss? 


Do they criticize me, apologize for me, or whole- 
heartedly praise me? 


Is my stock clean, up-to-date, and adequate? 
Are my prices right, and my policies sound? 


Analyze your store, your stock, yourself and 
your men. Be sure the first three are above par, 
then concentrate on the fourth. 


Tell your men the truth about yourself, them- 
selves, and the business. Make them partners in 
knowledge and responsibility. Teach them to 
proudly say “Our business” by saying it yourself. 

When you have accomplished this, you will have 
built up the kind of morale that wins business, 
friendships and profits. 





Just a Hint on Deliveries 


SMALL town dealer gave me a thought a 
A few days ago that-is worthy of being passed 
on to merchants generally. 

He said: “Sometimes a merchant gets so 
blamed busy fussing over the regular routine of 
buying, selling and collecting that he forgets to 
keep his eye on his delivery system.” 

He suggests that the merchant take time off to 
investigate this phase of his business, carefully 
considering the following questions: 


What time does the delivery truck get on the 
job each morning? 

What time in the afternoon does the driver 
report “all cleaned up for the day’? 

Who checks the items turned over to the de- 
livery man, and who routes his trips? 

Who inspects each load before it leaves the 
store? 

Who takes charge, of rush orders; are they 
allowed to interfere with regular deliveries? 

Is the delivery truck fitted with proper equip- 
ment? 

Does your delivery man carry prospect cards 
on which to set down opportunities for sales? 
Does he make a daily report? 

Does your system keep the delivery man busy 
all day, or does it force him to loaf one hour and 
rush his head off the next? 

Are your customers satisfied with deliveries? 

Are delivery complaints referred to you, and 
do you adjust them promptly and carefully? 

More steady customers can be made through a 
perfect delivery system than by initial sales. Cus- 
tomers can be lost more quickly by poorly han- 
dled deliveries than can be gained by good mer- 
chandise properly sold. Supervising the delivery 
part of your business is a “man’s job,” and you. 
are the man. 
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Paint Success Stories from recent issues of HARDWARE AGE 


One-Price Policy Sells 
$15,000 in Paint 








m4 NE price to all” has been the winning slogan The paint department is located in the rear of the 
of the paint department of Rechlin Hard- first floor, next to the housefurnishings section. This 
ware Co., Bay City, Mich., which sells about has proved a wonderful tie-up when selling women 
$15,000 worth of paint and varnishes annually. When interior paints. When they found Mrs. Smith buy- 
this firm made its unusual city wide survey two years ing a new set of cooking utensils, a new white top 
ago the paint department received several hundred table or any other large kitchen purchases it was 
tips on houses which needed painting and on interiors obvious that she was sprucing up her home workshop. 
which were due for the same treatment. So Mrs. Smith was drawn into a discussion of the 
Friendly, personal, typed letters were sent to the importance of frequent interior painting and was 
owners of neglected property. The Rechlin brothers urged to paint her kitchen when she refurnished it. 
appealed to the owner’s pride and to his intelligence In the spring when the women bought cleaning equip- 
by stressing the increased value of well painted prop- ment they were sold on the idea of cleaning and then 
erty. They talked of painting as an investment. painting. The proximity of the two departments has 
They sold real estate agents on the value of paint- been a great help in this merchandising tie-up. 
ing and proved a well painted house could sell at a Brushes are stocked near the paints so that each paint 
higher figure and quicker than when neglected. buyer may be interested in a suitable brush. 
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Two Progressive Paint Departments 
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which helped the Rechlin Hardware Co., Bay City, Mich., sell $15, 000 worth of paint annually. 
Manufacturers’ helps have been us 
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Note the color panels .and auto fender in the paint department of the Stambaugh-Thompson Co., rn Ohio. 
This is the longest hardware store in the United States 
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An Accurate 


Accounting System 


Hardware Co., Mount Clemens, Mich,, keep down 

overhead, keep up collections and prevent top- 
heavy stocks. L. F. Wolf, president of the firm, has 
his entire business under control at all times. His 
system is not complicated but is complete, easily un- 
derstood and worth your consideration as a guide or 
thought on the very important subject of keeping 
business records. 

On the opposite page we reproduce two of the main 
forms used by Wolf. For reference purposes we have 
marked them “A” and “B.” The figures used are ficti- 
tious, but the items are the same as used by this store. 

Sheet “A” is the monthly report, which contains 
figures for the current month and for the same month 
of the previous year. In our explanation we will con- 
sider April, 1924, as the current month. The Wolf 
store has five main departments which are: Hardware, 
plumbing, tin shop, implements and basement. Sales 
and expenses for each department, general expenses, 
light and heat costs, etc., are included. 

Sheet “B” is the profit and loss statement for the 
same month based on the data found on sheet “A.” 


egg records have helped the L. F. Wolf 


will Keep down 


your overhead 


Let us assume the following condition: Net profits 
for April, 1924, are $850 less than April, 1923, and 
$500 less than for March, 1924. 

You have found expenses for April, 1924, were 
no higher than for April, 1923, and for March, 1924, 
but that sales were $1,000 less; you would have a 
definite selling problem in most cases. You would, 
perhaps, trace the loss of sales to the hardware depart- 
ment, noting also purchases in that classification (for 
if you haven’t the goods you cannot sell them). If 
purchases and expenses were about normal and only 
the sales item showed a loss, an investigation would be 
necessary. 

You might find dead stock hampering this depart- 
ment. Inferior displays, inefficient selling, inadequate 
representation in your window displays, circular let- 
ters and newspaper advertising or you might find your 
selling prices too high—a result of poor buying. A 
drastic price reduction in a large line would affect sales 
totals., 

Remember that increased stock purchases are often 
good investments, due to a strong, rising market. Re- 
member that local conditions, building slumps or other 











December 18, 1924 HARDWARE AGE 51 


factors may affect your business. Take these various 
points into consideration and your profits will be 
nearer the point you wish to make them. 

As a word of caution let us add that an increased 
net profit on the monthly statement does not indicate 
that every phase of your activity is functioning prop- 
erly. It would certainly be advisable to keep a con- 
tinual watchful eye on the facts reported monthly for 
each department. Increased profits may be the result 
of a particularly successful sale or campaign in one 
department, sufficiently successful to cover over a 
steady slipping in another department. 

The cures for the various leaks must naturally de- 
pend upon their nature and causes. Changing depart- 
ment locations may be found advisable. Accurate 
records will find the leaks for you, but you must stop’ 
them up with remedies that fit in each instance. 

The new year is an opportune time to install an 
accurate system. This particular arrangement may not 
entirely cover your needs, but it does show you the 
main points which you must know. It should not be 
difficult to form your own plan from this guide. You L. F. Wolf, president Wolf Hard- 
may reduce or increase the departmental classifica- ware Co. 








tions and the monthly report items. Such 





























A changes are relatively inconsequential. The im- 
MONTHLY REPORT portant point is for you to have available at 
For APRIL 1924 1923 all times these necessary facts about YOUR busi- 
Accounts Receivable $12,810.42 $10,135.65 ness, in black and white, in a readable, under- 
ete —_ 5240 s7:98 standable form. 
Advertising 190.75 105.25 
Interest 181,10 102,38 
Office Expense 1,365.10 1,176.20 
Automobile Expense 179.70 110,85 
1,190,350 
83 
B PROPIT AND LOSS STATEMENT 
For APRIL 19284 
COST OF GOODS SOLD 20 
Previous Inventory 41,230.78 
Merchandise Purchases 18355330 
Total Merchandise Handled 39764258 
Less Present Inventory 41,613464 
Cost of Goods Sold 17,97061 
INCOME FROM SALES * 
Sales 25672.73 
Less Cost of Goods Sold . 17,970461 
GROSS PROFIT FROM SALFS 7.70212 
EXPENSES 
Rent 350D0- 
Light, Heat and Power 9240- 
Postage Telephone & Telegraph 29380- 
Interest 186110- 
Salaries §19775- 
Taxes and Insurance $679- 
Delivery Expense 179.70- 
General Expense 31853- 
TOTAL EXPENSE 64030D7Cr 
WET PROFIT FROM SALES 1299058 
OTHER INCOME 
° Discounts Earned 11415 
Two of the main forms used by the Wolf Interest Received 3228 
Hardware Co. in its Accounting System WEROCSIANSSER, SRSCHS 
TOTAL OTHER INCOME 169238 
TOTAL INCOME 1.468265 
c=] 
Less Bad Debts and Losses Charged Off 39S50- 
TOTAL NET INCOME 1428762 
(NOTE: These figures are fictitous and are used merely to describe the syste) 
RBI 5 te ee RESET LAPEER AE NEA 
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With the Revolutionists 
in Shanghai 











HE following interesting comments on the fighting in China, together 

with the photographic views, were inclosed in a letter of G. M. Neal of 

Andersen, Meyer & Co., Ltd., distributors, Shanghai, to a prominent New 
York manufacturer. The letter and snap shots which are reproduced here- 
with afford an inkling of the difficulties confronting those who carry on the 
work of commerce in foreign ports. 











66 OUR several letters have remained unan- 
swered due to the fact that the writer, being 
a member of the local defense force, has been 
absent from work for several weeks because of local 
conditions of which no doubt you have been advised 
through the newspapers. 

“The trouble here seems to be finished, but at one 
time it assumed a very serious aspect as there were 
approximately 18,000 Chinese soldiers fully armed 
and eauipped within a radius of one mile of Shang- 
hai, 7000 were quartered at the North Railway sta- 
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tion, only being separated from the settlement by an 
iron picket fence about 5 ft. high. 

“The American company were allotted a sector of 
three-quarters of a mile of the Settlement boundary, 
which took in that part bordering on the North Sta- 
tion and with the watches divided we lined up thirty 
men, behind barb-wire entanglements and various 
tvnes of barricades, against the thousands of Chinese 
soldiers who, although they had no quarrel with us, 
would have walked right into the settlement if they 
had not been stopped and no one knows what damage 





Chinese soldiers at the border of the International Settlement, Shanghai. The machine gun was pointed at one 
of our machine gun posts 
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they would have done by looting and 
burning; however, it went off peace- 
fully and the Chinese troops have 
left this vicinity and will probably 
be demobilized. 

“The last few days has seen a lull 
in the fighting around Peking and 
looks as though the warring factions 
were coming to a settlement, which 
will be a mighty good thing for 
China as business has been com- 
rletely demoralized, mails being 
interrupted and the orders that we 
have received we have not been able 
to make shipments, but it looks as 
though things were settling down 
now and we hope that in a very short 
time we may be able to resume busi- 
ness. 

“We received the shipment from 
you which came in a very good con- 
dition and one-half of same has been 
opened up to our satisfaction. Our 
price-list (Chinese and English), 
quoted in the local currency, is now 
in the hands of the printer and ex- 
pect delivery within a few days.” 





Makes Sure Customers Are 


Satisfied 


Y consistent newspaper adver- 
tising, window displays and 
special sales talks to customers, 

and also by assuring himself that all 
of his customers are satisfied, David 
S. Fletcher, president of the Fletcher 
Hardware Co., Ogden, Utah, is en- 
abled to do a stove and range busi- 
ness of $20,000 a year with an added 
$5,000 worth of repair work on 
stoves and ranges that he didn’t sell. 

Newspaper advertising to be suc- 
cessful must be used regularly, ac- 
cording to Mr. Fletcher, who also be- 
lieves that the manufacturer can co- 
operate to advantage in helping the 
retailer get better results from his 
newspaper ads. “Sales talks to cus- 
tomers,” he contends, “‘should vary 
according to the type of person you 
are selling, and the same talk should 
never be used twice on the same pros- 
pect. Window displays are im- 
portant at all times. 

“It is very important for the 
dealer, after having made a sale, to 
make sure that his customer is satis- 
fied, and that he or she understands 
all the points about the stove or 
range, so that it will give satis- 
factory service. We always make it 
a point to tell our customers that if 
there is anything in the least un- 
satisfactory about the stove or range 
they have bought from us, we would 
appreciate it if they would immedi- 
ately notify us so that we can cor- 
rect whatever may be wrong or 
needs adjusting.” 
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A group of our boys guarding the entrances of the International Settlement 
in Shangha'. The military activities are seriously hampering business in 
the Shanghai area 
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One of our outposts, the personnel of which is made up entirely of business 
men. Note the two native soldiers at extreme left. The buildings in the 
background stand on Chinese, territory 





One of our machine gun nests. The Lewis gun, visible over the parapet, 
was pointed directly at a Chinese theater about 75 yards away which was 
filled with Chinese soldiers 
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With a view of appealing to the women’s trade the Nicholas 
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Hardware Company of Oak Park, Ill., has enameled 


all wall fixtures white, on which are brass fittings, and uses dark green display panels 





A Woman’s Hardware Store 








If you are a merchant of the old school and place your main de- 
pendence in your masculine trade, this article will cause you to change 


your opinion. 








the “old school” who insists that a hardware 

store is a man’s store and that to clean up is a 
waste of time as things will only get dirty again. 
Usually in this man’s store can be found a generous 
sampling of every item he has carried in stock since 
he started in business, buried and forgotten in some 
out of the way place. When merchandise has arrived 
in the store, it has been tucked into any corner that 
would hold it regardless of where similar goods were 
already placed. 

Frequently the ranges (of which there is probably 
an overstock) afford an ideal place for this man’s sur- 
plus merchandise. It is simply astounding how many 
hammer handles or ice skates, for instance, can be 
crowded into an ordinary oven. And the top of the 
range can be made to hold a vast multitude of un- 
seasonable items before they begin to slide off onto the 
floor. 

Of course a store of this type does not expect to get 
or hold much feminine trade—the proprietor will tell 
you that women are fussy and hard to please. Frankly 
it is usually a case of sour grapes and he doesn’t have 
enough women’s trade to worry him anyway. 


QO NE can still occasionally meet a hardware man of 


However this class of hardware store has about 
disappeared and bright, clean stores, with modern 
fixtures and well displayed stocks are more the rule 
than the exception. It is now generally conceded that 
women patronage is extremely profitable and desirable 
and most stores are being made as attractive to the 
feminine eye as possible. 

It has remained for the Nicholas Hardware, of Oak 
Park, Ill., to embody the last word in store arrange- 
ment, fixtures and color schemes in a branch store 
they recently opened. In this store all of the wall 
fixtures are enameled white with brass fittings and 
dark green display panels and the counters and show 
cases are mahogany and brass. Of course the walls 
and ceilings are also white. The floor is scrubbed every 
morning and the aisles are covered with rubber run- 
ners. Incidently there isn’t a dirty corner in the store 
and even the bolt case, popularly supposed to be in- 
variably and unalterably soiled, is as clean and attrac- 
tive as the proverbial whistle. 

As a result of these special pains to keep the store 
orderly and attractive, women customers are decidedly 
the rule—ninety per cent of all sales being made to 
the gentler sex. 
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Combating 
“Glorified 
Peddler” 


The First Step 








HE battle against the Glorified Peddler is essen- 
tially a co-operative one. It cannot be won by 
individual merchants working alone; neither can 

it be won through the exclusive efforts of one kind or 
type of merchants. , It is a conflict which demands the 
interest and active co-operation of every man who sells 
merchandise over a retail counter. 

The first step therefore in the struggle to eliminate 
the evils arising from the peddling system of mer- 
chandise distribution, is the formation in each com- 
munity of a local business men’s association, with a 
thoroughly alive and efficient secretary. The aim of 
each association should be the enrollment of every 
business man in the community to work wholeheart- 
edly for the interests of that community. Such an 
association will form a clearing house for information, 
ideas and plans, as well as an organization for putting 
those ideas and plans into execution. 

One thing is absolutely certain. No law is going 
to end the peddling nuisance. - There may be certain 
local ordinances which can aid slightly in controlling 
the peddler’s activities, but they cannot eliminate him. 
Such measures will be discussed in future articles. 

There is, however, oné way in which peddling can 
actually be eliminated, and that is by making it un- 
profitable for the peddler to operate. This can be ac- 
complished first by the conducting of retail stores on 
the very highest plane of efficiency. Second, by mer- 
chants providing for their own protection and the 
welfare of their customers through a united, system- 
atic and continuous campaign of education among 
the people of their communities. 

This entails a close study of both merchandising 
and community problems. It means that the mer- 
chants’ associations must get the facts in regard to 
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peddling—how much merchandise is peddled in their 
respective communities, and what it costs the people 
of those communities directly and indirectly, to patron- 
ize the peddlers. Everything must be figured out 
carefully and honestly, and the results passed on to 
the general public through every available channel. 
The people must be shown that their own best inter- 
ests are conserved through buying from local mer- 
chants. 

The merchants themselves must set the example for 
others to follow. They must practice what they 
preach. In how many homes of hardware merchants 
are the folks buying stockings, clothing, drugs, novel- 
ties and groceries from peddlers? In how many homes 
of clothiers, druggists, grocers and other merchants 
are the members purchasing brushes, household and 
kitchen utensils, tools and other hardware items from 
house-to-house canvassers? In how many homes of 
merchants’ employees is the peddler a regular visitor? 
In how many homes of men whose prosperity depends 
upon the prosperity of the local merchant can be found 
merchandise bought from peddlers? 

If the Glorified Peddler received no patronage from 
business men or those dependent upon business, it is 
doubtful if he could operate profitably today in the 
average community. 

Put your own house in order. Cooperate with mer- 
chants in other lines. Make yourselves individually 
and coilectively worthy of patronage. Take the people 
of your community into your confidence and truthfully 
state your case. Prove to them that peddling is a 
community menace. Then and then only will you have 
the Glorified Peddler headed toward the sign which 
reads: This Way Out. 
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What Some Merchants Say 
of the Peddling Evil 











S a business man and a taxpayer, what are you doing personally to stop 
the continually sapping of the business life of your community by 
the tax-free peddler? 

There must be action. You can do a tremendous amount of good.by 
bringing this menace up for discussion before your Board of Trade with 
a view of starting an educational campaign in your local press and for 
securing the enactment of local remedial laws. HARDWARE AGE is with you 
and in future articles on the peddling evil will supply you with definite 
facts and suggestions which you can use in your fight against the “Glori- 








fied Peddler.” 








Time for Us to Get Busy 


Mr. LLEwW S. SOULE, Editor, 

HARDWARE AGE, 

New York City. 

DEAR FRIEND SOULE—I have read your article upon 
the subject of “Peddlers” and am very much surprised 
at the enormity of the situation. 

The Retailers’ National Council had this matter 
before us at our last meeting in October and some of 
our best-posted members were somewhat alarmed at 
the inroads made upon the retail merchant by the 
peddlers. Like a thief at night, they are getting our 
trade secretly but surely. 

What are we to do? That is the question we dis- 
cussed at our meeting of the Council, but we never 
came to any definite conclusion—only appointed a 
committee to investigate and report back at our next 
meeting. 

The peddlers are not only taking the retail hard- 
ware business, but every retail line is affected, some 
more than others. Some cities have passed ordinances 
prohibiting the peddlers campaigning. They claim that 
they are a nuisance and ofttimes spread disease going 
from house to house. Enter a house infected and carry 
that infection into another, etc., and sometimes they 
pretend to be peddlers while in truth they are spotters, 
house robbers, making a survey of houses so they can 
invade them later. 

We haven’t a chance to compete with them. They 
have no overhead expense. They pay nothing while 
they are in our communities peddling their wares ex- 
cept their board, and sometimes they don’t pay that. 
Most people who buy of them do it without thinking, 
and they allow a stranger to talk them into buying 
something they don’t need because they think it is 
cheap. They don’t take time to investigate. They 
are actually afraid to let the peddler get away for fear 
they will never get such bargains again. 

This is a very live question and am glad you have 
taken it up. Between the peddlers, catalog houses, de- 
partment stores, semi-jobbers, chain stores and man- 
ufacturers, selling consumers, I am wondering what is 
to become of the legitimate retail merchant. They 
have gotten us in the middle. We are very much like 
the fifteen sons of an old darky when he called them 


to his death-bed to tell them a secret, which was: That 
he and their mother were never married. Finally, 
after a long silence, one little kinky-headed negro spoke 
to the others and said: “Why don’t some of you big 
bastards speak?” 

It is about time for some of us retailers to speak, 
but, like the fifteen negro sons, we don’t know what 
to say. 

I have decided what I am going to do to combat 
illegitimate and unfair competition. 

Yours very sincerely, 
(Signed) HAmP WILLIAMS, 
Hamp Williams Hardware Co., Hot Springs, Ark. 





A Per Diem Tax on 
Canvassers 


Mr. LLEw S. SOULE, Editor, 

HARDWARE AGE, 

New York, N. Y. 

DEAR Mr. SouLE—Your article in the Nov. 24 issue, 
“The’ Glorified Peddler,” is an echo of an article I pre- 
pared for one of our local papers. It was also repro- 
duced in one of the Wheeling papers. 

I am now engaged in having our City Council pass 
an ordinance providing a per diem tax on canvassers. 

Yours very truly, 
(Signed) J. M. SANDERS, 
President. 
United States Stamping Co., Moundsville, W. Va. 








Minneapolis Ordinance to 


Eliminate Peddler 


Mr. LLEw S. SOuLE, Editor, 

HARDWARE AGE, 

New York City. 

DEAR Mr. SOULE—We were glad to see the page 
article on “The Glorified Peddler,” and hope you make 
it a continued series. We are sure that the great 
majority of merchants have no conception of the 
amount of business lost to this “menace,” who many 
times make false and damaging statements regarding 
local merchants. 

Our local city government has just passed an ordi- 
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nance designed to eliminate the peddler, and we are 
informed that many other cities are considering or 
have passed similar ordinances. 

Since the largest concerns selling through peddlers 
are doing a national business it would seem a fit sub- 
ject for national discussion and cooperation in expos- 
ing its damaging effect on all lines of retail business. 
If there is such an organization as an association of 
trade papers of various lines, it would seem that co- 
operation of all trade papers to arouse the local mer- 
chants to action would be a great benefit. 

If it would be of interest to you we should be glad 
to forward a copy of the Minneapolis ordinance just 
passed. 

Yours truly, 
(Signed) O. L. DAvis, Supt., 
Nagell Hardware Co., Minneapolis, Minn. 


Fight Fire with Fire 


Mr. LLEw 8S. SouLe, Editor, 

HARDWARE AGE, 

New York City. 

DEAR FRIEND’ LLEw—In “The Glorified Peddler’ 
series you have brought up a subject that I have been 
seriously thinking of for some time. I fully realize 
that the retail hardware dealer is confronted with con- 
ditions equally as important as the subject of waste 
in distribution. 

It is a known fact that the retail hardware dealer’s 
business was about 10 per cent less in 1924 than it 
was in 1923, and that the catalog houses and chain 
stores have increased from 5 per cent to 25 per cent 
more than in 1928. 

After receiving your articles I went home to lunch, 
and as I was leaving the house I saw a Fuller’s brush 
delivery truck standing in front of my next door neigh- 
bor’s house delivering some goods. The number on the 
truck was 2010, showing that they have this number 
of trucks delivering brushes in different towns and 
cities, and I do not know how many more. I found out 
later that about a week previous their well-trained and 
experienced salesmen had canvassed Marlboro and that 
this truck was delivering the orders. They are nothing 
but itinerant vendors, and should not be allowed in a 
community, as they pay no taxes, give no service and 
do not help the community in any way, but they take 
more money out of town than most dealers realize. 

I have asked my truck driver to keep his eyes open 
when he is getting freight at the railroad stations and 
see what merchandise is being received, and I have 
been surprised at the quantity of merchandise shipped 
to Marlboro and delivered direct to my customers from 
the station. This same condition exists everywhere. 

About two weeks ago at the store meeting of my 
clerks this very question was talked over and we de- 
cided that the first step was to put a salesman out on 
the road from the store and have him spend his whole 
time canvassing from house to house selling anything 
which goes with the hardware business. I realize that 
this is not a job for a cheap man, as he will have to 
know prices and be able to sell paints and builders’ 
hardware and demonstrate electric cleaners, washing 
machines, etc. 

I have read both of your articles relating to this 
question and I know you will do the hardware frater- 
nity a world of good if you can arouse them to the 
seriousness of this subject. 

Very respectfully yours, 
(Signed) ARTHUR C. LAMSON, 
The National Retail Hardware Association, Argos, Ind. 
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The Tax-Free Peddler—A 
Community Parasite 


LLEW S. SOULE, Editor, 

HARDWARE AGE, 

New York, N. Y. . 

DEAR SiR—Permit me to congratulate you on your 
article “The ‘Glorified’ Peddler” in your issue of Nov. 
20. There is entirely too much of the house-to-house 
selling being done not only in hardware items but in 
many other lines, all of which are stocked in retail 
stores. These salesmen and saleswomen are, in fact, 
“peddlers,” not of the old-fashioned kind—far from 
that—they are specially trained for selling the par- 
ticular line they handle. As to overhead—they have 
none except a residence or, perhaps, if not residing in 
the town or city in which they are working, a back 
hall bedroom. Take, on the other hand, the merchant 
established in my State. 

First: He has his own store property and, if not a 
property owner, he must pay rent to the owner of his 
store. From the rent (and every dealer whether he 
be owner or renter should charge himself with a suit- 
able rent) must come city or town taxes and county 
taxes. Said taxes maintain the various positions 
necessary for municipal operations for government 
and operations for safety, fire, roads, water, schools, 
etc. 

Second: There must be paid to the United States 
government a profit tax. If operating as a corpora- 
tion the usual corporation tax to the government and 
also to the State in which you are located. This year 
in Pennsylvania we had an Emergency Profits Tax for 
corporations only—a sole trader or a partnership, as 
the writer understands the law, did not have to pay 
this tax. 

Third: The merchant has an investment in fixtures 
and stock of merchandise which must be kept turning 
or moving so as to show sufficient gain above the cost 
to permit the payment of adequate salaries for the em- 
ployees, rent, taxes, light, heat, power and other neces- 
sary expenses. 

Fourth: The merchant is usually a factor in his 
community, be it church, municipal affairs, banks, hos- 
pitals, or what not, and to contribute of his mental 
powers and financial help he must have a gain over and 
above the operating expenses of his business so as to 
give his time and financial assistance to public affairs. 

There are many other reasons why the established 
merchant is a factor in his community, and the public 
should be made acquainted with the fact that the house- 
to-house “peddler” is a menace to the community. You 
perhaps know that some manufacturers who sell the 
hardware trade a line of goods have certain special 
lines the merchant cannot purchase except for his per- 
sonal use, but which are made expressly for and sold 
only by canvassers who work only during the fair- 
weather months—usually during college vacations. 
These selling people have no investment, and if they 
pay taxes of any kind there is considerable doubt. 

All in all, it is unfair to any merchant, hardware or 
otherwise, to maintain a stock of merchandise and then 
have the “peddler’” or house-to-house solicitors come 
into his territory and sell materials he stocks when 
such interloper only stays until he or she cleans up on 
the territory without any return to the community in > 
which they have operated. 

(Signed) HuGH F. McKNIGHT, 
President, 
Samuel McKnight Hardware Co., Pittsburgh, Pa. 
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The outboard motor 
converts the humble 
rowboat into a power 
launch, and_ with 
duck season now un- 
der way you will find 
it a profitable item 
to push 


























“Getting There” With 
Outboard Motors 


Every Duck Hunter and Rowboat User 


HE duck season has opened. 

Many of your townsmen are 

spending their week-ends and 
spare time out in the marshes gun- 
ning for ducks. To them it is the 
best way they know of spending any 
available outdoors time. It is ob- 
vious that they do not wish to waste 
much time getting to and from the 
shooting spot, nor do they wish to 
use their surplus energy rowing 
through shallow and weedy duck 
hunting waters. 

An outboard motor comes _ in 
mighty handy for the duck hunting 
party. The crowd probably drives 
to the water front in a car. The 
motor may be clamped to the run- 
ning board without difficulty. 


is a Sales Prospect 


In practically every State the law 
prevents using a powered boat for 
shooting ducks, but the outboard 
motor can be used to advantage in 
hauling duck skiffs and other neces- 
sary equipment and there is nothing 
to prevent the hunters from using a 
powered boat to and from the duck- 
hunting waters. Time and energy 
are both saved. 

Most hardware dealers at this time 
display guns, ammunition, hunting 
jackets and other shooters’ equip- 
ment, but neglect the thought of sell- 
ing a rowboat motor with this equip- 
ment. 

A great many duck hunters, 
although they enjoy their sport, their 
enthusiasm has become stifled when 


they think of the long, tedious pull 
at the oars after a day in a duck 
blind or in the marshes. Certain 
good hunting grounds in the fall of 
the year are almost impossible to 
reach by automobile, but can be 
reached by water in a small boat. If 
the duck hunter contemplates rowing 
a boat against the head wind five to 
ten miles, he is very apt to hesitate 
in making the trip. If it is brought 
to his attention that a motor can do 
the work for him, not only will the 
hardware dealer benefit in the sale 
of motors, but also benefit in the in- 
creased sale of ammunition. 

The outboard type of motor is 
very efficient in the shallow and 
weedy waters. 








The Outboard Motor—The Difference Between 


Work and Pleasure 


HEN a duck hunter has a five or ten-mile pull against a stiff head wind, his enthu- 
siasm for the day’s sport is apt to be damped. 
he goes in a power boat—that’s why the outboard motor has always proved a popular 

seller—it provides an economical means of converting the rowboat into a power craft and 
is the difference between work and pleasure. 


It’s a different story, however, when 














December 18, 1924 





ALIFORNIA § sportsmen de- 
( feated the proposed damming 
up of the Klamath River for 
industrial purposes when they: voted, 
Nov. 4, to preserve it in its natural 
state. They thereby saved one of the 
most famous fishing streams in the 
West for followers of the gun and 
rod who journey to it from all parts 
of the United States. They also gave 
the sporting goods industry and out- 
door life generally a big boon. - 

The Klamath River fish bill, as it 
was termed, was one of the most bit- 
terly contested questions that the 
people of California have ever had to 


HARDWARE AGE 


Klamath 





River 


The Saving of this 

Stream by California 

Sport Lovers has 

added New Interest 
to Outdoor Life 





decide by a state-wide referendum. 
The measure itself was initiated 
by the State Fish and Game Com- 
mission, and its purpose was to pre- 
vent the construction of hydro-elec- 
tric power dams in the Klamath 
River. Such dams, the commission 
pointed out, would interfere with the 
use of the river for salmon propaga- 
tion and ruin it for sea run trout, 
thus damaging the fishing industry 
as wellfas sport fishing. The opposi- 
tion, however, claimed that the only 
possible damage that the proposed 
dams could do to fishing would be 
the checking of the run of “steel- 





head,” or sea run trout, which has 
of late years made the Klamath very 
popular with sport fishermen. 

The thing that started the con- 
troversy and caused the -Fish and 
Game Commission to sponsor. the 
proposal against the dam _ bwilding 
was the project of a large group. of 
mining operators to start a big elec- 
tro-metals industry at Trinidad Bay. 

The chief product of that industry 
was to have been aluminum. In the 
making of aluminum two things are 
vital: Cheap electric power and 
bauxite ore. There is only one large 
deposit of bauxite ore in the United 














Some views along the Kla- 
math, “The Sportsman’s Par- 
adise” which after much con- 
troversy has at last been 
preserved for the sportsman 
in all its pristine beauty 
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States, which is owned by the Mellon 
family in Arkansas. This ore is 
made into aluminum at hydro-power 
plants at Niagara Falls and the Lit- 
tle Tennessee River. The chief world 
deposits of bauxite are in India and 
British Guiana, South America. The 
problem of the aluminum manufac- 
turer is to bring his electric power 
and his bauxite ore together at a 
point where the price of each will 
make it possible to turn out alumi- 
num worth about 28 cents a pound. 

A large company has located on 
power sites at Ishi Pishi Falls on 
the Klamath and at one other spot, 
where it was planned to _ install 
power projects costing approximate- 
ly $25,000,000. For that amount the 
company would have developed 130,- 
000 horsepower current, and all of 
it would have been used in the elec- 
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tro-metals industry at Trinidad Bay, 
about twenty-five miles across the 
mountains from the lower power 
site. 

With that amount of power the 
company could have manufactured 
30,000 tons of aluminum a year, 
which, at present market prices, 
would have a gross value of about 
$16,800,000. It was also planned to 
build up a city at Trinidad Bay of 
about 20,000 people. The present 
population is only a handful, as the 
bay is not developed at all. 

Bauxite ore from India could be 
delivered at Trinidad Bay in ships 
for $6 a ton less than the freight on 
gold concentrates now shipped by 
the company from Melones. But now 
the project will not be carried out, 
because the popular vote on Election 
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Day denied the company the privi- 
leges requested. 

The people of California have had 
experience before with projects on 
the Klamath River. 

In 1908 President Roosevelt or- 
dered the Lower Klamath Lake in 
California and Oregon set aside as 
a breeding place for wild fowl. 
Sanctuary was afforded bird life un- 
til 1917, when the lower lake was 
drained on the theory that it would 
release a large acreage to agricul- 
ture. The experiment proved an un- 
fortunate one, as the land reclaimed 
was so alkaline that nothing would 
grow. It is now said to be worth- 
less. 

For some time the National Asso- 
ciation of Audubon Societies and 
others have advocated the restora- 
tion of the lower lake. 











This Toy Bazaar Helped Double Christmas Sales 


HIS is the toy bazaar of the Bennett-Brown Hardware Co., Alliance, Ohio, 
where toys at Christmas time double the December sales for the firm. Last 
year this company sold $2,000 worth of playthings from this effective yet 


simply made display device. 


It is a stepped affair, measuring about 10 ft. 


high, 8 ft. wide and 15 ft. long. Crépe paper and tinsel help give it the proper 


holiday atmosphere. 
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A Shocking Article 





By Saunders Norvell 


EVERAL months ago I received a telegram from 

S a prominent retail merchant in Ohio, asking if 

I would be in my office on a certain date. I re- 
plied by wire that I would. 


*% * * 


On that date this very intelligent retail hardware 
man, whom I had never met nor heard of before, 
called on me. He was enthusiastic about and boiling 
over with the idea of establishing a chain of retail 
hardware stores in some of our larger and most pros- 
perous manufacturing cities. He called my attention 
to the great success of chain stores in other lines. 
He stated that when an important chain of retail 
stores had been established there would be no diffi- 
culty in buying at jobbers’ prices. He referred to 
the many economies that could be put in force, such 
as each retail store in the chain devoting its time only 
to making up its orders for the goods it needed in- 
stead of wasting time with salesmen, all the buying 
for all the stores being done for them in large quan- 
tities in a central office in New York. He was en- 
thusiastic about standardized selling—about stand- 
ardized show windows. He told me that these chain 
stores succeeded because they worked out successful 
selling plans, standardized them and taught the clerks 
in these stores: how to sell goods. Then each store 
would be checked up so every store manager and all 
the clerks in these stores -would know they were 
working on a record. There would be regular times 
of accounting. Turn-over would be watched and, in 
fact, a big part of the leaks caused by indolence and 
negligence in the independent retail hardware store 
would be, in a large measure, corrected. 


% * os 


He wished me not only to invest capital in this new 
enterprise, but he also desired the use of my name. 
He seemed to think the use of my name might help 
sell the stock of this new chain. I had some difficulty 
in persuading him that I now had all the business 
that I cared to look after. I was not seeking new 
openings. My time was fully occupied. He finally 
departed, feeling rather depressed, as his mission 
had been a failure. 

* % ¥% 

Just this week, while I happened to be thinking 
about these articles on retail stores, he dropped in 
to see me again. I naturally inquired how he was 
progressing with his chain of retail hardware stores. 
“Nothing doing!” he answered. “No chain of retail 
hardware stores for me.” “But why this change?” 
I inquired. “The last time you were here you were 
certainly full of enthusiasm for new chain store 
business.” 

% % * 

Now, as nearly as I can, I will repeat the story he 
told me of his experience. He may be right and he 
may be wrong, but he is a very intelligent merchant 
and I am sure all of the facts that he gave me are 
correct. I asked him if he had any objections to my 
using the story for one of these articles and he re- 


plied, “Not the slightest.”” Remember, please, | am 
not telling this story to start an argument. I am not 
stating my own views. It is only fair to say, how- 
ever, that since hearing this story I have asked a 
number of other well-posted, clear-headed hardware 
men about it and they seem to agree on the facts. 

x x % 

This morning I had the pleasure of a visit from a 
Western member of the Chamber of Commerce of the 
United States. I repeated this story to him and 
asked if he thought it could be true. He replied that 
he certainly believed it was true. Then I inquired, 
“If such conditions do exist—if these are the con- 
ditions in the retail hardware trade—what, in your 
opinion, is the cure?” 

* * ¥% 

This member of the Chamber of Commerce stated 
that the greatest evil today, not only in the retail 
business of the United States, but also in jobbing, 
was the tremendous waste in distribution.. This waste, 
he said, could be figured out from a number of differ- 
ent directions—waste in employees, poor, badly- 
selected, inattentive clerks, untrained clerks, clerks 
always looking for a better job and constantly chang- 
ing their jobs. He stated that the turn-over, by 
reason of clerks and salesmen grasshoppering from one 
job to another, was an enormous cause of waste. The 
merchant employing them did not get his money’s 
worth in service and the public in trying to buy from 
them wasted their time. Then he talked quite a while 
on the subject of merchandise turn-over. This man 
is a prominent merchant. He has been a successful 
merchandiser since he was a boy. He believed that the 
lack of turn-over by reason of careless buying and 
carelessness in watching stock, in ordering too much 
at one time and in not ordering enough at other times 
in frequent orders of motlerate quantities was a con- 
tinual cause of unnecessary waste. 

¥% $ % 

I wish all of my readers could have heard this talk 
on the nart of this member of the Chamber of Com- 
merce. It was his opinion, to put it frankly, that the 
main cause of waste in distribution, both in employees 
and in merchandise, was nothing more nor less than 
inexcusable carelessness and lack of common sense and 
close attention to their business on the parts of mer- 
chants and their heads of departments. 

* % % 

However, I do not wish to wander away from the 
story of the hardware man. You no doubt will be in- 
terested in knowing why, after a very thorough in- 
vestigation, he decided not to go into the retail hard- 
ware chain store business. 

* % * 

After leaving me on his first visit he said he decided 
to send a persona] letter to 25 of the largest and sup- 
posed-to-be most successful retail hardware concerns 
in 25 very prosperous, medium-sized cities. Although 
I have a list of them, I will not name these cities, as 
I do not want this article to be personal. In these 
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letters he suggested the chain store idea and asked if 
they wished to become a part of a chain, taking stock 
in the company he proposed to form, or if they wished 
to sell out. Imagine his surprise when every one of 
these 25 supposed-to-be successful retail enterprises 
replied that they did not care to become a part of the 
chain, but they would be glad to sell out! 


* * ” 


He then called on the commercial agencies for 25 
special reports on these 25 retail concerns. In time 
he received these reports and he studied them care- 
fully. Imagine his surprise to note that most of 
these 25 concerns owed a great deal of money and, as 
a matter of fact, a study of their statements indicated 
that they were not making enough money out of their 
businesses to pay a fair rate of return on the capital 
invested. Some of them were actually doing business 
at a considerable loss. One concern wrote very 
frankly that if it had not been for their real estate 
investments they would have gone out of business. 
They said that for several years past they had been 
living out of the surplus earned by profits on their 
real estate. In the towns in which a number of these 
25 stores had grown very rapidly the past 20 years, 
the real estate holdings of these merchants had largely 
increased in value. In several cases the only net 
profit in the business had been in the increase in the 
value of their real estate. 

* * n 


Not being satisfied with his inveStigations up to 
this date, my friend called on several of these suc- 
cessful (?) retail merchants in person. He inquired 
why they desired to sell out—why their businesses 
were not profitable. He stated that the story that 
was told him was the same in every case. Now, please 
remember that these 25 stores were not in small 
places. They were all in good-sized cities. Condi- 
tions may be different in the small places. At least, 
let us hope so. 

* * 

This summary, I believe, is worthy of very thought- 
ful attention. Not only the retailer but the manu- 
facturer and the jobber should think about it, for, if 
the statement is true and if the condition is general 
in the larger cities, it means a very fundamental 
change in hardware retailing. If the facts are true, 
they should not only be highly significant to the mer. 
chant who is already engaged in the retail hardware 
business, but they also should cause the manufac- 
turer and the jobber to think seriously about the 
future channels of distribution of their goods. 

* * * 


Here is the summary of the story: The hardware 
business in these cities is rapidly drifting away from 
the retail hardware stores. The department store, 
the drug store, the chain store, the cigar store, the 
house-to-house canvasser and other such distributors 
are taking a large part, not only of the house furnish- 
ing goods business, but of the small items in hard- 
ware, cutlery and brushes, away from the regular 
hardware dealer. This portion of the retail hardware 
business has been the most profitable and this is the 
part that he is steadily losing. 


* * * 

One reason for this tide of business getting away 
from the retail hardware store is because the ma- 
jority of such goods, in fact, almost all of them, are 
purchased by women. Women buy other goods from 
department stores, drug stores, chain stores, etc., and 
while they are buying other household necessities it 
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is only natural for them to also buy hardware and 
cutlery items. The hardware store has not held, nor 
is it attracting, the trade of women. The hardware 
business has lost a very large part of its sales of 
“notions,” while it is still holding its business on 
nails, wire, heavy hardware, builders’ hardware and 
tools, but this business, by reason of cut prices 
brought about by keen competition, does not cover the 
cost of doing business. 
* * * 

Because of the heavy advances in wages starting 
during the war, increased rentals and a general ex- 
travagance in doing business in almost every way, 
the cost of conducting a retail hardware business 
since 1913 has increased enormously. It seems to be 
impossible to reduce these high wages without losing 
trained clerks. The demand for better service has 
become more and more insistent. This improved 
service has cost a great deal of money and has added 
to the expense account, but has not returned in the 
way of extra profits. One of the most important 
problems, therefore, confronting the city retail hard- 
ware merchant is his expense account. He is faced 
with a situation in which a large and very profitable 
part of his business is drifting away from him into 
other stores, while his own expense account, at the 
same time, is out of all proportion to the profits he is 
making on his remaining lines. 

* * * 


“What is the answer to all of this?” I inquired of 
this retail hardware man. “Well,” said he “we hard- 
ware men have been stressing the personal note. We 
have been giving better and better service. We have 
been cultivating our customers. We have been kissing 
the babies. Now it seems to me that there is a battle 
on between two systems of doing business and’’—he 
said—“I might express this contest by saying—‘IT Is 
A FIGHT BETWEEN THE HAND-SHAKER AND THE PRICE- 
MAKER.’ ” ad ” ° 

This merchant took his departure, after having un- 
settled all of my notions of the retail hardware trade 
of this country. I have felt that the hardware trade 
was the Rock of Gibraltar of business. I have been 
thinking that the retail hardware men were all, or 
almost all, very properous. I have seen them recently 
in conventions and they certainly looked properous. 
This story that has been told me right in the begin- 
ning of my retail studies, I must say, has been a 
shock and a surprise. Possibly such shocks are good 
things for us. They shake us out of our regular 
grooves of thinking. 

* . 

I was brought up in the old school of cultivating 
the friendship and good will of customers. Now I 
am wondering if that, too, has passed with the chang- 
ing of times and conditions. Are all of us today 
stressing too much the personal element in business? 
Are we attaching too much importance to the value 
of the hand-shake? I wonder if the dear little house- 
keeper who has to provide for her nest on a certain 
allowance every week is paying more attention than 
she ever did to the value she receives for her money 
and giving less thought to the persuasive and gentle 
flattery of the proprietor and his retail clerk? I, a 
disciple of the cultivation of friendship and good will 
in business, am left almost stranded, wondering if, 
after all, the time for this sort of thing has passed. 

* * * 


Then I go out to think things over and eat lunch 





(Continued on page 90) 
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ERFECT teamwork between departments is essential to the 
successful operation of every organization—whether it be 
small or one whose activities are diversified and extended over a 
wide field. Mr. Frank Mappes, the author of this article, discusses 
this vital topic from the purely practical standpoint and his sug- 
gestions may be applied to your business no matter what its size. 














Store Organization 


By Frank Mappes 


cessful operation of a retail store is team 

work—conscious or otherwise—such as is 
found in a football team, baseball team, army, navy 
or any other group where the collective effort of 
two or more individuals is required. Large organi- 
zations of every nature have long since recognized 
this principle and have therefore effected divisions 
of work or functions so that each meshes perfectly 
into the other as in the instance of the gears in an 
automobile working in close harmony at every 
movement of the shifting lever. 

These functions in every harmonious organization 
are ever active, even though they are not recognized 
by name or authority. Every group, whether it be 
for sport or business, is like the fabled “bundle of 
sticks’”—only able to withstand hard knocks when 
functioning as a unit. This being an indisputable 
fact, it is nevertheless true that there are still a few 
individuals who do not recognize these fundamen- 
tals and as proprietors, managers, heads of depart- 
ments, etc., do their work exclusive of others and 
thereby disregard the effect it has on general re- 
sults, because they do not apprehend. The well- 
known saying in baseball parlance “Tinker to 
Evers to Chance” typifies perfect team work. Ampli- 
fied it means a perfect play—fielded by Tinker put- 
ting the runner out at second base and the batter 
out at first base, thereby accomplishing the absolute 
of play. Contrast that with the manner in which 
many.store organizations often fail to function with- 
out friction because of ground covered by one often 
overlaps that of another or, through lack of proper 
understanding, a certain part of the field is left un- 
covered. 

The above more or less long preamble is sub- 
mitted to call attention to a fault that, to my mind, 
is more prevalent in the hardware store than in 
any other retail business “the lack of definite re- 
sponsibilities” and the tendency of each one playing 


QO NE of the greatest forces working for the suc- 


the game his own way. The conditions in hundreds 
of stores which I have been privileged to come in 
contact with in my professional capacity leads me 
to assert without fear of contradiction that a great 
majority of the hardware stores in the United States 
have absolutely no sense of organization. That each 
individual in these stores has no fixed idea of his 
job. That he or she only does what they are told 
and nothing else for no other reason than that the 
house has no fixed policy nor rule to guide them and 
that the boss has none for himself. This condition 
should not be. Even if the store employs only one 
person, there should be a definite line of responsi- 
bilities laid down and strictly adhered to. 

A few months ago I was called to analyze an in- 
ventory and appraise its probable value. The re- 
sults were astounding. Nearly every line of mer- 
chandise was duplicated because two or more per- 
sons bought. When goods were needed or appeared 
to be, someone took it upon himself to order. Every- 
one acted as shipping clerk for the goods he sold 
simply handing the package to the truck driver and 
so on down the line and, yet, they wanted to know 
what was wrong with their business. This case is 
one of many that have come to my attention and is 
not an isolated one. When I prepared an organiza- 
tion plan for them they threw up their hands and 
said that it was too drastic because it curtailed the 
freedom and actions of some of their oldest em- 
ployees. The personnel of many stores remind me 
of Opera Bouffe revolutionary armies—all Generals 
and Majors—no privates. Every clerk is the head 
of a department and each buys goods without due 
regard for the store as a unit or its ability to meet 
its obligations. This is too prevalent and is the 
greatest contributing cause of so many overstocks. 

While the head of a department is in a position to 
know the requirements of his particular depart- 
ment, he is, as a rule, not sufficiently familiar with 
the financial side of the business and is, therefore, 
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not qualified to be the court of last resort in buy- 
ing. He should never be permitted to act in the 
capacity of buyer and merchandise manager even 
if his ability as a buyer is of the highest order. 
Some one who is familiar with the finances of the 
business should act as a brake on the buying for all 
departments and should hold down the enthusiastic 
buying done by well meaning but too frequently 
oversold optimists. The functions of merchandise 
manager should be in the hands of the man who pays 
the bills. It should be his duty to scrutinize every 
order, carefully weigh in his mind the sales possi- 
bilities of the goods, without hearing the glowing 
word pictures of the salesmen—reducing quantities 
and number of selections and never lose sight of the 
day of payment. This is a large sized job and it be- 
hooves the merchant who wants to survive to get in 
just such a band wagon. 

Guess work! Oh. how blind have been those mis- 
guided fellows who have used you in their busi- 
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be performed by any particular number of peo- 
ple but rather that one or more persons can indi- 
vidually or collectively perform any number of activ- 
ities. A functional organization can be composed 
of two or more individuals, each of which can be 
held responsible for one or more of the functions 
necessary for the completion of a job. Starting 
with the capital at the inception of the business by 
a corporation, firm or individual, it passes to man- 
agement which procures the merchandise on the 
one hand and sells it on the other. The sale of the 
goods necessitates accounting which, in turn, col- 
lects the money to finance the replacement of stocks 
disposed and the payment of the necessary operat- 
ing expenses. A perfect cycle or turnover in busi- 
ness. This is being done by the peanut vendor on 
the corner as well as the United States Steel Cor- 
poration. The one unconsciously and the other with 
a well-defined and formulated plan. A matter of 
proportions is the only difference. 








I N this chart Mr. Mappes visualizes the operation 

of a successful husiness. It will be noted that 
the lines from Merchandise, Finance and Sales 
diverge in three directions; which are in turn closely 
connected by coordination. The heads of depart- 
ments are all placed under the control of Sales 
Management. The coordination of activities as out- 
lined in this chart may be applied to your business 
whether great or small. 
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ness. They have surely paid in full the penalty for 
the “easy way.” 

The day of the autocrat in business is as dead as 
the autocrat in government, but the day of the 
leader in an organization is dawning. No business 
which hopes to succeed can survive the struggle 
without the perfect alignment which a well-balanced 
organization presents to the public. With a leader 
who has his organization functioning as it should, 
with each person having a definite assignment of 
duties and authorities, with each one playing in that 
part of the field alloted to him with no one encroach- 
ing on the other fellow’s territory, each fielding his 
position when the play is up to him, such an organi- 
zation is impregnable. 

There are fundamentals which must be considered 
in building up such an organization. This does not 
mean necessarily that there are activities that must 


The two major functions in merchandising are 
Buying and Selling. These two must work in such 
close harmony because the one cannot exist with- 
out the other. In order to visualize the various 
steps taken in operating a mercantile business, I 
have prepared a chart which illustrates the func- 
tions usually performed and which can be used as a 
basis for any organization large or small. 

You will note that the lines from Management 
diverge in three directions—Merchandise—Finance 
—Sales, which are, in turn, connected by close co- 
ordination. While there are three different activi- 
ties, they can be performed by one person in a small 
organization or each can be headed by an individual 
with as many assistants as desired or necessary for 
a large organization. I place the heads of depart- 
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Battle Royal Threatened Over Proposed 
Raise In Postage Rates 


Postmaster General Working on Bill to Boost Mail 


Rate—President for Strict Economy 


WASHINGTON, Dec. 15, 1924 
COMPREHENSIVE upward re- 
vision of practically all postal 
rates except first-class letter 

mail will be provided for in a bill now 
being prepared by the Post Office De- 
partment at the request of Senator 
Sterling, chairman of the Senate Com- 
mittee on Post Offices and Post Roads. 

Senator Sterling’s request reflects a 
change of front on his part with re- 
spect to the bill vetoed by the Presi- 
dent in the closing hours of the last 
Congress, which provided increased 
compensation for postal service em- 
ployees estimated to aggregate $68,- 
000,000. The President vetoed this bill 
for two reasons: first, because in his 
opinion a flat increase for all employees 
of the service was unwarranted and 
therefore out of line with the ad- 
ministration’s policy of national econ- 
omy; and, second, because any in- 
crease in postal compensation would be 
saddled on the general taxpayers of 
the country instead of being borne by 
the patrons of the mail service. 


Outlook Favors Sustaining of Veto 


When the President’s veto message 
was received by the Senate there was 





in Mail Service 


By W. L. Crounse 


a demand for the immediate passage 
of the bill over the veto, but active fili- 
busters on other matters prevented 
consideration of the veto before final 
adjournment on June 7. 

Upon the reassembling of Congress 
Senator Sterling finds on his desk as 
a legacy of the last session the veto 


message and the bill returned by the 


President without his approval. Sena- 
tor Edge of New Jersey, one of the 
most ardent champions of the postal 
employees, is leading a forlorn hope to 
pass the bill over the veto and points 
to the fact that only three Senators 
voted against it, which, under ordinary 
circumstances, would argue well for the 
ability of the champions of the meas- 
ure to summon a two-thirds vote to 
override the veto. 

In this particular case, however, 
there is ample evidence that the veto 
message has made a profound im- 
pression upon the Senate, especially 
that feature of it that emphasizes the 
necessity of providing additional re- 
venue if increased compensation to 
postal employees is to be allowed. 
Senator Sterling himself has deserted 
the contingent that is urging the over- 
riding of the veto and is now standing 


by the President, although willing to 
vote for such increases as the Post 
Office Department may recommend 
provided they are coupled with legis- 
lation increasing postal rates sufficient- 
ly to prevent a further deficit. 


P. M. G. Is Mum As to Plans 


Postmaster General New has thus 
far carefully concealed his own views 
with regard to the manner in which 
postal rates should be scaled upward 
to raise the necessary additional 
revenue. That he will propose in- 
creases aggregating anything like $68,- 
000,000 is regarded as highly im- 
probable. 

The project submitted by him at the 
last session contemplated increases 
aggregating less than $35,000,000, and 
his communications to the Senate were 
rather vague as to the methods by 
which this money could be raised 
should Congress insist that the addi- 
tional burden should not be borne by 
the taxpayers at large. Since Con- 
gress adjourned the special commission 
appointed to investigate the cost of 
operating the various branches of the 
postal service has made its report. 








Strong Opposition to Higher Second 
Class Postal Rates 


(Washington office of HARDWARE AGE) 


T first blush it would seem that 
A in the proposed change in postal 

rates an additional burden is in 
a fair way of being placed upon the 
shoulders of the newspaper and maga- 
zine readers, as it is a well known fact 
that in the readjustment which fol- 
lowed the last increase in second-class 
rates the publishing industry absorbed 
every penny of the higher rates it could 
possibly carry. These facts are so 
well known that there is certain to be 
a battle royal over any proposition to 





give the second-class mail another 
boost. 

Ever since the postal service was 
established it has been the policy of 
the government to provide a substan- 
tial differential in the rates on news- 
papers, periodicals, etc., for the same 
reason that the Nation, the States and 
the local communities have _ spent 
billions of dollars for the education of 


the masses. There is a strong in- 


necessity of increasing the postal pay 
in order to retain competent men in 
the sefvice, the Chamber undertook a 
comprehensive survey including the 
careful investigation of typical dis- 
tricts and post offices. This inquiry 
convinced the Chamber’s  represen- 
tatives that while a large number of 
postal employees, especially those 
working in the large cities, were under- 
paid there was no justification for a 





flat increase. 


| During the past week the Chamber 
| has made a strong appeal to the Senate 
_to support the President’s veto. In a 
letter addressed to individual Senators, 
‘the Chamber says: 


disposition in both houses to abandon | 


this policy or to increase the cost of 
disseminating news and general 
telligence. 


National Chamber Supports Veto 


The National Chamber of Commerce, 
which took an active part in the agita- 
tion for higher postal pay, has now 
come out squarely in support of Presi- 
dent Coolidge’s veto and Postmaster 
General New’s project for increasing 
compensation only in deserving cases 
and in those regions where the cost 





of living is out of line with the country 
at large. The Chamber’s revised at- 
titude reflects that of its membership 
at large in view of information re- 
garding conditions that was not avail- 
able in the beginning of this con- 
troversy. 

After rousing the country to the 


in- | 


Opposed to Flat Increase 


“After a thorough consideration of 
‘employment conditions in the postal 
| service the Chamber has gone on record 
| in favor of additional compensation on 
a differential scale in those post offices 
where conditions warrant but strongly 
in opposition to a flat nationwide in- 
crease. 

“The National Chamber is vitally 
interested in maintaining the postal 
service on a high plane of efficiency. 
However, it considers the pending bill 
(Senate 1898) unsound in principle. 
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Emerson & Stevens 
Resume Production 





Oakland, Me., Plant Inactive Since 
Fire One Year Ago 


The production plants of the Emer- 
son & Stevens Mfg. Co., Oakland, Me., 
scythes and axes, .resumed operation 
Dec. 10. They have been inactive since 
Dec. 22, 1923, when all the buildings 
except the stockroom and offices were 
destroyed by fire. 

Ralph M. Stowell, former salesman 
of the company, has purchased from 
L-ster M. Andrews the controlling 
stock, and will be the executive head of 
the company. Mr. Stowell has had 
twenty-one years’ experience selling 
the company’s all-hammered scythes 
and axes. 

The company was founded in 1870 
by Luther D. Emerson, George Stevens 
and William Pinkham. Ten years ago 
Mr. Andrews assumed control of the 
stock. He had been with the company 
a total of twenty years. 





Improved Wrench Catalog 


Walden-Worcester, Inc., Worcester, 
Mass., has issued catalog E, 1925 cover- 
ing the complete line of Walden- 
Worcester wrenches. Types and sizes 
have. been grouped together in the 
making of this book. The company’s 
line is said to have been simplified, so 
that the dealer will find stock selection 
much easier. In the company’s an- 
nouncement to the trade, sent with 
each catalog a novel letterhead, with 
built in miniature catalog has been 
used. This miniature contains several 
new wrench items. 





Lucas Souvenir Book 
for Diamond Anniversary 


As a souvenir to commemorate the 
75th anniversary of John Lucas & Co., 
Inc., Philadelphia, Pa., paint and 
varnish makers, the Lucas Diamond 
Anniversary Book has been issued. 
The diamond anniversary was appro- 
priately celebrated Oct. 28, when more 
than 1000 employees participated in a 
field day outing at Gibbsboro, N. J. 
The souvenir booklet contains his- 
torical facts regarding the firm and 
executive officers. Photos taken at the 
outing are in the back. 





California — Maker 
Published by Dresslar 


The Dresslar Hardware Co., Los An- 
geles, Cal., has published its annual 
edition of “California Home Maker.” 
This unusual booklet shows some of the 
many advantages claimed by those who 
live on the Coast. It also has a com- 


plete story on the progress and activi- 
ties of the Dresslar Hardware Co. 








Foster Stove Catalog 


The Foster Stove Co., Ironton, Ohio, 
has issued catalog No. 37 covering the 
Foster line of stoves and ranges. The 
book is well illustrated with various 
types of heating and cooking equip- 
ment. 


H. Williams, Director 
Federal Reserve Branch 


For the second time government offi- 
cials in Washington have selected Hamp 
Williams, well known hardware mer- 
chant of Hot Springs, to represent an 
important branch of the nation’s busi- 
ness. 

Mr. Williams has been appointed a 
director of the Little Rock branch of 
the Federal Reserve bank in that city. 





Hamp Williams 


Mr. Williams stated that he had 
never at any time intimated that he 
desired such a position and that, so far 
as he knew, none of his friends had 
taken any steps to interest Washing- 
ton in that respect in his behalf, the 
appointment, therefore, coming gqll the 
more in the nature of a genuine sur- 
prise and being doubly appreciated. 

The former instance of recognition 
on the part of officials of the national 
government in Mr. Williams was when 
he was appointed Federal Food Ad- 
ministrator for Arkansas, serving in 
that capacity throughout the war at 
a dollar a year salary. As Federal 
Food Administrator he won for Arkan- 
sas the reputation of having done more 
in food conservation than any other 
State in the Union. 

Mr. Williams will assume his new 
duties Jan. 1, according to the infor- 
mation he has thus far received. 





Partnership Dissolved; 


Firm Has New Name 


The partnership of Tryon & Ma- 
thews, Union Springs, N. Y., has been 
dissolved by mutual agreement. Mr. 
Tryon has sold his interest to Roy A. 
Tuttle, King Ferry, N. Y. The business 
will be continued as the Union Springs 
Hardware Co. 





Roos with Andrea, Inc. 


Oscar C. Roos has joined the engi- 
neering staff of the F. A. D. Andrea, 
Inc., 1581 Jerome Ave., New York, 
radio manufacturers. Mr. Ross has 
had twenty-three years’ experience in 
experimental radio work. 


ooo 


New York Office Opened 
by Draper-Maynard Co. 


The Draper-Maynard Co., Plymouth, 
N. H., athletic goods manufacturer, 
has opened an office at 33 Union 
Square West, New York City, where a 
full line of D. & M. athletic goods will 
be on display and in stock. Ray 
Herke, will be manager in charge of 
this branch. 

The company also has a stock on the 
Pacific Coast. This branch is in charge 
of the Curley-Bates Co., 617 Mission 
Street, San Francisco, Cal. 


Joint Southern Convention 
Meets April 21-24, 1925 


The annual convention of the South- 
ern Hardware Jobbers’ Association and 
the spring convention of the American 
Hardware Manufacturers’ Association 
will be held in Dallas, Tex., April 
21-24, 1925, with headquarters at the 
Adolphus Hotel. 


ooo 


English Cutlery Man 
En Route to U.S. 


A. S. Keeton, a director of the Geo. 
Wostenholm Co., Sheffield, England, is 
returning to Europe from Australia by 
way of Vancouver, B. C., Chicago, and 
New York. He is expected to be in 
New York about the first of the year. 


W. H. Wilburn to Handle 
Compton Line in West’ | 


W. H. Wilburn, 602 Williams Build- 
ing, San Francisco, Cal., has been ap- 
pointed Pacific Coast representative of 
the Compton Shear Co., Newark, N. J., 
and will cover the territory west of 
Denver, Colo. 


we eee 


Rankin Joins Oakes Co. 


The Oakes Company of Indianapolis, 
manufacturer of automobile parts and 
accessories, announces the addition to 
its sales force of A. T. Rankin, for- 
merly New England representative of 
the Amco Manufacturing Co. Mr. 
Rankin was also with the Exlo Prod- 
ucts Co., manufacturer of steering 
controls for Ford cars. 
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G. T. McIntosh Dead 


George Thorburn McIntosh, for many 
years a prominent wholesale hardware 
dealer in Cleveland, Ohio, died Dec. 4, 
aged a ears. 
the ntosh-Huntington Hardware 
Co., a _oo jobbing house, about 
50 years ago. This company was suc- 
ceeded by the Leutkemeyer Co. which 
was sold out to the W. Bingham Co. 
about a year ago. After his retire- 
ment from the hardware business about 
12 years ago he became secretary- 
treasurer of the National One-Cent 
Letter Postage Association and devoted 
his time to that association until last 
September when poor health compelled 
him to give up active work. 





F. J. Gottron Improving 


Frank J. Gottron, general manager, 
the P. A. Geier Co. of Cleveland, manu- 
facturer of Royal electric cleaners, is 
reported to be convalescing from the 
very serious operation which he under- 
went the latter part of November. He 
expects to return to business early in 
the new year. 


New Goodyear Building 


The Goodyear Tire & Rubber Co., 
Akron, Ohio, is constructing a new 
five-story building to house the com- 
plete engineering shops of the organ- 
ization. The measurements are 120 
feet by 400 feet. 





Burns Succeeds Oliver as 


Texas Mutual Secretary 


A. E. Burns, Dallas, Tex., has suc- 
ceeded W. B. Oliver as assistant secre- 
tary of the Texas Hardware and Im- 
plement Mutual Fire Insurance Co. 
Mr. Oliver, who resigned, has not yet 
announced further plans. 





McCreary’s Xmas Issue 


McCreary’s Monthly Message for 
December, 1924, identifies McCreary 
Bros. Co., Scottsbluff, Neb., as a store 
where utile gifts are available almost 
without limit. The issue is well illus- 
trated with toys, sport goods, electrical 
goods, Pyrex, lamps, radio and kindred 
gift lines. 


Lewis Emery, Jr., Dead 


Emery, president, Emery 
Hardware Co., Bradford, Pa., importer 
and jobber of hardware. sporting 
goods and specialties, died Nov. 19 at 
the age of 84 years. Mr. Emery or- 
ganized the company in 1876 and for 
the past fifty years the business has 
enjoyed successful operation. The firm 


Lewis 


was recently incorporated with the late | 


He was the founder of | 








Mr. Emery as president. His son, E. 
C. Emery, was vice-president. Frank 
Mappes is general manager and vice- 
president; C. E. McCafferty, secretary 
and treasurer, and J. M. Brown, as- 
sistant secretary-treasurer. E. 
Emery automatically succeeded his 
father as president of the corporation. 

Lewis Emery, Jr., was an ex-Senator, 
oil producer, gas purveyor, miner, 
manufacturer, merchant and prominent 
in political circles. Up until his death 
Mr. Emery kept in touch with the 
manv activities in which he had an 
interest. 


—————_” 


Maycumber to Represent 
N. Y. Firm on Coast 


F. A. Maycumber, president of May- 
cumber & Sherwood, manufacturers’ 
representatives, 625 Market Street, San 
Francisco, Cal., has_ recently been 
elected vice-president and Pacific Coast 





F'. A. Maycumber 


sales manager of the Cortland Line 
Co., Ine., Cortland, N. Y., fish line 
manufacturers. Mr. Maycumber is also 
president and treasurer of F. R. Cruik- 
shank & Co. of the Pacific, an insur- 
ance fire protection company. 

At the time of the merger between 
the Winchester Repeating Arms Co., 
New Haven, Conn., and the Simmons 
Hardware Co., St. Louis, Mo., Mr. 
Maycumber was sales manager of the 
Winchester organization. In the re- 
organization he was appointed general 
manager of the Pacific Coast, which 
position he held at the time of his 
resignation. 





Joseph J. Ciolek, who has been en- 
gaged in business at Ipswich, Mass., 
for several years, is to conduct a retail 
hardware store under his own name. 





Mileor Guide Instructive 
Reference Book 


For dealers, contractors, architects 
and engineers, the Milcor Guide, re- 
cently published by the Milwaukee 
Corrugating Co., Milwaukee, Wis., is 
a very useful reference book. It con- 
tains in condensed form, detailed in- 
structions on Milcor Art Metal roofing 
and trimmings; data on measuring. 
estimating, and erecting metal ceilings, 
and walls; mechanical and architec- 
tural specifications with illustrations 
and comprehensive descriptions on 
roofing, ventilators, skylights, ceilings, 
cornices, ceilings, and architectural 
ornaments. 

Upon request of dealers the company 
will send copies of this book to builders 
and others who would be interested. 





Special Marking for 
‘*‘Calvannealed” Fence 


As a means of identifying “Galvan- 
nealed” Square Deal wire fence, the 
Keystone Steel & Wire Co., Peoria, IIl., 
manufacturer, is marking every rod by 
painting the top strand in red. This 
feature is being stressed in their farm 
paper advertising. 

The manufacturer reports that re- 
cent tests made by the C. F. Burgess 
Laboratories, Madison, Wis., have 
proved that this brand of fence aver- 
aged 0.86 ounces of zinc per square 
foot of surface wire. This is con- 
sidered a very high rating. Equally as 
good reports have been received from 
tests conducted by the Robert W. Hunt 
Co., Chicago, and the Indiana State 
University, Bloomington, Ind. Full 
details regarding these laboratory 
tests are available from the manufac- 
turer. , 





Winchester-Simmons Meet- 


ings on Pacific Coast 


Frank G. Drew, president, Win- 
chester Repeating Arms Co., New 
Haven, Conn., Warren Taylor, presi- 
dent, National Association Winchester 
Clubs, J. Clark Coit, vice-president 
and general manager, Simmons Hard- 
ware Co., St. Louis, Mo., and Sam. 
Crawford, general agency manager of 
the Winchester organization have re- 
cently completed a series of Pacific 
Coast meetings with Winchester deal- 
ers in Los Angeles, San Francisco and 
Seattle. The meeting in Los Angeles 
was attended by about forty-five deal- 
ers and in San Francisco by sixty. 


P. E. O’Hair & Co. Build 


Work has been started on a new 
plumbing supply warehouse for P. E. 
O’Hair & Co. on Bryant Street between 
Seventh and Eighth Streets, San Fran- 
cisco, Cal. It is to be a two-story re- 
inforced concrete building, with pro- 
visions for two additional stories, on 
a lot 120 feet square. 
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December Hardware Sales 
Better Than November— 
Holiday Volume Satisfactory 


December sales are slightly ahead of the November vol- 


ume in practically all hardware markets. 


Jobbers and 


retailers are inclined to buy only for current needs, in view 


of the approach of inventory time. 


It is believed that 


inventories will find stocks averaging less than normal. 
This fact should, it is said, produce brisk January business 


in staple lines. 


In all parts of the country holiday merchandise has been 


very active. 
pected to be very good. 


The last week of Christmas shopping is ex- 
Electrical goods, Pyrex, carpet 


sweepers, sleds, nut cracks and kindred gift hardware have 


been selling heavily. 


In the eastern markets future orders on spring goods 


continue exceptionally heavy. 
report fair demand for futures. 


Central western markets 
Western markets find 


spring orders running light, with the expectation that they 
will improve greatly after the completion of inventories. 
Collections are good in all hardware markets. 


Seasonal Goods Active in 
Cineinnati 


In Cincinnati interest is centered in 
the holiday trade, which has been, and 
continues, heavy. Seasonable goods, 
also, are moving in good volume. 
Jobbers and dealers are preparing for 
inventory, and, as a result, buying is 
expected to be restricted to active needs 
until after the new year. There has 
been, to date, little buying of futures, 
though where prices for next year have 
been named, and where past experi- 
ence shows a good chance of not being 
able to secure merchandise, dealers 
have ordered ahead. The price situa- 
tion can best be classed as stable, for 
jobbers have not made any changes 
for the past two weeks. The tone of 
the market is strong, however, and all 
the indications point to higher prices. 





Prices Unchanged in Chicago 


While there were no changes in 
prices during the week in Chicago, 
business has been exceptionally good 
and sales of seasonable and holiday 
goods continue at a high level. Future 
orders for spring delivery are run- 
ning light, although it is expected in 
most quarters that retailers will begin 
to place orders for spring and summer 
merchandise immediately after the 
annual inventories are out of the way. 

Radio is one of the high points in 
sales both for the retailers and jobbers, 
and the sales volume is considerably 
more than in any previous year. 

Collections continue to run ahead of 
last year. 


New York Advances Cut 
Nails 15 Cents 


Cut nails advanced 15c. in the New 
York market. 
to follow. 


Wire nails are expected 
Galvanized sheet is ex- 


pected to advance about 15c. next week. 
High rope prices are assured. One 
distributor expects an advance of 2c. 
before the end of the year and another 
2c. advance following Jan. 1. Christ- 
mas tree holder stocks are badly 
broken, due to the extra heavy demand. 
Screw prices were slightly revised up- 
ward. Sleds are active as gift items. 
Continued cold weather is helping trade 
sell stove goods. 


Increased Holiday Buying 
Bradstreet’s Reports 


Commenting on the increased holi- 
day buying and the stimulation of sea- 
sonal retail buying where weather con- 
ditions have been favorable, Brad- 
street’s says: 

“Increased holiday buying, some 
stimulation of regular seasonal retail 
buying where weather conditions fa- 
vor, a fairly full volume of replenish- 
ment orders from jobbers, a further 
quieting down in primary lines of tex- 
tiles as the inventory period ap- 
proaches, a quite marked reaction in 
the speculative movement in_ stocks, 
exchange and grain after six weeks of 
steady advances, continued activity and 
strength in the iron and steel trades, 
which note continued confident buying 
for the first quarter of 1925, and in- 
creased strength in lumber buying and 
prices, furnish examples of the varied 
character of the trade, industrial and 
financial development of the week. 

“While the general tone is as opti- 
mistic as ever, there is something like 
a thread of disappointment in the re- 
ports from some cities that retail trade 
lags in areas where the weather has 
remained warm, and there are also 
noted reports from some markets that 
wholesale distribution has not livened 
in the extent expected because of the 
lateness of the season, or because retail 
buying has not broadened sufficiently to 
furnish the volume of _ re-ordering 
looked for.” 
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Conditions More Favorable 


Says Goodrich President 


“Business conditions in America con- 
tinue to grow more favorable,” says 
G. M. Stadelman, president, Goodyear 
Tire & Rubber Co., Akron, Ohio. “The 
promise of improvement so definitely 
indicated a year ago has been fulfilled. 
That promise is still brighter today 
than it was in December, 1923. 

“General conditions are better at 
home and abroad. The presidential 


election, with whatever uncertainties 
accompanied it, is past. America is at 
peace with the world. International 
conditions grow more stable. The 


farmer is getting better prices for his 
product. Money is easier.” 





Holiday Sales Good in 
Twin Cities 

Retail stores in the Twin Cities ter- 
ritories are well into the holiday busi- 
ness, which is showing up very nicely. 
In some localities business is more than 
was expected, and in others some dis- 
satisfaction is expressed. On the aver- 
age, trade is greatly improved over 
recent years. Collections continue to 
mount to high records, and banks are 
reported to have exceptional deposits. 
The Northwest is fairly on the road 
to its customary prosperity, in nearly 
all sections. 


—__ 


Pittsburgh Placing Orders 
for Early 1925 


Seasonal lines continue active in the 
Pittsburgh area. Retailers, with in- 
ventory at hand, are buying cautiously 
for deliveries between now and the first 
of the year. The demands upon manu- 
facturers for early 1925 are on a lib- 
eral scale, particularly in builders’ 
hardware. Price changes generally 
have an upward tendency. Winter auto 
accessories items, such as chains, radi- 
ator covers, heaters and alcohol, are 
selling actively in this territory. 





Farm Radio Demand 


Growing Larger 


Reports in daily newspapers credited 
to official sources indicate that the farm 
radio market is increasing steadily 
every week. The farm demand is said 
to have increased faster than any 
other phase of the current radio de- 
mand. The average farm radio pur- 
chase is said to be higher than the 
average city trade purchase. 





Futures Very Heavy 
in New England 


The New England retail hardware 
trade is buying futures on a very large 
scale, in anticipation of higher prices 
next year. Jobbers report spring orders 
on hand greatly exceed volume in this 
class of goods received at this time 
last year. There is every indication 
that December has been a good hard- 
ware month. Mill supply and heavy 
hardware jobbers report gradual im- 
provement. Industrial New England is 
slowly yet steadily gathering business 
momentum. 
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New England Retail Trade Buying Futures 
in Anticipation of Higher Prices 


(Bostow office of HARDWARE AGP) 
' ITH the New England retail trade basking in the 
sunlight of a good healthy holiday business, it is 
gradually committing itself more and more each day 


in the matter of futures. 


years. 


to decline. 


rials. 


months. 
ing things is changing very rapidly. 


AUTOMOBILE ACCESSORIES. — A 
slight readjustment in prices on quan- 
tity shipments of Klaxon horns is noted. 
Otherwise automobile accessory prices 
are unchanged. Jobbers expect some 
advances after Jan. 1 


We quote from Boston jobbers’ 
stocks: 

Automoble Accessories.—Apco line, 
Steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57¢. ; 


rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, - $2.25; 
windshield wiper, $3.75; crankcase 


arm, 48c., and battery charger, $13.50. 

Springs.—Vulcan line all makes, 35 
per cent discount; Ford sizes, 7-leaf 
front, No. 2000, $1.25 net; 9-leaf 
front, No. 2004, ‘$2; 9-leaf rear, No. 
2009, $4.25. 

Pressure Gages. — Balloon tire, in 
lots of less than ten, $1.13 each: in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil, 
der, A. E. and Arctic, one-gal., 
per gal.; 5 gallons, $1. 08% per gal.; 
80 gallons, $1 per gal.; 55 gallons, 
95c. per gal.; Cylinder, B, 1- gallon, 


cylin- 
.25 


$1.30; 5 allons, $1.13% per gal.; 30 
gallons, | ry per gal. Transmission 
oil, per gal. Transmission 
8] a 5-pound lots, 20%c. per 


lb.; lubricant grease, in 5-pound lots, 
$11.50 per case of 12; in 1-pound 
packages, $10 per case of 48. Dis- 
count 25 per cent. 
Boyce-ite.—Consumers’ packs, three 
4-o0z. cans, $1 list; %-gal. cans, $3.50; 
l-gal. cans, $6. Consumers’ packs 
come 10 in crate; 1:-gal. cans, 10 to 
crate; 1-gal. cans, 5 to crate. On full 
packages there is a discount of 40 
per cent; eal less than full packages, 
33%, per cen 
Fires, — Hartford line, cord, non- 
skid clincher, 30 x 2% in., regular, 
each net; 30 x 3% in. extra, 
straight, 30 x 3% in., $10.45; 
31 x 4 in., $13.25; 32 x 31 het 12: 


34 x 4% in., 

Tires. —Hartford line, clincher cord, 
30 x 3% in., regular, $7.45 each net; 
cord, 30 x 3% in., extra size, $9.45: 
ry pe side cord, 30 x 3% in., 
$10.45; 32 x 3% in., $1 11.35; 31 x 4 in., 
$12; $2 x 4 in., $13.65; 33 x 4 in., 
$1 14.10; 34 x 4 in., $14.60; 32 x 4% in., 
$18.50; 33 x 4% in., $18.95; 34 x 4% in., 
$1 9.45: 35 x 4% in., $19.95; 36 x 4 
sae $20.45; 33 x as 40; 35 x 5 

$25.35; 37 x 5 gs 

 serhe. —Klaxon, in eee ~ less than 
ten, 33% per cent discount; in lots of 
ten to nineteen, in one shipment, 40 
per cent discount; in lots of 20 or 
more, in one shipment, 40 and 10 per 
cent discount. 


BARBED WIRE.—Forward bookings 


The jobbers, almost without ex- 
ception, report bookings of futures far in excess of those 
for the corresponding time last year, and, in fact, several 
Retail buying is based on a general belief that 
prices for merchandise are more likely to advance than 
Even merchandise, manufacturers of which 
have announced 1925 prices showing no change or vir- 
tually none from 1924 values, is being bought by the 
retail merchant on the supposition that manufacturers 
may change their mind on prices, not from choice, but 
from necessity, because: of the rising cost of raw mate- 
The New England retail trade therefore is dis- 
playing a spirit of speculation for the first time in many 
The order of conservative hand-to-mouth buy- 


As for the retail dealer’s 
urgent, especially for holiday and seasonable goods. 
the end of another week the holiday trade peak will have 
passed, and the hardware trade in general settled down to 
the task of inventory taking or preparations for same. 
There is every indication that retail dealers will have 
made money this month and that their stocks of season- 
able merchandise will have been reduced to a minimum. 
In that case they should be in a good position to take up 
the task of spring goods merchandising. That the trade 
has every confidence in the business outlook is attested 
by its willingness to commit itself on futures. 

Mill supply and heavy hardware business is steadily 
forging ahead, particularly the former. 
England is slowly yet gradually gathering business mo- 
mentum, which means that more and more steel mill prod- 
ucts are going into consumption each day. Prices on stock 
carried by the mill supply and heavy hardware jobbers 


current needs, they are fairly 
By 


Industrial New 


are relatively stronger than those asked for shelf lines. 


cf barbed wire aré reported by job- 
bers, who look for another advance in 
prices. 


We quote 
stocks: 

Barbed Wire. — From Boston store, 
two-ply, 80-rod reels, $3.73 per reel 
net base; Waukegan, 80-rod reels, 
$4.30. From mill, catch weight reels, 
four-ply, Lyman, in car lots, $3.60 
per cwt., in less than car load lots, 
$3.85. Two-ply, twisted, in car lots, 
$3.60 per cwt., in less than car lots, 
$3.85. Waukegan, 80-rod reels, in car 
lots, $3.04 per reel, in less than car 
lots, $3.25; Lyman, in car lots, $3.14, 
in less than car lots, $3.35; two-ply 
twisted, in car lots, $2.63, in less fan 
car lots, $2.81. 


BARROWS. —Although many j other 
lines of spring goods are selling, busi- 
ness in garden barrows is only fair at 
best, the recent reduction in prices not- 
withstanding. 


We quote from Boston jobbers’ 
stocks: 

Barrows. — Wheel, 
stock, steel wheel, No. 4, 
net; No. 5, $5.75. Wood wheel, 
4, $5.75; No. 5, 


BOLTS AND NUTS.—Mills have ad- 
vanced prices on regular bolts and 
nuts for first quarter shipment, the 
rise amounting to 10 per cent in some 
instances. Stove bolts for future mill 
shipment also are higher. Jobbers’ 
prices have not been changed as yet. 


We quote from Boston jobbers’ 
stocks: 

Bolts.—Machine, square head, H.P. 
nuts, 40 and 10 per cent discount; 
square head, C and T square nuts, 
40 per cent discount; bolt ends, 40 
per cent discount; tap bolts, square 
head, list; common carriage bolts, 40 
per cent discount. 

Nuts. — H.P., square and hexagon 
and C.P.C. & T., square and hexa- 
gon, less lc. per Ib.; others, list. 


CARPET BEATERS.—Forward book- 
ings of carpet beaters are in order, 
with sales well ahead of those for this 
time last year. 

We quote from Boston jobbers’ 


stocks: 
Carpet Sougere- — Wire, $1.50 per 


doz. net; tin, 
CLOTHES LINES.—Small but steadily 
increasing sales of clothes lines for 
1925 delivery are reported by jobbers. 


from Boston jobbers’ 


from Boston 
$5.50 each 


No. 


Retail dealers expect higher prices. 


We quote from Boston jobbers’ 
stocks: 

Clothes Lines. — Manila, $7.25 per 
carton of 20 hanks, net. Cotton, 
twisted, $4 per doz. net. 


CULTIVATORS. — Although not as 
large as jobbers would like to see, 
bookings for cultivators are on _ the 
mend. 


We quote from LBoston jobbers’ 
stocks: 
Cultivators. — Midget, $3.45 per 


dozen; three-prong cultivators, $6.65; 
five-prong, $8.85. All prices net. 
American Fork & Hoe Co., No. G2, 


$5; Leader, No. 2, $3. 
FENCING.—Quite a tonnage of fenc- 
ing has been booked by jobbers for for- 
ward delivery. 


We quote 
stocks: 

Fencing.— Square Deal, in 10-rod 
rolls, 11 gage, No. 832, $5.50 per roll, 
net; No. 635, $3. 40; No. 845, $4.40; No. 
1047, @tays 6-in. ‘apart, $7.10; stays 
12-in. apart, $5.12. Cyclone, garden, 
style F, in 10-rod rolls, 36- “yo -» $2 per 
roll; 42-in., $2.18; 48-in., Par Style 
L extra, 36-in., $1.46; 42- i, $1.64; 
48-in., $i. 82. Smooth fence wire, No. 
9, from store, $4.05 per cwt. Factory 
shipments, No. 6 to 9, in car load 
lots, $2.80 per cwt; in less than car 
load lots, $3.05. All prices net. 


FLOWER BED GUARD, ETC.—In 
common with fencing, there is a good 
demand for flower bed guard, etc., for 
1925 delivery. Higher prices on this 
class of merchandise, as well as fenc- 
ing, is anticipated by jobbers. 


from Boston jobbers’ 





We quote from Boston jobbers’ 
stocks: 

Flower Bed Guard.—Perféction, 16- 
in., $1 per rod; 22-in., : 

Trellis. i , 18-in., 73c. per rod. 

Gates.—Ornamental, style F, 36-in. 
=s ., mo ean 42 x 3, $2.88: 48 x 
3, $2.88; 36 xX Le, $3.12: 42 x 3p, 
$3.12; 48 x 3%, ‘sf 12. All prices are 
net. 


FLOWER BOXES.—Here again good 
buying for future delivery is reported 
by local wholesale houses. Sales to 
date exceed those for 1924, spring de- 
livery. 
We quote 
stocks: 
otek Boxes.—Standard make, 24 - 


, $10.60 per doz. net; 30-in., $13.90 
36. ‘in. , $20.90. 


from Boston jobbers’ 





70 


GARDEN TOOLS.—Jobbers are well 
sold ahead on all kinds of garden tools. 
It is reported only a very small per- 
centage of the retail trade is not cov- 
ered for 1925. 


a. quote from Boston jobbers’ 
sStoc 

Hoes.—Shank, 7%-in., $8.70 a doz. 
net; mek 7%- in., $9.60; round top 


onion, 96; socket meadow, 9-in., 
10.55; hohe Island, shank, 9-in., 
10.05; socket, 0 


Rakes.—Light steel, 12 teeth, 
“e Neer net; 14 teeth, $5.10; 16 
$5.60. R lar garden, 12 teeth, $8; 
14 teeth, $8.55; 16 teeth, $9.35; steel 
sathy 14 teeth, $10.95; 16 teeth, 


Edgers.—Turf, $10.80 

per doz. net. 
Trowels.—Standard makes, 80c, to 
Forks. — Weeding 


as 25 per doz. net. 

Weeders and 
$1.20 per dcz. net; garden 
ec $2; garden forks, $2.25 to 


hooks, 
Sets.—Garden, $6 per doz. net; 
floral sets $1.50 to £12.80 per doz. 
HOCKEY STICKS.—Retail dealers are 
placing orders for hockey sticks to be 
delivered for the post-Christmas trade. 
Jobbers’ stocks are limited. 


We quote from Boston jobbers’ 
stocks: 
Hockey Sticks.—Boys’, white, $3.46 


$4.80 
teeth, 


long handle, 


a doz. net; boys’ special, $5.50; 41 b6: 
teur, $8.50; Championship, $11.5 
special, $15. 


— —Standard makes, $2 a doz. 
nolo Sticks.—No. H, 
net; No. G, $1.50; No. C, $37 
HOSE.—Some forward tn el in gar- 
den hose has been booked, but the buy- 
ing movement really has not started 
yet. 


A quote from Boston jobbers’ 
stoc 

Hose. —Garden, B & D, %-in., a ~ 
er ft. net, %-in., 10c.; %-in., 


_* doz. 


eading, 1% -in., %4C.; 5% -in., 10: 
%-in., 8%c. Bull Dog, ee 13¢c. 
Good Luck, %-in., 10c. Milo, %-in., 
11%c. Vim, %-in., &8%c., %-in., a3 
%-in., 10 %4c. Vixon, %-in., C.; 
5,-in., 8%c.; %-in., % 


LAWN ACCESSORIES.—Lawn mow- 
ers, for 1925 delivery, are going good, 
and the same may be said of other 
lawn accessories. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. —Regal, 16-in., $32 
each, list; 18-in., $34. ‘Imperial, 14-in., 

- 16- in., 28; 18- -in., $30. bassa- 

dor, 16-in., 21.25; 18-in., $22.75. Lake- 
wood, 16- in., $17. 50: 18- in.. $25. New- 
port, 16- -in.,. $15; 18- -in., $15.75. Colo- 
nial, 16-in., ons: _ in.. $16.75. Jewell, 
14- in., $12.50; 16-in., $ . Discount 
50 per cent. *foD b, 12-in., $5 each, net; 
14-in., $5.25; 16-in., 50. 

Lawn Trimmers. — Popular makes 
$15 each, list. Discount, 50 per cent. 

Factory Shipments.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Rollers.— Water weighted, 
18-in. diameter x 24-in. long, $14.84 
each, net; 24-in. diameter x 24-in. 
long, $17.17. 

Sprinklers. — Lawn, fountain, $7.75 
er doz. net: fountain, half circle, 
6.65; rooks, $8; Rain Ring. $2.34. 

Lawn Rakes.—Wo004 bow, $8.75 per 
doz. net; steel bow, 


NAILS.—Hardened steel nails have 
been moved up 10c. per keg on both 
store and factory shipments. A sub- 
stantial amount of nail business has 
been taken by jobbers for forward de- 
livery. 

We quote from Boston jobbers’ 


stocks: 

Nails.—Wire, $3.90 per keg, base, 
from store; from mill in less than 
carload lots, $3.15 por keg, base, and 
in carl lots, $2.90 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails from store, Western, $5.25 per 
keg base; hardened steel, $8.20; direct 
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shipments from mill, car lots, $3.70, 
less than car lots, $2. 85, f.o.b. Pitts- 





burgh; Tremont, in less than car 
ote 3.95; hardened steel, $7.70 
" areham, Ss. ; alvanized 
re penny welt ‘and smal er, $6.30 
f.o.b. factory base; larger, $7.05; 
from store 4-pennyweight an 


smaller, $6. 86 base; larger, $7.55; ce- 
ment coated nails from mill, in less 
than carloads, $4.70 per keg base. 


PAINTS.—Some really flattering busi- 
ness in paints for spring delivery has 
been placed by the New England retail 
trade. The average individual order 
not only covers a wide range of colors 
but of containers as well. The gallon 
can container, so far, at least, is sell- 
ing much better than a year back. 


POCKET KNIVES.—Sales of pocket 
knives for the holiday trade have been 
quite large this year. Some jobbers 
have booked a larger business than 
they have in several years. Retail sales 
are quite satisfactory, so far as can be 
ascertained. 


We quote from Boston jobbers’ 
stocks: 

Pocket knives. — Universal line, 
jack, $4 to $16 per doz. net; pen, $10 
to $30 per doz. net. 


POSTS.—Only a small amount of post 
business has been booked so far by 
jobbers, but they look for an improve- 
ment before the close of 1924. Prices 
are on last spring’s basis. 


We quote from Boston jobbers’ 
stocks: 


ne oats: —Line, steel, galvanized, 6%- 


< 63c, each net; 7- ft., 69c.; Tig. ft., 
c. 
End.—Steel, galvanized, 7%-ft., 
$3.94 each net. * 
Corner.—Steel galvanized, 7%-ft., 


$5.70 each net. 


REFRIGERATORS. — Comparatively 
few orders have been placed for re- 
frigerators so far for 1925 delivery. 
Manufacturers have announced there 
would be no change in prices for the 
1925 season, which may account for 
the backwardness of the retail trade 
in covering its requirements. 


We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots of 
less than five, ner cent discount. 
Prices range from $24.50 to $170.50 
each list. 


ROOFING MATERIAL.—The demand 
for roofing material, both for imme- 
diate and future retail requirements, is 
excellent. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted. 0 per roll: 
plain standard, $2.30 and _ $2.55: 
Lanner, light (35 Ib.), $1.70: medium 
(45 Ib.), $2.15; heavy (55 Ib.), $2.65: 
Rockroid, light, $1.05; medium, $1. 45: 
heavy, $1 60. 

Shingles. —Japroid line, lock top, $5 
per square; $5.85; giant, 12%-in., 7 : 
individual, super strip, 
strip, 10-in., 6. 

<a Rng sheathing, $85 a 
ton: Japroid sheathing, $63: tarred 
felt, larger rolls, $65.80 a ton; small- 
er, $65.50 a ton. 

Roof Coating.—Stormtight, liquid, 
green and red, 5-gal., 40 per gal.; 
1-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; l-gal., 35c. Discount 
33% per cent. 

Roof Coating.—Liquid, black, in 
drums or barrels, $1 per gal. net; 
in half barrels or drums, $1.07 per 
gal.; in 20-gal. lots, $1.20 per gal.; in 
15-gal. lots, $1.20; in 10-gal. lots, 
; in 5-gal. lots, $1.27; in 1-gal. 

.34. Other colors cost con- 
siderably more. 

Roof Cement.—Plastic, black, in 50- 
Ib. lots, $12.67 per 100 Ib.; in 25-Ib. 
lots, $12.74: in 10-lb. 


lots, $14: in 5- 
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lb. lots, $14.67; in 1-lb. 
Other colors cost more. 

Primers.—in 1-gal. 
gal. lots, 94c. a gal.; 
84c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 6-lb. 
cans, 12 to the case, 12c. 


SKATES.—Jobbers were of the opinion 
that the bulk of the retail trade carried 
over fairly liberal stocks of skates and 
accessories the past season. But they 
are beginning to doubt this point be- 
cause of the large number, especially of 
outfits, sold so far this season. 


We quote from Boston jobbers’ 
stocks: 

ice Skates.—Union Hardware Co. 
line, No. 1624, 89c. a pair net; No. 
1624%, Y i No. 1824, $2.06; No. 
1924%, $3.1 

Hockey Ties —No. 524%, $1.36 a 
air net; No. 424%, $1.74; No. 924%, 
3.31. Canadian, No. 5%, $1; No. 7, 


1.67. 
si dles’ Skates.—No. 52, 97c. a pair 
net; No. = $1.17; No. 52414L, 
1.62: No. 5624%, “7 14; No. 5724%, 
1.92; No. 5924%, $3.50 

Outfits.—Men’s, No. 72. $3.65 a pair 


lots, $16.67. 


lots, $1; in 5- 
in 10-gal. lots, 


net; ladies’, No. 74, $3.65; men’s, 
No. 130, $6; ladies’ No. 093, $6.50; 
all Goodyear welts. Tubular No. 
90, gray enameled, $5.50; nickel 


plated, $6.50. 

Skate Straps. —Black or _  russet 
with common buckle, 20-in., 
er doz., net; 26-in., $1.75; 
$1 75: 36-in., $3; 42-in., $3.75. 
patent buckle, 20-in., $1.60; 30-in., 


SWEEPERS.—Jobbers are making a 
big drive on Universal vacuum sweep- 
ers. Orders being booked now take a 
spring dating. 


TOYS.—tThe final pre-Christmas or- 
ders are being booked by the jobbing 
trade. It appears that at the last 
minute the retail trade bought quite 
liberally. 


We quote from Boston jobbers’ 
stocks: 

Play Toys.—Wolverine line, Sandy 
Andy, with engineer, No. . 25 per 
doz. net; No. 101, without engineer, 
$10.30. Dumping Sandy, with engi- 
neer, $6.20. Sand crane, with engi- 
neer, No. 104, $10.39. Panama pile 
driver, with engineer, No. 54, $120, 

trip hammer, $4.15; 
circus, No. 27, $3.85. 
Over-and-under, No. 28, $8.50; under- 
and-over lift, No. 22, $16.50. Motor 
race, No. 29, $8.25. Strategy, No. 31, 
$8. om, Laundry sets, No. 0, $4. 15: 
, $8; No. 2, $18. 50; No. 3, wif 
Toy looms, No. 0, 


$5.50; 0. 
Chemistry.—No. 
No. 5008, $3; No, 5509, "$5; ‘No. 5010, 


Magic.—No. 2001, $1; No. 2205, $3; 


No. 2206, 
Puzzles. —No. 1029, 25c. each; No. 
1030, 50c.; No. 1031, 
Electrical Sets. No, sees, $3 each. 
~« ? ae at $6. $1.25 ‘each: No. 
Pst, Oo 
Transformers. — No. P60C., $3.50 


each, Discount, 33% per cent. 


WINDOW GLASS.—No fault can be 
found with the movement of window 
glass out of jobbers’ stocks so far this 
vear. Some of the retail trade, say 
jobbers, have intimated they will re- 
quire fresh stock after the Christmas 
trade is over. 


> quote from Boston jobbers’ 
stoc 

Window Glass. — Third quality, 
single B, 25 bracket, 88 per cent 
discount; 34 to 40 bracket, 87 | ed 
cent discount; larger, 86 per cent dis- 
count. All BB, 88 per cent discount. 
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Active Spring and Xmas Trade— 
Several Advances Expected—. 


Collections Good in N. Y. 


HE continued heavy demand for spring goods is the 

most outstanding feature of the present New York 

wholesale hardware market. Aggregate sales are 
expected to create a new high record for futures, particu- 
larly for lawn mowers, steel goods and rubber hose. 
preparation for spring business is generally considered an 
indication of market confidence. 
spring trade. 

Electrical goods, Pyrex, carpet sweepers, sleds, nut 
cracks, nut picks, and kindred hardware suitable for Christ- 
mas gifts have been very active in this market. Some 
jobbers have expressed the opinion that the 1924 holiday 
demand has been larger than any single year since 1920. 
There is every expectation that the consumer demand will 
be very heavy during the last week. Dealers catering to 
the Christmas market look for an intensive week of sales. 

Some authorities advise buying for stocks, regardless of 
the effect on inventory. The majority however are buying 
only for current needs until after stocks have been taken. 
Those who advise buying now maintain that the market is 
rising and that higher prices may be expected in several 


This 


Dealers expect a brisk 


- 
_ 





lines. 


Cut nails were advanced 15 cents. Wire nails are expected 


to follow at the same amount. 


Galvanized sheets are 


expected to advance about 15 cents next week. Screw prices 
have been revised. For the first time in six weeks solder 


quotations are unchanged. 


ope advances are practically assured. One distributor 
expects an advance prior to Dec. 31 and another advance 


after Jan. 1. 
per pound. 


Collections are satisfactory. 


The advance has been predicted at 2 cents 





Solder Prices Unchanged 


Solder prices have remained firm for 
the first week in three months. It is 
generally believed that these prices will 
cuntinue until after the first of the 
year. The prepared radio solder con- 
tinues to be a very active item. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Bar solder (half and half), 39%c. 
er lb.; strip solder, 47c. per Ib.; 
ester solder, acia or rosin core, 65c. 
per Ib. 





Bolt Sales Consistent, Stocks 
Ample 


The adjusted bolt prices announced 
last week created some buying interest 
in this market. It is generally believed 
that there may be some advancements 
in the bolt line. The demand is fairly 
consistent. Stocks are ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Bolts. — Common _ _ carriage 
small sizes, 35-10 per cent; 
sizes, 35 per cent. 

Machine bolts, 
per cent. 

Lag screws, 45 to 50 per cent. 

Stove bolts, 77% and 10 per cent; 
both flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 


bolts, 
large 


all sizes, 45 to 50 





Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

+ etal rivets and burrs, 
cent. 


30 per 


Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 


Cotton Gloves Selling 


Cotton gloves are selling consistently 
at firm prices. This is usually an ac- 
tive item during. the furnace season, 





and jobbers are receiving fairly good 


replacement orders. Stocks are satis- 


factory. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Cotton gloves, white canvas, $1.68 
per doz.; Jersey gloves, brown, $2.50 


| doz.; leather palm gloves, $4 per 
OZ. 





Linseed Oil Prices 


The movement in linseed oil is rela- 
tively light in the New York market. 
Prices throughout the city are fairly 
even. Stocks are apparently satisfac- 
tory. 

Prices to retailers, f.o.b. New York: 

Linseed oil, in lots of less than 5 
er $1.17; in lots of 5 bbl. or more, 

Calcutta linseed oil, in bbl., $1.26. 

Boiled oil 2c. extra; double boiled 
oil 3c. extra. Oil in half bbl., 5c. per 
gal. additional. 


aoa 
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Higher Rope Prices 
Prior to Jan. l 





Distributors Say There May Be 
Second Advance Shortly After 
Jan. 1 


Higher rope prices are practically 
assured before the first of the year, 
and some distributors believe that there 
may be a second advance immediately 
after Jan. 1. It has been said that 
each advance will be about 2c. per Ib. 
This applies particularly to No. 1 
Manila rope. Hemp for this grade is 
sold at 19c. per lb., and the finished 
product is quoted at 23c. in this mar- 
ket. The rope demand is fair at the 
present time, and some distributors are 
urging dealers to purchase rope prior 
to the impending advance. 

There has been a good holiday de- 
mand for twine, which may also be 
subjected to a higher cost, as the jute 
market is sympathetic with the rising 
hemp market. 


Jobbers’ quotations to 
f.o.b. New York: 


Rope, No. 1, Manila _ standard 
brands, 23c. per Ib.; No. 2 Manila 
standard brands, 2l1c. per lb.; No. 1, 
sisal standard brands, 18c. per Ib.; 
No. 2 sisal standard brands, 17c. 
per lb. 

Twine, 3-ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. per Ib. 

In per 
per 


retailers, 


dia hemp twine, No. 8, 1l6c. 
Ib.; BB twine, fine dark, 22%c. 
Ib.; fine light, 24c. per Ib. 


a 


Tree Holder Stocks Badly 
Broken 


Jobbers report badly broken stocks 
on the various types of Christmas tree 
holders. This item has been more ac- 
tive this year, and jobbers have ex- 
pressed the opinin that there have been 
more holders sold in 1924 than in any 
of the ten previous years. This is 
partly due, perhaps,:to the fact that 
the embargo on trees has been lifted, 
and this section of the country is 
flooded with low priced, good looking 
trees. Prices have been firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 7—_ 

Christmas tree holders, Gem, $4.20 
per doz.; Crown, No. 2, $7.50 per doz.; 
Crown, No. 3, $12:50 per doz. 


Cut Nails Up 15c. 


Cut nails were advanced 15c. and are 
now quoted at $4.15, base, per keg. 
It is believed that wire nails will ad- 
vance the same amount in a short time. 
There is a fairly good demand for 
nails. Wholesale stocks are fair. 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 


Nails.—Wire. nails, $3.50 base. per 


eg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 11, plain, $5 to 
5.15 per 100 Ib.; galvanized, $8.05 to 
8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 





72 


Sleds Very Active as Gift 
Items 


Except for a new intermittent flur- 
ries, there has been no real snow at 
press time. However, the demand for 
sleds, snow goods and ice creepers has 
been exceptionally good. Practically 
all orders received last week called for 
one or more of these items. Sleds have 
been very popular as gift items, and 
it is generally agreed that one good 
snow storm will deplete completely 
local wholesale stocks on snow goods 


and sleds. Prices are firm. 
Jobbers’ quotations to retailers 
f.o.b. New York: 
SLEDS 
Flexible fiyers, No. 1, $2.67 each; 


No. 2, $3.33 each; No. 3, $4.17 each: 
No. 4, $4.67 each; No. 5, $6.17 each; 
Junior racer, $3.67 each; racer, $4.50 
each. 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 

Sled backs, 75c. each. 


SNOW GOODS 


Snow shovels, long handle, stéel, 
$4.50 per doz.; D handle, $5 per doz.: 
Ames, 9.35 per doz.; boys’ snow 
shovels, $2.28 per doz.; galvanized, 
$12.65 per doz. 

Snow pushers. 18-in., $11.40 per 
doz.; snow pushers, large type, 31 
x 12 in. blade, $2.75 each; 24-in., $16 
per doz. 


Snow pushers, curved, steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24-in., 
$16 to $19.20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 ing 5-ft. handle, 
$2.75 to $3.15 each. 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.: No. 28, $9.50 per doz. 


ICE CREEPERS 


Newark ice creepers, $3.70 per doz. 
pair; Union ice creepers, $1.80 per 
doz. pair, and Eagle creepers. 
$1.50 per doz. pair. 


ice 





Copper Sheets Firm 
Galvanized Will Advance 


At press time it was believed that 
galvanized sheets would advance in 
three or four days. It is expected that 
the advance will be approximately 15 
cents in this market. The demand is 
fairly good for both galvanized and 
copper. The recent advance on copper 
created some additional business, and 
‘ the market for this product is con- 
sidered very firm. 


Prices to retailers f.o.b. New York: 
Galvanized sheets, 28 gage, $5.60 
to $6. 
Copper sheets, in case lots, 20%c., 
base. 
Less 25 per cent discount on extras. 


Stove Goods Active 


Continued cold weather has kept the 
demand for stove goods at a fairly high 
level. These various items are selling 
in good quantities at prices firm. Deal- 
ers are filling in almost daily, and it is 
believed that wholesale stocks are in 
good condition. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; T-in., 18c. each. 

Stove pipe elbows, 4%-in.,  1l3c. 
each: 5-in., 14c. each; 5%-in., 16%c. 


each; 6-in., 18c. each. 

Stove lifters, 1l-in., 6c. each; 
Tk%ec. each. 

Stove pipe collars, 4-in., 3c. each; 
4%-in., 4c. each; 5-in., 4c. eo 
eacn. 


2-in., 


51%4-in., 5c. each; 6-in., 5'%4¢c. 
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Stove boards, 24 x 24, $7.90 per 
doz.; 26 x 26, $8.55 per doz.; 28 x 28, 
$9.60 per doz.; 30 x 30, $11.40 per doz.; 
32 x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 

Flue stops, 6%c. each. 

Coal hods, galvanized, plain body, 
open round bottom, 17-in., 52c. each. 

Pokers, 4 x 20 straight, 6%4c. each; 
% x 20 bent, 6%c. each; Neverbreak, 
19%c. each. 

Pokers, furnace type, heavy wrought 
iron, 3 ft. long, 72c. each; 4 ft. long, 
90c. each, and 5 ft. long, $1.10 each. 

Flue scrapers, black iron, 30 in. 
long, 4%c. each. 

Fire shovels, japanned, 4%, x 15, 
7c. each; 5 x 20, 8c. each. Never- 
break brand, 39c. each. 


Lanterns More Active in 
Farm Towns 


Dealers in suburban and farming dis- 
tricts are buying more lanterns. The 
demand has been real active in the 
past ten days. Stocks are ample and 
prices are expected to remain un- 
changed. 


Jobbers’ quotations to 
f.o.b. New York: 

Lanterns, Hy La, 
Monarch, $8 per doz.; Blizzard No. 
2, $13 per doz.; Little Wizard, $8.50 
per doz.; De Lite No. 2, $13 per doz.; 
Buck Eye Dash, $14 per doz. 


Holiday Sales Good for Food 
Choppers 


There has been a good holiday de- 
mand for food choppers, which have 
been selling at firm prices. Stocks are 
apparently ample, and the consumer 
demand very consistent. 


retailers, 


$7.50 per doz.; 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Universal food choppers, No. 0, 
$1.25 each; No. 1, $1.52 each; No. 2, 
$1.86 each; No. 3, $2.37 each; No. 323, 
$1.85 each. 


Russwin food choppers, No, 1, $1.50 
each; No. 2, $1.85 each, and No. 3, 
$2.35 each. 

Dandy food No. 1, $1.15 
each. 


chopper, 


Active Gift Demand on Nut 
Crackers 


Nut cracks, picks and complete sets 
containing both items have been very 
active in the past ten days. These 
items have met with approval as gift 
suggestions, and jobbers have _ re- 
ceived fairly good fill-in orders. Prices 
have not changed. Stocks appear ade. 


quate. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Nut crack, cast iron nickel plated, 
3%c. each. 
Nut crack, nickel plated, 5% in., 
ll%ec. each. 


Nut crack and pick set, nickel 
plated, 1 set in box containing 1 crack 
and 6 picks, 25c. per set. 


Increased Shot Demand After 
Christmas 


Air rifle shot is selling in fair quan- 
tities, and prices are unchanged. 
Stocks are satisfactory, and it is be- 
lieved that the demand will increase 
considerably after Christmas Day as 
air rifles have ‘been active holiday 
items. 


Jobbers’ quotations to 
f.o.b. New York: 

Air rifle shot (BB) in 5 Ib. bags, 
BSc. per bag; in 25 Ib. bags, $3.75 per 
ag. 


retailers, 
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Spring Goods Active 
for Future Delivery 


Rubber Hose May Advance— 
Other Items Not Expected 
to Change 


It is generally conceded by metro- 
politan jobbers that futures received 
since Nov. 1 are very heavy. Lawn 
mowers, garden hose and field goods 
have been ordered in large quantities 
for March and April deliveries. The 
dealer’s attitude toward these futures 
is considered very significant as in- 
dicating the fullest confidence in the 
spring market. 

Sprayers, hedge shears and lawn 
— are receiving considerable atten- 
ion. 

There is some talk relative to pos- 
sible advances in garden hose, due to 
the rising crude rubber market. 


Jobbers’ prices to retailers f.o.b. 
New York: 


LAWN MOWERS 


Three-blade, plain bearings, 8-in. 
wheel, 12 in., $4.95; 14 in., $5.25; 16 
in., $5.60, and 18 in., $5.90 each. 

Same, with ball bearings, 12 in., 
$6.65; 14 in., $7; 16 in., $7.35, and 18 
in., $7.70 each. 

_ Four-blade, 9-in. wheel. ball bear- 
ing, 12 in., $8.25; 14 in., $8.55; 16 in., 
$8.85, and 18 in., $9.25 each. 

Same with 10%-in. wheel, 14 in., 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., 


$11.15 each. 

Five-blade, 10%-in. wheel, ball 
bearing. 16 in., $12; 18 in., $12.70; 
20 in., $13.3 


.35 each. 
with 10-in. wheel, 16 in., 
$15.35; 18 in., $16, and mm. $16.75 


LAWN ROLLERS 


Dunham, Waterweight type, Ne. 3, 
$11.30; No. 5, $13.35, and No. 7, $15.35 
each. 

New York jobbers report that the 
manufacturer of the Dunham rollers 
is putting out a No. 2 and No. 4 roller 
on which there may be a lower price 
than those quoted here. 


SPRAYERS 


Galvanized, 4 gal., $4.88 each; brass, 
4 gal., $7.50 each; bucket pump type, 
$2.75 each. Tin, 434 pint, 23c. each. 
Tin, 1 qt., 3lc. each; brass, 1 at., 
$1.15 each; galvanized, 1 qt., continu- 
ous, 88c. each. 


HEDGE SHEARS 


Disston, plain, 8 in., $1.80, and 9 in., 


* $1.90 per pair. 
Disston, notch, 8 in., $1.95; 9 in., 
$2.10, and 10 in., $2.30 per pair. 


BORDER SHEARS 


Without wheel, $2.85 each; with 
wheel, $3.45 each. 

Lawn shear, with two wheels, $3.60 
each. 


Screw Prices Revised Slightly 
in New York 


You will note some revision in the 
screw prices listed here. Further ad- 
justments may be made consistent with 
metropolitan market tendencies. Stocks 
are satisfactory and demand fair. 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 

Wood screws, iron bright, flat head, 

72% and 25 per cent. 

Same, iron blued, round head, 70 
and 25 per cent. 

Same, brass, flat head, 70 and 25 
per cent. 


Same, brass, round and oval head, 
67% and 25 per cent. 

Hot galvanized, flat head, 57% per 
cent. 
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Grrwainnd is here. Christmas, that season when 
the hearts of all of us are filled to overflow- 
ing with a spirit that is best expressed in the | 
warm handclasp of friend to friend; a spirit 
that sees naught but good; a spirit of grati- — 
| tude and appreciation. 


| Let us then, at this gracious season of “Peace 
on Earth Good Will Toward Men,” join hands 
in the warm glow of friendship, content with 
work well done and the joy of service. | 


We have striven to serve you well. | 


The measure of success which we have ) | 
achieved has only been possible because of your | 
friendship — your loyalty. We are grateful in | 
full measure. 


And so there is sounded a harmonious chord | 
that re-echos in goodly fellowship — kindred 
interests and man-to-man contacts of perfect 
understanding and respect. 


In the spirit of Christmas we wish you 


Godspeed. 

















HORTON MANUFACTURING COMPANY «© 2324 Fry Street + Fort Wayne + Indiana 
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Seasonal Lines Active in Pittsburgh Territory; 
Jobbers Optimistic Regarding 1925 Outlook 


(Pittsburgh office of HARDWARE AGE) 
OOD movement of seasonal lines still is reported by 
(5 jobbers in the Pittsburgh area, although the ex- 
treme activity recently noted in winter articles 
has subsided somewhat. Retailers, with the inventory at 
hand, naturally are sparing buyers for deliveries between 
now and the end of the year, but it is the common report 
that they have placed a very fair amount of business for 
shipment after the turn of the year. The demands upon 
manufacturers for early 1925 delivery are on a liberal 
scale, particularly in the case of builders’ hardware, as 
is evident from the fact that jobbers are finding their 
deliveries a little less prompt than they were recently. 
‘Price changes still are toward higher levels in a majority 
of cases. One exception is found in the 1925 prices of 
stove pipe and elbows. A year ago, when 1925 prices 
were being figured, black sheets were at 3.85c., base, Pitts- 
burgh; today they are at 3.60c., base, and the saving is 
being passed on. Bolt, nut and rivet manufacturers have 
come out with first quarter of 1925 prices. There is no 
change in tivets, but bolt and nut prices are roughly 10 
per icent higher. The cost to consumers is not increased 
that much, however, as a new mode of billing provides 
that makers will absorb freight on quantities of 1000 lb. 
or more over much of the eastern half of the country. 
Higher prices appear immediately ahead in saddlery 
hardware, present prices having been withdrawn by lead- 
ing producers. Higher prices are noted in turnbuckles. 
Alcohol for automobile radiators’ is short and very firm 
in price. 


AUTOMOBILE ACCESSORIES.—Gen- 
eral business is about at the average 
proportions for this time of the year, 


which roughly are about 10 per cent 
higher than the old ones. 
ever, have adopted a plan of allowing 


It is not surprising to find sentiment cheerful in hard- 
ware trade circles in this district, because there is a 
similar tone to the iron and steel market and so far as 
this district is concerned business is good or bad in keep- 
ing with steel market condition. The steel mills find the 
inventory an obstacle to business for delivery over the 


-remainder of this year, but they have had heavy specifi- 


cations against first quarter tonnages and plant opera- 
tions still are on a rising scale. Ingot production in this 
and nearby districts now is around 80 per cent of capac- 
ity, as compared with about 60 per cent at the start of 
November and 40 per cent the low point of the year last 
July. This district boasts of 139 blast furnaces; 90 of 
them now are active, as against 73 at the beginning of 
November and 57 at the low point reached at midyear. 
Indicative of the situation is the monthly report of the 
U. S. Steel Corporation unfilled orders, which as of Nov. 
30 were more than 500,000 tons greater than one month 
before. Advances in steel and iron prices recently made 
are becoming solidified and with coke prices on the rise, 
it looks as though there would be further advances in iron 
with the appearance of any fresh buying. Taking in the 
improvement in the Connellsville district in respect to 
producing activities, there is reason to feel optimistic 
about the immediate hardware outlook, although there 
are plenty of persons who subscribe to the thought that 
the recovery has been a little too rapid for real safety. 
Conservative interests feel it is better to have a sustained 
rate at a fairly high plane than to go up sharply and 
then drop back. 


BUILDERS’ HARDWARE.—Demands 
upon both jobbers and manufacturers 
for 1925 supplies are liberal. The lat- 


Makers, how- 





but there is a really good movement 
in the seasonal lines, such as chains, 
heaters and alcohol. The latter now 
is being sold to retailers at 68c. per 
gal. and is very scarce, since the pro- 
duction this year has been much be- 
low the average. There was a verita- 
ble rush of chain business when the 
first snow fell recently, and jobbers 
have practically cleaned out their 
stocks, necessitating reorders to mak- 
ers. One big firm here had no less 
than 500 telephone calls in one day 
on chains and had a big force moving 
them over the counter. Heaters are 
in demand, but with so many closed 
cars now in use, demand for robes 
is poor. 

BATTERIES.—Prices show no change, 
but a sustained demand is noted. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
Each Each 
i eae $1.05 $0.97 
0 a 1.33 1.23 
SS eee .22 1.14 
Se ae 1.40 1.30 
2 tsedsequsee 2.62 2.44 
a Be tgcceuseues 2.62 2.44 
3 arr 3.33 3.09 
ak: 2 sv euecees sis .42 .39 
No. 6 dry cells, ignition type, 29c. 


each. 
BOLTS, NUTS AND: RIVETS.—Local 
jobbers at present. are familiarizing 
themselves with the new bolt and_ nut 
discounts and have not revised prices 
in keeping with .the new schedules, 


freight to destination on lots of 1000 
lb. or more, and the cost to consumers 
is not as much as the advance in prices 
indicate. Freight is allowed to the ter- 
ritory bounded by a line drawn from 
Milwaukee to Dubuque, Iowa; all cities 
on or east of the Mississippi River 
to Cairo, Ill.; all cities on or east of 
the Ohio River to Ironton, Ohio; all 
cities on or north of the main line 
of the Norfolk & Western Railway from 
Ironton, Ohio, to Norfolk, Va., the up- 
per peninsula of Michigan being ex- 
cepted from the freight allowance ter- 
ritory. On Atlantic, Pacific and Gulf 
port shipments by water, freight is al- 
lowed to New York, Philadelphia and 
Baltimore. During the season of lake 
navigation, freight will be allowed to 
Duluth, St. Paul and Minneapolis. On 
shipments beyond the territory indi- 
cated, freight will be allowed to the nat- 
ural gateways where shipments cross 
the zone lines. Present prices for riv- 
ets are being named on first quarter 
business. 


We quote out of jobbers’ stocks 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list: all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list; c.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and .tinners’, 60 and 10:"per 
cent off list. ; 
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ter, according to the jobbers, must 
be getting filled up, since deliveries 
are not as prompt as they were a short 
time ago. 

CHRISTMAS GOODS.—Lively move- 
ment from jobbers’ stocks still is noted. 
Large crowds in the department stores 
suggest a normal Christmas trade. 


CONDUCTOR PIPE.—Advance orders 
for 1925 are in increasing volume, as 
it does not appear that prices will be 
lower in the near future and house 
building promises well for the new 
year, 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheets, steel pipe, No. 28 
gage, 3-in. $5.25 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 37 per cent off 
list on direct mill shipments and 35 
per cent off list out of jobbers’ 
stocks. 


SADLERY HARDWARE. — Leading 
manufacturers have withdrawn prices. 
Higher prices are forecast by this ac- 
tion, seeing that steel and other metals 
are higher. 


SHEET METAL.—With mill prices be- 
coming well established at higher levels 
and no sign that they will be lower 
in the near future, demands upon job- 
bers are good and confident. Prices 
recently named by jobbers are hold- 
ing. 


Sheet copper now 


is quoted at 
215c. per Ib. 


on direct mill ship- 
ments and 22%c. per lb. out of job- 


bers’ stock. Sheet zinc is quoted at 
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Sagging, sticking, slamming, warping— these 
are the evils which accompany the use of old- 
fashioned swinging garage doors. 





Many Times the Life of Swinging Doors 


Slidetite assures your customer of long service 


It stands to reason that even the strongest hinges can’t long support the 
excessive weight of swinging garage doors. Sagging, sticking, warping 
and other attendant evils soon result. Only by hanging garage doors 
from above can long years of satisfactory service be assured. 








* 





Gara ge Door Hardware 


supports garage doors in the only practical way. The doors are sus- 
pended from an overhead track, making sagging and sticking impossible. 


Slidetite provides a doorway that can’t be blocked by drifting snow, 
and by preventing slamming also does away with the danger of per- 
sonal injury and damage to the car. The doors slide inside, away from 
snow and ice, and fold flat against the wall where the wind can’t pos- 
sibly get at them. 


Slidetite equipped doors slide smoothly on their taslabon track. A 
slight push opens or closes them. Yet they fit the opening snugly 











For long and satisfactors when closed, securely sealing the garage against the weather. 
ere Mee re oe. Time has proved S/idetite to be the only practical door-hanging system 
ee ee er eee for openings of any width up to 30 feet. Even in openings of this ex- 
oo ee een treme width, S/idetite provides a clear, postless entrance. 
oe Exclusive manufacturers of “AiR-Way”—the original sliding-folding window hardware 
New York Chicago 
Boston Minneapolis 
go aeresy - ee 
evelan : ansas City 
Cincinnati AURO RA,ILLINOIS.U.S.A. Los Angeles 
Indianapolis San Francisco 
o> Sole RICHARDS-WILCOX CANADIAN Co., LTD. Seattle 


Winnipeg LONDON, ONT. Montreal (1132) 
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13.25c. per Ib. for loose sheets, 11.75c. 

in 100 Ib. casks and ilc. in 600 Ib. 

casks. 
SHEET METAL.—For the first time 
in several weeks the past one has 
brought no change in prices. Good 
business has been entered for early 
1925 delivery. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.75 
base per 100 lb.; corrugated No. 28 
gage, 2%-in. $4.87 per square; one 
pass cold rolled black, No. 28 gage, 
$4.60 base per 100 lb., all for lots of 
one to nine bundles. 


STOVE PIPE AND ELBOWS.—Prices 
have been announced for 1925 and show 
a decline as compared with the 1925 
quotations of 50c. per 100 joints on 
No. 28 gage, 6-in. pipe and of 6c. per 
dozen in the same diameter of elbows. 
No change is noted in nickeled pipe 
and elbows. Good business has come 
to manufacturers at the new levels, 
which have been made possible by the 


Store Organization 
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lower base in sheet steel, as compared 


- with that of a year ago. 


We quote polished blue nested 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15 per 
100 joints; elbows, $1.48 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c.; collars, 40c. 


TIN AND TERNE PLATE.—Manufac- 
turers report good booking for after 
the turn of the year shipment, but not 
much immediate business, due to the 
close proximity of the inventories. 


We quote roofing ternes, 40-1b. 
I-C., $24 per box, 112 sheets, 20 x 28- 
in., from jobbers’ warehouses; 
iy plate, 20 x 28-in., $13.50 per 


TURNBUCKLES.—New prices reflect- 
ing the higher steel market have been 
announced by manufacturers effective 
Dec. 15. New prices follow: 


Size List 
ree $0.36 
an 66s wile bw as Oba eee 0.38 
eS) rrr eer ee eee 0.45 
4 8 Rr ee 0.50 
I i an ae ee wale hia ie 0.60 
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No. niet ee nisl avin nila da ienenll 0.90 
1 2 ch Winns # o4.00-s ane Oke 1.10 
eg re eee ee ee 1.40 
oo es ee on cana 6 1.70 
i PT chieeeta oe ed netutes 2.10 


For larger openings prices are 


WIRE PRODUCTS. — Some jobbers 
still are selling nails at $3.15 base, per 
keg, but the more common quotation 
is $3.20, the regular differential over the 
mill base. Nails are selling fairly well, 
but there is not much activity in other 
lines at present. So little fence build- 
ing was done last spring or this fall 
that the outlook is for a good deal of 
such work this coming spring. 

We quote out of jobbers’ stocks: 
Nails, $3.15 to $3.20, base, per keg; 
No. gage, plain galvanized wire, 
$2.95 per 100 lb.; galvanized bared, 
2-point cattle, $3.17 per 80-rod spool; 
2-point hog, $3.39; 4-point cattle, 
$3.38; 4-point hog, $3.66; special 2- 
point cattle, $2.38; woven wire fence, 


1047-11, $39.36 per 100 rods; 1047-9, 
$55.20; 939-11, $35.22; 939-9, $48.85. 








ments as buyers under the merchandise manager 
who, in that capacity, has absolute control of all the 
buying and as his direct tie-up with finances makes 
him the one qualified to pass on the house’s ability 
to finance purchases. Because of his control of the 
buying, he must have ample facilities to take care 
of the goods on its arrival and should therefore be 
responsible for the receiving, storing of the mer- 
chandise and warehouse equipment. 

The Sales Management being provided with the 
merchandise assumes direction of the department 
heads—clerks, stock keepers, deliveries, delivery 
equipment, advertising and sales promotion. 

The Management, through its direct line of con- 
tact with finances in accounting and collections, can 
exert pressure by swinging like a pendulum from 
sales to buying and vice versa and thereby keeping 
an even keel on its ship of business. The mistake 
too many retailers make is leaving too much to 
chance. 
regular run of business which cannot be controlled 
by any individual without leaving the control, like 
a ship without a rudder, also to chance. 

In spite of all indications to the contrary and pre- 
dictions that the chain store is a remote possibility, 
I want to go on record as saying that while a chain 


There is ordinarily enough of risk in the. 


of hardware stores as they are now constituted, is 
hardly in the realm of probabilities, it is, neverthe- 
less, a fact that other types of chain stores are rap- 
idly multiplying and are more and more encroach- 
ing on the hardware business so that the competi- 
tion of these stores is so serious that they will 
eventually change the completion of the existing 
hardware store by weaning away buyers of small 
hardware almost entirely, thus leaving the hard- 
ware store the business of the slow pay and the sale 
of heavy hardware only. 

Then, again, is it not possible that idle capital 
seeking investment will not always overlook the 
hardware business? Large capital is successfully 
operating several chains of large department stores 
in the Soyth and other parts of the country, and we 
must admit that the detail in these stores is tre- 
mendous. I think the hardware business has been 
fortunate to escape the notice of this idle capital 
seeking an outlet thus far, but who knows when the 
millions now laying unproductive in the banks won’t 
be put to work selling hardware next door or across 
the street from us? 

In the meantime set your house in order—build 
up your organization into a harmonious working unit 
and get the results usually coming in response to 
perfect team work. FRANK MAPPES. 








The Meanest Thief 


Remember your Shakespeare? 


“But he who steals my good name filches from me that 


which enriches him not and makes me poor indeed.” The man who slanders his fellow workers 
is the meanest thief in the world and his accomplices are those who listen to him. 
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No. +-  Disston-made Steel blade; apple handle 
with comfortable, open grip. All lengths from 12 
to 26 inches. 






No. 4. Duplex Pruning Saw. All lengths from 
12 to 22 inches. One of a complete line of 
double edge pruning saws. 









No. 50. California-type Pruning Saw. 
Crescent-shaped Disston-made Steel blade. 
Beech handle. 12 and 14 inch lengths 
only. 








No. 150. Volute spring. No. 153. Leaf spring. No. 152. Hinge spring. 
Full polished. Blade 2% Full polished. Blade 1% Full polished. Blade 2% 
in, long. Over-all length in. long. Over-all length in. long. Over-all length 
8% in. Full-hollow han- 8 in. Half-hollow handle. 8% in. Half hollow han- 


dle. Weight 10 oz. No. 
250 is the same except 


1s the same except that it is 252 is the same except 
that it is half polished. 


half polished. that it is half polished. 


Sell Disston Hand Pruning 
Shears—the simplified line 


Not a_ wide 
range of sizes and 
styles to carry— 
only three. 


Selected by 
Disston after ex- 
tensive research to 
determine the pop- 
ular patterns. 

Your customers 
will find the style 
they want among 
these three _ pat- 
terns. 


Weight 11 0z. No. 253 is Bes Weight 11 oz #£No. 





No. 38. Folding Pruning Saw. Length when open, 
16% inches; length closed, 12% inches. Crescent- 
shaped blade with long, slender teeth made to cut 
on both push and draw stroke. 


Here’s Why: 

Fach half (han- 
dle and blade) is 
drop-forged from 
one piece of fam- 
ous Disston Steel. 

Cutting edges 
hardened and tem- 
pered by Disston 
tool experts. 

New handle de- 
sign gives comfort- 
able grip. 

Patented Jiss- 





Pruning Hook and Saw com- 
bined. 10 ineh crescent-shaped saw blade can be 


Orchard Hook. 


removed when hook only is required. Malleable 
iron handle. For sawing and cutting smaller 
branches in general pruning. Blade cuts on both 
push and draw stroke. 





No. 111. Similar to the ‘‘Orchard’’ without prun- 


ing hook. 10 inch crescent-shaped blade fastened 
to malleable iron handle with wing-nut and adjust- 
Can be used 
Blade cuts on both push 


able for sawing at different angles. 
with or without pole. 
\ and draw stroke. 





The Disston Display Case 
Free with each _ half- 





No. 25. Flat steel frame, slightly tapered, riveted 


sockets, swivel stretcher. 


14 inch blued steel blade. 
Large, comfortable grip handle. 





And with a 
small stock invest- 
ment you get fast 
turnover and a 
good profit. 


dozen Disston Hand 
Pruning Shears. Catches 
the eye and shows the 
actual tool. ‘ 


Place it on your 
counter for quick and 
easy sales. 


ton tension device 
permits users to 
adjust tension to 
suit. Cannot get 
out of adjustment. 





The Disston name insures Order Disston Hand Prun- 
quick sales. Your customers ing Shears from your job- 
who have used Disston Saws ber. ‘ 

and Tools will buy Disston You get free (with half- 


Hand Pruning Shears. dozen) the Disston Display 
Case that speeds up sales and 
profits. 


HENRY DISSTON & SONS, INC. 


Makers of “The Saw Most Carpenters Use” 
PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 






No. 18, New York Pattern. Flat steel back 
with narrow tapered point, Extra large hand-hold 
for use with gloved hand. 18% inch blued steel 
blade. 


They are new—and selling 
fast. 


York State Pruner. Narrow, blued-steel blade. 
20 inches long. tooth 7 points to inch, 5 inches wide 


at butt, 1 inch wide at point. Handle has large, 


comfortable grip. 
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Business in Cineimnati Market Ahead of Last 
Month— Active Demand for Holiday Lines 


Cincinnati office of HARDWARE AGE 

P to date this month business has shown an improve- 
| ment over the similar period of November, but 

with jobbers and dealers preparing for inventories, 
activity is expected to fall off until after the first of the 
year. Jobbers report having had a good holiday trade, 
and with the hand-to-mouth policy of buying, expect this 
to keep up till Christmas Eve. Dealers also report Christ- 
mas trade heavy, and with seasonable weather continuing, 
the month will be a profitable one for all branches of the 
trade. 

Extreme conservatism is evident in regard to future 
commitments, and up to date there has been compara- 
tively little buying for future delivery. Apparently the 
dealer is satisfied to go along with the market rather than 
run the chance of stocking up. It is a fact that stocks are 
low, and indications point to higher prices, but the fact 


that shipments are coming through in good shape appar- 
ently leads the dealer to believe that he will be able to 
get merchandise when he wants it. 

For the first time in many months, no price changes 
have been made during the past fortnight. Reports agree 
that higher prices are probable, but as nothing definite 
has been done, these reports are to a certain extent being 
discounted. Jobbers’ stocks are in good shape, and as 
opportunities have already been given to cover before 
prices have advanced, it is improbable that any drastic 
changes will be made without advance information being 
given to the trade. At any rate no changes are expected 
before January 1. 

City trade has picked up considerably with the advent 
of cold weather, and seasonable goods are moving in good 
volume. Country trade also is satisfactory. Collections 


AXES.—Demand has been fairly good, 
prices are steady and stocks adequate. 


ALARM CLOCKS.—Demand has been 
steady, with holiday trade above nor- 
mal. Prices are steady and stocks in 
fair shape. 


ALUMINUM WARE. — Percolators 
and roasting pans have been good sell- 
ers of late, and taken as a whole de- 
mand is satisfactory. Prices continue 
steady and stocks ample for current 
requirements. 


AUTOMOBILE ACCESSORIES.— De. 
mand for such accessories as hood 
and radiator covers, anti-freezing solu- 
tions and Weed chains has been heavy. 
Accessories for Christmas gifts also 
have been in big demand. Prices are 
steady and unchanged. Stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—A. C. spark plugs, 
58c. each in lots of 10; A. C. for 
Fords, 44c. each in lots of 10; Cham- 
pion x, 45c. each in lots of 10. 

Weed Chains.—Lots of 1 to 9, 30 
off: 10 to 49, 35 off; 50 and over, 40 


og I 62c. gal. 

ord radiator and hood covers, 1917 

tu 1923 models, $2.25 each; 1924 mod- 

els, $2.40 each; Chevrolet, $3.75 each. 
BOLTS AND NUTS.—Some manufac- 
turers have advanced prices approxi- 
mately 10 per cent for first quarter 
contracts, but most jobbers were able 
to get in at the old price. Prices are 
now being quoted on a delivered basis 
instead of f.o.b. Pittsburgh. No change 
in jobbers’ quotations is contemplated 
at this time. Stocks are in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large 60 
off: small, 60 and 5 off: carriage bolts, 
60 off; small, 55 and 5 off: stove bolts, 
70 and 10 off: semi-finished nuts, 
f-in. and smaller, 75 off; 
sizes, 65 off. 


COASTER WAGONS..— Christmas 
trade has been heavy, and stocks are 
somewhat depleted. Prices steady and 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks Auto-Wheel coasters, rubber 
tired disc wheels, size 12 x 28, $5.50; 


larger 


14 x 32, $6.43; 14 x 34, $7.03; 16 x 38, 
$7.73 each. 
BUILDERS’ HARDWARE.—A _  Su- 


preme Court decision will release over 
$6,000,000 worth of building held up 
under the new zoning law in Cincin- 
nati. Permits for this work had been 
granted, and in some cases construc- 
tion work was started. This work is 
expected to be proceeded with this win- 
ter, thus giving employment to a large 
number of workmen, and at the same 
time creating a demand for hardware, 
as many of the buildings are apart- 
ment houses. General building con- 
tinues active for this season, and de- 
mand for builders’ hardware is steady, 
with prices firm and unchanged. 


CUTLERY.—Holiday sales have been 
above the average this year, and job- 
bers report stocks broken. Prices are 
very firm. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales good, prices firmer and 
stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
& in. corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL ._MERCHANDISE.—De- 
mand for electrical merchandise best 
on record for this season. Prices are 
steady, and dealers’ stocks in fair 
shape. 
FILES.—Demand fair, 
and prices unchanged. 


We quote from Cincinnati jobbers’ 
stock: Disston files, 60 and 10 off: 
Northwestern and Silver King, 65 off. 


GLASS.—Steady demand, stocks in 
good shape and prices firm. 

We quote from Cincinnati jobbers’ 
enien Single strength A and B first 
three brackets, 87 per cent discount; 
Double strength A 


cent discount. 
GALVANIZED WARE.—Sales have 


been fair, prices are firmer and stocks 
in good shape. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10- at., $2.40 
ner doz.;: 12-qt.. $2.70 per doz.; 14- -qt., 
$3 per doz.: 16- qt., $3.60 per doz. ; 
galvanized tubs, No. 1, $6.80 per doz. 


stocks good 


and B, 86 per 


reported as satisfactory. 


GARDEN HOSE.—Reports current of 
higher prices impending, but nothing 
official as yet, and jobbers are taking 
orders for spring delivery at present 
quotations. Demand is only fair. 
We quote from Cincinnati sombers 
en 


stocks: Double braided, gar 

hose full lengths, %-in., 8%c. ft.; 
-in., 9%c. ft.; %-in., lle. ft.; in- 

50-ft. lengths, %-in., 1 ; %&-in., 


llc. ft.; %-in., 11%c. ft 


ICE SKATES.—Holiday demand has 
been up to normal and stocks have 
moved well. Prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Boys’, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ skates, 
plain, $1.15 pair. 

NAILS.—No change has been made in 
jobbers’ prices following the advance 
of 10c. per keg put into effect by mills. 
However, an advance is considered 
likely. Demand fair, stcoks ample. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, 15 
per keg base;. cement coated nails, 
$2.85 per keg. 


PAINTS AND OILS.—Demand is fair, 
stocks are adequate and prices un- 
changed but steady. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 to $2.90 per gal.; linseed oil, 
single barrels, od al.; turpentine, 
single barrels, 9lc. gal.; white a red 
lead, in 100-Ib. hers, 15 4c. 


RADIO oracle cael the 
recent attempts at transatlantic com- 
munication, radio sales have taken a 
decided spurt, and as a result holiday 
trade has been heavy. Prices are 
steady, and stocks still in good shape. 


We quote from Cincinnati jobbers’ 
stocks: “B” batteries, 22% _ volt, 
$1.30 each; 45 volt, $2.44 each; B wet 
batteries, ‘24 volt, $4 each; Antennae 
wire, 42c. per 100 ct. Battery charg- 
ers, Apco, $12.50 each; oldbrae, 
$13.85 each: G. G._H. loud speakers, 
Wwi10, $12.50 each; W20, $15 each; 
W50, $20 each, less 35 per cent. 


ROLLER SK ATES.—Interest in roller 
skates centers on holiday needs, and 
sales have been good. Stocks rather 
low and prices firm. 


We quote from Cincinnati 5 ght 
stocks: Union. Hardware Co.’s 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 
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The live hardware 
dealer says: 








‘“T Guessed About Right. 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 

and MILO 


Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


‘‘T have just about enough %” hose 
to supply the scattering demand 
for general purposes. The new 
supply for the garden season is 
ordered and will be in pretty soon. 


‘I couldn’t have guessed nearly so 
well on my old plan of keeping a 
dozen different sizes and makes. 
BULL DOG, GOOD LUCK 
and MILO fill every need and 
keep down the investment in 
stock. ”’ 























&0 


ROPE.—Demand fair, stocks good, and 
prices firm. 
We quote from Cincinnati jobbers’ 


stocks: Manila rope, 22%c. per Ib.; 
sisal, 15%c. per Ib. 


ROOFING PAPER.—Normal demand, 
stocks adequate, and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, 95c.; 
medium, $1.20; heavy, $1.45; 
fast brand, light, $1.25: medium, 
$1.50; heavy, $1.75; slate surface 
roofing, $1.90. 

SASH CORD.—No price changes _ re- 
ported. Demand fair and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 80c. lb.; cheap- 
er grades, 40c. Ib. 


SASH WEIGHTS.—Reported an ad- 
vance will shortly go into effect, but 


Grady Wedges Now Offered 
with New Display Holders 


Grady wedges, manufactured by the 
United States Sales Corporation, 41 








Cal., 


San Francisco, 
are now being offered to the trade in 
new and specially constructed display 


Drumm Street, 


holders. The Grady wedge is a com- 
paratively new product on the market. 
It is said to completely eliminate all 
loose handle trouble. 


When the wood of an axe, hammer 
or hatchet handle shrinks and loosens 
the handle from the hand, it is only 
necessary, the manufacturer claims, to 
tap a Grady wedge deeper in order to 
make the handle secure again. 

The principle of the wedge is ap- 
parent from the illustration. Different 
sizes are made for different size tools. 


—_—_—_— 


Milwaukee Corrugating 
Builds Factory Extension 


Milwaukee Corrugating Co., Muil- 
waukee, Wis., is building 200 ft. exten- 
sion to its main factory, which will 
provide an additional floor area of 
100,000 sq. ft. It will be two stories 
high, and the company expects to have 
the new section in operation to take 
care of the spring demand. 





Oakland Hardware Firm 
Opens New Stove Dept. 


The Maxwell Hardware Co., 1320 
Washington Street, Oakland, Cal., has 
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nothing authentic as yet. Buying of 
the hand to mouth variety, but in fair 
volume. Stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.15 
per 100 Ib. 


SCREWS.—No change in prices noted. 


Demand steady and stocks in good 
shape. 
We quote from Cincinnati jobbers’ 
stocks: Flat head, bright. 80 and 


12% off; flat head, blued, 80 and 7% 
off; round head, blued, 75, 10 and 10 
off; flat head, brass, 75 and 10 off; 
round head, brass, 75 and 5 off. 


SHEETS.—Practically all sheet mills 
have advanced prices $2 to $3 per ton, 
but jobbers have made no changes as 
yet. Demand has been good and stocks 
are fair. 





opened its new stove department and 
will hold factory demonstrations at 
regular intervals for the purpose of 
educating the public about new types 
and improvements of stove models. 





Household Brush Set 


The Jean Caro Products Co., Free- 
port, Ill., manufactures the “Six for 
One” household brush set, consisting 
of bowl brush, pipe or tube brush, 
clothes brush, vegetable brush, bottle 





brush and bath brush. These are six 
models needed in every home. To as- 
sist dealers in merchandising this set 
the company has prepared a special 
display fixture on which each type is 
displayed. There is a direct selling 
appeal to buy the entire set, offered 
on the display fixture. 





Battery Terminal Paste 
Prevents Corrosion 


The Kant-Rust Products Corp., Rah- 
way, N. J., offer the trade the Kant- 
Krode, battery terminal paste, said to 
be air proof, dry proof and wet proof. 
Its purpose is to prevent corrosion on 





posts and terminals of all kinds of 
storage batteries. It also acts as a 
lubricant, facilitating the removal and 
replacement of connections. By pre- 
venting corrosion, it is said this paste 
will provide better lights, and better 
starting on cars or better radio recep- 
tion. 
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We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28-gage, galvanized sheets, 5.75c. 


WHEELBARROWS.—Demand for cur- 
rent and future is fairly steady, with 
prices firm and stocks only fair. 
We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 


each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


WIRE CLOTH.—Scattered orders for 
spring shipment reported, but other- 
wise demand is slow. Prices fairly 
steady and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.85 per 100 sq. ft.; galvanized, 
$2.25; opal, $2.45; bronze, $6.25. 


Kant-Krode is available in tubes and 
in one and five pound cans. The com- 
pany has a counter display carton, 
which contains one dozen tubes. 


Hardware Merchant Makes 
Two Utile Specialties 


W. F. Sherman, F. A. Sherman 
Hardware Co., 22 Grand Street, Albany, 





N. Y., has placed two hardware special- 
ties on the market. 


These are the 
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Sherman Article Carrier for use on 


ladders, and Sherman Grass Shears. 
The Sherman Article Carrier is said 


to be particularly useful for painters 


and others whose work requires such 
a device. 

The grass shears are constructed so 
that the cutting edge may be renewed 
at will. Two bolts hold each blade 
which may be removed for sharpeniny 
or replacement. The entire tool is 
made from heavy stamped steel. 


; Reading matter continued on page 82 
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American Screw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Improving Business in Northwestern Markets 


—Retail Sales on All Lines Speeding Up 


(Minneapolis oftice of HARDWARE AGE) 


\ \ ] ITH the nearer approach of the Christmas season 

there is a speeding up of retail sales in all mer- 
The stores seem to be well filled 
with shoppers who are buying a very fair amount of 
In the Twin Cities the stores are experi- 
encing the best business they have had for several years, 
although there is some indication that even better busi- 
Collections have been excep- 


cantile lines. 


merchandise. 


ness had been hoped for. 


ASH SIFTERS.—Sales are improving, 
with stocks well filled and prices hold- 
ing strong as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at 92; round, metallic ash 
sifters at $4, and wood barrel at $6 
per doz., net. 


AXES.—Sales show some increase with 
the advent of colder weather. Wood 
cutting has started in some sections 
and lumber camps are preparing for 
the winter cutting. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 


base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—Sales are still running 
fair, with ample stocks on hand. Prices 


show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-10-2% per cent from stand- 
ard lists. 


BATTERIES.—With the best of the 
radio season still ahead and with the in- 
crease in interest in this direction, bat- 
try sales are mounting. Stocks are 
fair, with occasional low spots due to 
the demand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. ignition 
type dry cells, case lots, 2c. each; 
Radio “B” batteries, unit package 
uantities, No. 766, $1.30 each; No. 
64, 2. 14 each; No. 767, $2.44 each, 
No. i .44 each; No. 770, $3. 09 


each; batteries, No. 771, 39c. 


each. 
BOLTS.—Stocks are in good condition 
for this time of the year, with sales 
nominal. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales are graded down and 
stocks are well able to meet the de- 
mand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—There is 
still some call for builders’ hardware 
but on the whole the season is closed 
for this class of goods. A fair per- 
centage of houses have been enclosed 
and will be finished during the winter, 
but the work on them is slow. Spring 
is expected to bring a very much in- 
creased demand for hardware, with a 
new era of building. 

COAL HODS.—Sales are increasing, 
with good stocks from which to draw. 
Prices have not changed. 


to open. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: oe ned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 
18 in., $5.25: galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 

COASTER WAGONS.—tThis class of 
merchandise is in demand for holiday 
presents and sales are fairly good. 
Stocks have been graded to care for 
this call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from | lists; all 
steel coaster wagons, per cent 
from list. 


COPPER RIVETS AND BURRS.— 
Sales are nominal, with the demand 
good from automotive shops for brake 
band rivets. Stocks are well assorted 
and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10 per cent from lists. 


DAMPERS.—Sales are fair, with no 
changes in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 


handle 6-in. dampers at $1.40 per 
doz. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales have graded 
down with the closing of the building 
season. Stocks are ample for the de- 
mand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 
lap joint, single bead, 5 in., $5.25 
per 100 ft.; 3:in., 28 ga., conductor 
pipe, $5.00 per 100 ft.; 3 in. conduc- 
tor elbows, $1.73 per doz. 


FIELD FENCE.—tThere is still some 
demand for fence but the colder weather 
is cutting sales. Stocks are ample to 
fill the demand and prices steady. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Hog fence, 26 in., 

$39 per 100 rods. 
FILES.—Sales are fair, with some holi- 
day demand. Garage trade is good. 
Stocks are well assorted and prices 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


files, 50 per cent; second grade of 
files, 60-10 per cent from standard 
lists, 
GALVANIZED WARE.—Sales in some 
items are very good, there being a 
good demand for pails. Stocks are 
well filled and prices steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy galvanized tubs, 


Reading matter continued on page 84 


tionally good in almost all parts of the territory tributary 
to the Twin Cities. 
since 1920, and many of the banks which were closed 
during the past year have been reopened, or are planning 


Banks have the largest deposits 


Prices are receiving but little attention at present, 
the energies of wholesalers and retailers alike being 
directed toward sales for the final period of the year 
and toward preparations for inventory or actual work. 


. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4. 50, and 18- qt., "$5. 25 
per doz. 

GLASS AND PUTTY.—Demand is 
strong, with plenty of stocks in the 
warehouses in general to meet the call. 
Colder weather has stepped up the sales 
to a very satisfactory point. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. trictly pure putty 
in 50-lb. drums, $5.05 cwt., and in 25- 
lb. drums at $5. 30 cwt. 

HAMMERS AND HATCHETS.—Sales 
for the holiday season for tools are 
running at a good rate. Stocks have 
been gaged to meet the call and prices 
are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11 Bs 
$11.40 per doz.; Plumb HF$81, 912; 





Riverside No. 611%, $12; Plumb 
Broad Hatchet No. $1 17.15: Plumb 
shingling No. 2, $13. ib: Plumb claw 
No. 2, $14.40 per doz. 


LANTERNS.—Lantern sales are at a 
high point, there being a very good 
demand for them at present. Stocks 
are well filled and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 


terns, long or short globe, a." per 
doz.; Embury lanterns No. 7.75 
er doz.; No. 240, $12.75 aa 0Z.; 


o. 130, Midget vehicle lanterns, $17 
per doz. 
NAILS.—Stocks are graded down for 
the end of the year and for the lessened 
call. Sales are nominal, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 
cement coated wire nails at $2.85 per 
keg base. 


OIL HEATERS.—There is a good call 
for this line of merchandise and stocks 


are well assorted to meet it. Prices 
are steady as quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 


ers at $2.66, and nickel polished 
— 4-qt. capacity, No. 016, at $5.32 
eacn, 


PAINTS AND WHITE LEAD.—Sales 
are lighter than a few weeks ago. 
Future orders are coming to some ex- 
tent and business on a larger scale 
is expected after the first of the year. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 
grade house paints at $2.10 per gal.; 
best white lead at $13.85 per cwt., in 
100-Ib. containers. 
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Pairing Up Your Sales to Smith, Jones, 
Brown or Robinson— 


= he is—the average man. of 
the house and what a real buy- 
ing power he represents ! 


He is the man who has a pet kit of 
tools down in the cellar or out in 
the garage. 


He buys chisels and planes, edge 
tools for the garden, carving knives, 
jack knives, razors—a lot of such 
tools that need sharpening. 


Pair up a sale of any of these articles 
with a Carborundum Sharpening 


Stone—a Combination Stone for his 
general tools—a Carborundum File 
or Scythe Stone for his edge garden 
tools—a Carborundum Hone or 
Strop for his razor. 


Sell him a Handy Carborundum 
Household Grinder. He can use it 


in a multitude of ways. 


Carborundum Products give you 
plenty of opportunity for pairing 
up your sales to practically every 
customer. 


Send for Complete Catalog, Window Display and Display Case Offer, Today 


The Carborundum Company 


Niagara Falls, N. Y., U.S.A. 


Canadian Carborundum Company, Ltd. 
Niagara Falls, Ont. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 
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REGISTERS.—Sales are slowing down 
with the close of the building season, 
with ample stocks to meet the demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists, 


ROPE.—Sales are fair, with stocks wel! 


able to care for the demand. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23'4c. per Ib., base, 
and best grades sisal rope at 17%4c. 


per Ib., base. 


SCREWS.—tThere is a fair amount of 
sales for goods of this description, with 
stocks graded to meet the call. Prices 
are steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flathead bright 
screws, 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 

SKATES.—With the opening of the 
outdoor skating season and with many 
more rinks kept up all over the North- 
west this sport is gaining in popularity. 
Sales are steadily increasing, with 
prices holding firm. 


We quote from jobbers’ stocks, 
fo.b. Twin Cities: No. 1624 skates at 


64c.; No. 1624%, $1.19: No. 524%, 
$1.31; No. 424%, $1.69; No. 524%L, 
$1.57; No. 424%L, 92; Nestor John- 


son Hockey, Men’s aluminum, $7.25; 
nickel, $8.25 per pair, net. 
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SOLDER.—Solder is moving at a fair 
rate, with prices steady. Stocks are 
ample. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 37c. per Ib.; strict- 
ly half and half solder at 35c. per 
lb.; Dutch Boy solder in 100 Ib. lots 
at 37c. per lb. 

STEEL SHEETS.—Demand is nominal, 
with stocks well assorted and full 
enough for the demand. Prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets, 
at $4.75 base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


STOVE BOARDS,.—Sales are still good, 
with stocks tuned to meet the call. 
Prices show no changes. 


We quote ,from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards in full crate lots, 28 x 28, 
$16.95; 30 x 30, $19.70; 36 x 36, $27.45 
per doz., net, 


STEEL TRAPS.—The season is well 
started and sales are increasing. Stocks 
are well filled and prices firm as last 
quoted. 


We quote from 
f.o.b. Twin Cities: 
game traps at $1.10; No. 1, 
No. 1%, $2.44; No. 2, , 
Jump game traps, No. 0, $1.59; No. 1, 
$1.83; No. 1%, $2.81 per doz. net. 

TIN PLATE.—Call is grading down 
for the winter months and stocks are 
kept accordingly. Prices show no 


changes. 





jobbers’ stocks, 
Victor No. 0 steel 





Paint Mixing Device 


The Springfield Tool Co., Spring- 
field, Mass., has placed on the market 
a paint mixing device known as the 
Springfield Agitator, which enables 
users of paint to mix paint in the can 
while on the job. 

It has a brace-and-bit type of handle 
with a long shaft to which is attached 





{ 
os 





a paddle blade. The paddle is weighted 
on one side, so that the blade assumes 
an upright position when not in use. 

The Springfield Agitator is made in 
special sizes to fit standard containers, 
such as gallon, five gallon, steel drums, 
half drums and wooden barrels of 
paint. 

It is claimed that a more efficient 
mixing job can be done in less time 
with the use of this device, as against 
the somewhat common practice of stir- 
ring up a can of paint with any stick 
available. 





New Reflector Type Heater 


A reflector type heater designed to 
throw a maximum amount of heat for 
the current consumed has been placed 
on the market by the Swartzbaugh 
Mfg. Co., formerly the Toledo Cooker 
Co., Toledo, Ohio. 

The efficiency of this heater is due 
to the design of the element. The 
resistance wire is wound entirely on 
the outside of the core in two parallel 
coils. No fine wire runs through the 
core to carry the burden of current. 

In the ordinary type of heater this 
“connector wire” is generally con- 
sidered the weakest point. By elimi- 
nating this point in the new heater 
the danger of burn-out is minimized. 

The core is set in the extra deep re- 
flector so as to throw a wide beam of 
intense heat. This is due to the true 
parabolic curve of the reflector and to 
the accurate adjustment of the core. 

It is said that extensive laboratory 
tests have shown that a “wide even 
beam” of heat is thrown in contrast 
to the “rings” or ordinary “rays” 
thrown by the ordinary reflector type 
heater. This develops a wider dis- 
tribution of all the heat produced by 
the core—resulting in an effect of 
greater heat intensity. 

The heater stands 16 in. high. The 
reflector has a diameter of 13% in. 
The 8 ft. heater cord is detachable and 
is equipped with a two-piece plug and 
connector. The reflector is made of 
18 oz. copper and is adjustable to any 
angle in a 130 degree arc. 

The standard finish is of high gloss 
black enamel, baked on. The heater is 
also made up in a variety of special 
finishes such as nickel, oxidized copper 
and various combinations of pleasing 
colors. 


Reading matter continued on page 86 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke 
tin, ICL, 20 x 28, $14.25 per box, and 
Ic, 20 x 28, 8&-lb. coating tin at 
914.60 per box. 


WIRE.—Sales are good in some lines 
and territories. Stocks are ample to 
meet the demand. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire at $3.30 per 80-rod spool; 
barbed painted cattle wire at $3.09 
per 80-rod spool; galvanized hog wire 
at $3.52 per 80-rod spool; galvanized 
cattle wire at $3.30 per 80-rod spool; 
No, 9, plain fence wire at $3.35 cwt.; 
No. 9 galvanized smooth fence wire 
at $3.80 per cwt. 


WRENCHES.—There is a fair call for 
wrenches for this time of the year, with 
stocks in good condition. Prices show 
no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent 
from new lists; knife handle 
wrenches, 40-10 per cent; Stillson and 
Trimo wrenches, 60 per cent. Snap- 
on wrenches in sets, Master Service 


stocks, 


No. 101, $15.25; No. 202, $8.80; No. 
404, $8.75; No. 505B, $3.40, less 40 
per cent. 


No. 50 radio and electrical set, $4; 
No. 101 Master Service Set, $15,25; 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, $8.75; 
. 505B Screwdriver Blades, $3.40; 
No. 900 Set, square socket, $3.70, less 
40 per cent. 


The heater will be sold under the 
trade name “Everhot” which has been 
adopted for all the electric appliances 
made by the Swartzbaugh Mfg. Co. 





Plan New Paint Factory 
for San Francisco 


Construction of a new $200,000 paint 
factory by Magner Brothers on Na- 
poleon Street south of Army Street and 
east of San Bruno Avenue, San Fran- 
cisco, will be started within a few 
weeks. The first unit of the new plant, 
a one-story varnish warehouse, will 
be started shortly, according to Moses 
J. Getz, manager. It is to cost $35,000. 





Hurley Machine Not Sold to 
General Electric 


Reports that the Hurley Machine 
Co., Chicago, Ill., electric washing ma- 
chine manufacturers, was sold to the 
General Electric Co., have been denied 
by the directors of the latter company, 
which is, however, said to be a minority 
stock owner in the Hurley Machine Co. 





Chicago Man Promoted 
to San Francisco 


R. A. Mitchell, formerly assistant 
manager of the Chicago office of R. & 
J. Dick Co., Inc., manufacturers of 
belting, transmission and factory equip- 
ment, Passaic, N. J., has been ap- 
= manager of the San Francisco 
office. 
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A New One Inch Mesh a 


@The New One Inch Mesh U. S. Poultry Fence meets, as 


nothing else will, that growing consumer demand for a per- 























. — Vos fect, close-mesh Poultry Netting. Cam 
@ Here is a netting that embodies every U. S. advantage in 
\ design and construction. It is made on the farm fence 
ane yk principle with parallel line wires interlocked with the mesh P2SSS 





“Suis ee wires. The result is a fabric which stretches up perfectly 
) without the aid of baseboard or top rail. 
= x | q U.S. Poultry Fence is easy to handle. It rolls out flat PLESSSS 


ff upon the floor or counter like a bolt of goods. It cuts 
without waste. With all its superiorities, it costs less 
“put up” for it requires no wood frame and fewer posts to 
Sf 7 <—S ‘ re | 


erect it. 











Today the U. S. line offers greater “mapas for profit 
than ever before. More and more dealers, recognizing these 


oe 



















possibilities, are standardizing on U.S. Poultry Fence. Ex- on 
\ perience has taught them that it pays. 
\ \ QIf you are not getting your share of the —_— business 
az. oa SS Oy in your territory you should handle U. S. Poultry Fence =n 
which costs no more, is better and more economical, lasts 
\ longer, and gives better satisfaction. 
= . @ Write us for Catalog and Samples and be your own 
\ judge and jury. 
_\ Indiana Steel & Wire Company = 













Muncie, - - Indiana 
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Active Demand on All Lines in Chicago— 


Radio Sales Unusually Large 


(Chicago office of HarDWARE AGE) continues to be in good demand with holiday gift goods 


in the Chicago market during the past week, 
the market itself was by no means sluggish. Sales 
are showing up favorably in comparison with the same 
period in recent years and the steady increase in business 


\ N | HILE there was not a single price change recorded 


since election has continued. 


The live-stock show recently held in Chicago was some- 
what of a stimulus to the wholesale trade of that city 
although its effect was much more marked in the dry 
goods line than in hardware. Seasonable merchandise 


AUTOMOBILE ACCESSORIES.—Holi- 
day business is holding up sales. De- 


mand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Cham- 
pion Blue Box line, 5 oc. each: | oe 
Titan, 58c. each; lots of 100, 56c. 
a. G Special Ford, 44c. each. 

Spot ights.—Anderson, No. 3280, 
96.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each: Ajax 
No. 6, 90c, each; National Standard, 
No. ae vt. 20 each. 

Pu — Rose, 1%-in. cylinder, 
$1.55 ‘tanh. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 39 
x 3%, $1.20 each; red inner tubes, 
80 x 3%, $1.50 each. 


AXES.—Sales are very good. No re- 


cent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lIb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—It is reported 
that manufacturers have made a 10 per 
cent advance, but jobbers have not ad- 


vanced as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount: machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent disc ount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Prices are 
firm, with orders for spring coming in 


in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.63 per doz. pair; heavy steel 
bevel inside sets, case lots, $7 per 
doz.; steel bit- keyed front door sets, 
$1. 90 per set: wrought brass bit- 
keyed front door se ts, $3.25 per set; 
cylinder front door sets, 97.50 per set. 


CHAIN.—Sales are light. Prices un- 


— 


quote from jobbers’ stocks, 
tan Clee: 5 - in. proof coil chain, 
50c, per 100 Ib.; Tenso, Bull Dog and 
Brown coil chains, 50-10 per cent dis- 
count; No. 00-4% electric welded cow 
ties, $2.75 per doz. 


going exceptionally well. The reluctancy of retailers 
to place orders for spring delivery is still very noticeable, 
but it is prophesied that when inventory time is past 
that future orders will be more plentiful. 

Radio is at the height of its season, and both retailers 


and jobbers handling it report phenomenal sales, especially 


CLIPPERS, HORSE AND SHEEP.— 


Prices are unchanged. Sales fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 clip- 
ping machine, $14 list; No. 15 one- 
man power shearing machine, $25 
list; top plates, No. 90 and No. 360 
$1.50 each, list; bottom plates, No. 
99 and No. 361, $2 list. Dealers’ 
discount, 33'4 per cent. Stewart 
electric clipping machine. No. 85, 
pedestal type, $85 list; No. 900, 
shearing machine, $90 list, f.o.b. fac- 
tory, Chicago, with 25 per cent dis- 
count to dealers. 


COPPER RIVETS AND BURRS.— 
There is a good demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets an 
burrs, 40-10 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales for early 1925 delivery 
are good and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in. $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Radio business continues 
to show exceptionally big demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.—No. 14 rub- 
ber-covered wire, $7.90 per 1000 ft.: 
in 1000-ft. lots, $7.65; No. 18 ‘lamp 
cord, $14.50 per 1000 ft.; in 1000-ft. 
lots, $13.75; “%-in. brush brass key 
sockets, 19c. each; two-way plugs, 
60c. each; in lots of 10, 49%c. eac 
one-piece attachment plugs, _§ 13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of ‘ 
30%c. each; less than case lots, 34c. 


each, 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each: No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10, 913.50 each, net. 
Tubes.—Cunningham and R. C. 

$4 list. Discount, 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cont. 


FIELD FENCE.—Sales are fair. Prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: 726-6-12%. $29.70 per 
100 rods; 1948-6-14%, $45 per 100 
rods, 


FILES.—The demand is good. Prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Nicholson files, 60-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED PAILS, TUBS, CANS 
AND BASKETS.— Prices are _  un- 


Reading matter continued on page 88 


of manufactured sets of the larger types. Manufacturers 
are said to be getting behind on their orders and sales are 
running considerably ahead of previous years. 

Collections continue to be very good. 


changed, with the demand fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after-made water pails, genu- 
ine riveted ears, 8-qt., $1.95 doz.; 10- 
gt., $2.20 doz.; 12-qt., "$2. 40 doz.; gal- 
vanized wash tubs, No. 1, $6. 20' doz. 
No. 2, $7 doz.; No. , $8.20 doz. ; No. 
8 galvanized wash oiler wood grip 
and handles, $13 doz.; Ii-gal._ tin 
breast galvanized kerosene can, $2.25 
doz.; 1-bu. galvanized baskets, 6.50 
doz.; 1%-bu., $8.25 doz.; 5-gal. galva- 
nized oil cans, galvanized breast, 
$7.25 doz.; perpendicular corrugated 
light galvanized ash cans, with cover, 
No. 55, $15 per doz.; No. 66, $17.50 
doz.; No. 77, $20 doz.; Pe | galva- 
nized after-made No. 40 doz.:; 
No. 191, $37.25 doz.; No. 01 $44.75 
doz. 

GARDEN HOSE AND LAWN SPRIN- 
K LERS.—Orders for spring delivery 
are gradually increasing, but are still 
slow. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, gece 
quality, molded hose, %-in., 
per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, ‘wrapped, 14-in., c. 


good quality, wrapped, %-in., 9c. per 
ft.; %-in., llc. per ft. awn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 
GLASS AND PUTTY.—Sales are re- 
ported to be excellent. Prices are un- 
ehanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength A, 
all sizes, 86 per cent discount. Putty 
-——pure grades, $3.75 per 100 Ib.; com- 
mercial, $3.40 per 100 Yb. 


HATCHETS.—Sales are normal. Prices 
are firm, but unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.: first qual- 
ity hate hets, No. 2 broad, $14.45 doz.: 
medium quality hatchets, No. 
shingling, $7.25 doz.; wore quality 
hatchets, No. 2 broad, $10.50 doz. 

HANDLED HAMMERS.—Sales are 
fairly good. No recent change in prices, 
though manufacturers state that rising 
costs make the competitive grades now 
very unprofitable. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-02. 
nali hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are good 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 
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The New 
VOLLRATH 
Roaster 
The New Vollrath Im- 
proved Roaster with 
end handles on the 
cover ofgreaterdepth 
—and a vent in the 
cover which gives 


greater latitude it 
cooking. 


Fits 20, 18, 16, 14 
inch ovens when of 
standard depth, 191: 


inches. 


Put this NEW Roaster where your 


customers can see it— 


Sells on Sight! 


An innovation! This new roaster sells on sight. Every housewife 
knows the minute she looks at it how much better results she can 
get by using it. Extra deep pan and extra high cover will properly 
cover larger fowls. Has one handle at each end of cover. Top can 
be tipped up to look at roast without pulling roaster out of the 
oven and thereby cooling the contents. A big improvement. 
Vent at top prevents roast from “steaming” which makes the 
meat fall apart. Any roast can be done to a crispy-brown, full- 
flavored and delicious. A great improvement in design and as easy 
to clean as a china dish. 








4 





THE VOLLRATH COMPANY 
Sheboygan Established 1874 Wisconsin 


VoOLLRAri 


I would like to order 3 Sa 
6 Improved 
ere Roasters 

12 


Ly gross 
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Address............ 


Town........... 
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Axe Handiles.—No. 1 hickory, 34 per cent discount. Lots of ten or SASH COR D.—Prices unchanged. 
doz.; No. 2, $3 doz.; second growth more are subject to 30-5 per cent Busi : d 
hickory, $5 doz.; finest selected sec- discount. usiness 1S good. 
ond growth hickory, $6 doz. > : r . son) Ww te f jobbers’ stocks, 

Motohet and Mammary Mendee— EASES AND GR me cok Clmme: He. 1 andard trnate 
wt en Bagge rg 3 “es second growth t'me several weeks there are no $10.55 per doz. hanks: No. 8, $12.10 
1icKOry, -o— IZ. hf doz. han Ss. 
oe price changes. per 

HINGES.—The demand is good. No We quote from jobbers’ stocks, , SASH PULLEYS.—The demand is only 
change in prices, f.o.b. Chicago: fair. Prices remain unchanged. 

We quote from jobbers’ stocks, Linseed Oil.—Raw, barrel lots, $1. 1 We — sliiacsia staan 
f.o.b. Chicago: Heavy strap hinges, per gal.; 5-barrel lots, $1.14 per ga : . eee ee eee Ee 
in bundles, 4-in., $1.03; 5-in., $1.42: Linseed Oil.—Boiled, barrel lots, f.o.b. Chicago: Common sash pul- 

7 hie $1.60: 8-in.. $2.70: 10-in., $4.30 $1.21 per gal.; 5-barrel lots, $1.15 per leys, 50c. doz.; barrels, 54c. doz.; 
per doz ‘pairs; extra be avy T hinges gal. Common Sense, 2-in., 60c, doz.; bar- 
in bundles, 4-in., $1.56; 5-in., . 66; yereenes. —Barrel lots, 99c, per ee te ™ dos; No. 105, 52c. doz.; 
6-in., $2.08; 8-in., $3. 56: 10-in., $5.10 gal. ; ee te eee ‘ 
per doz. parts. spoon’ ee ee SCREWS.—Jobbers’ prices are un- 
ICE SKATES.—Sales are increasing returnable. a changed. Demand fairly good. 
with cold weather. Prices are un- —— 2. Kegs. aga of We quote from_ jobbers’ stocks, 
changed. gg ee 16. i ees, $4; f.o.b. Chicago: Flat head, bright 

“19 — deal Dry Paste.—Barrel lots, 74c. per lb. screws, 78-10 per cent new list; 

We quote nom irae rs * ant mo Shellac.—(4-lb. goods), white, $3.50 round head blued, 76-10 per cent list; 
Men's and Boys’, bright Anish, 75: per gal.; orange, $3.20 per gal. Bat eee Money TNS Gay OU pew 
pair; Halr Key Clamp—Rocker, English Venetian Red.—Iin barrels, new list; japanned, 72-10 per cent 
Women’s and Girls’, a. 2 ar" ocadine,. chvag new list. aa ' 
pair; Key Clamp—Hockey, en’s an P , —Sales are excep- 

Boys’, $1.20 pair; Half Key Clamp— tionall ood, due to the Christmas a a 

Hockey, Girls’, $1.40 pair. aly good, ~ Prices remain unchanged this week, 
LLANTERNS.—The demand is very business. though tin and lead are again higher. 
good. Prices remain unchanged. ton? Donde jobbers’ stocks, The demand is very good. 

We quote from jobbers’ stocks en Metin S88 $7.20 doz.: We quote from jobbers’ stocks 
LoD. Cohenge: Diets Saas ero No. 214, $12 doz. ‘ a f.o.b. Chicago: Warranted 50-50 
we Sree ee. ee ais aoe Casseroles.—Rtound, No. 167, $12 solder, $38 per 100 Ib.; medium, 45-55 
- p Me ES dere AND  SAUSA GE aoe; Ho. 268, pig No. 183, $12 solder. ag 100 Ib.> tinners’. 40" 

LA N . doz.; No, 184, OZ. solder, $36 per .; high spee 
STUFFERS D t ld ather _Casseroles.—Oval, No. 193, $12 doz.; babbitt metal, $20 per 100 Ib.; stand- 
) ——UVue to colder wearer, No. 197, $14 doz. : ae ard No. 4 babbitt metal, $13 per 100 
sales are better. No change in prices. By gg 202. +6 Sos; No. lb. 

We quote from jobbers’ stocks, .: Tea. cance ita "$20 ae: i STEEL SHEETS.—The demand is very 
f.o.b. Chicago: Enterprise No. 29. 24 doz.; 6-cup, $28 doz. _ ; active. Prices are unchanged, but very 
t-qt., $7.28 each; No. 31, 6-qt., 97.89 Utility Pans.—No. 231, $8 doz.; No ; ie 
each: No. 35, 8-qt., $8.67 each. 232. $14 doz. } , ap . firm. 

LAWN MOWERS AND GRASS ROASTERS.—The demand is very . We quote trom, gg Mar 

4 . . -O.D. - vs . aO™ r , 
sng Ba — ee eg oe $4.50 er 100 ib —— 
SLOW. . ° We quote from jobbers’ stocks, ack sneets, 94.00 per . 

We quote from jobbers’ stocks, f.o.b. Chicago: TRAPS.—Prices firm. The demand is 
f.o.b. Chicago: No. 75 blued, 910.75 per doz.; No. bl d 

Lawn Mowers.—16-in. ball bearing, 200, blued, $14.40 per doz.; No. 11, reasonably good. 
5-knife, ll-in. wheels, $12.35 eac ue enameled, $20.75 per doz.; No. We te fr iobbers’ stocks 
16-in., ball bearing, 4-knife, 10%2-in. 41, blue enameled, $25.50 per doz.; f.o.b. Chicago: No. oe eedh: ee 
wheels, $10 each; 16-in. plain bear- No. 18, magnolia enameled, $28.35 1, $1.32 each; No. — $2.20 each: 
ing, 4-knife, 10%-in. wheels, $8.65 per doz.; No. 43, magnolia enameled, No. 2. $3.03 each. ’ 
each: 16-in. ball bearing, 4-knife $36.75 per doz. 
9-in. wheels, $8.85 each; 16-in. Pe ge beauty gg iy ane drip WIRE GOODS.—Future orders for net- 
bearing, 4-knife, 9-in. wheels, $7.35 pans, three-piece, No. 10, $9 per doz.; j ire i 
each; 16-in. ball bearing, 4-kKnife. No. am $11 per doz.; two-piece, No. ting and wire cloth continue good. No 
8-in. wheels, $8 each; 16-in. at 1. $2.5 ; Png oo $3.20; No. 3, td price changes. 
bearing, 3-knife, 8-in. wheels, $5.85 No. 5, 4. o. 6 ».27; No. 7, $6.27. , ; 
each. Drip pans, 33% from manufacturer's ing Paha — — a 
Grass Catchers.—Galvanized bot- list. Ekco tin bread and cake pans, wire, $3.15 él 100 ib.: No. 9. galva- 
tom, for 14 to 16-in. mowers, full 33% from manufacturer's list. nized aiain wire. $3. 60 per "160 Ib.: 
a $8. Oe = ROLLER SKATES.—Future orders for catch weight spool galvanized cattle 
packages, $9.60 doz.; plain bottom. spring delivery rood. ah Pe Be gE ag he wg 3 oo 
canvas, for 18 to 21-in., mowers, $7.60 > : , 1. P lished f - tapl $3.70 
doz.; plain bottom canvas, for 12 to We auote from jobbers’ stocks, pool. , polished fence staples, 
6-tn, auowetn. 05.00 Gon f.o.b. Chicago: Union roller skates per 100 lb.; 12-mesh, black wire cloth, 

s, $5.! .. . for boys, $1.40 per pair; for girls, 91.90 per 100 sq. ft.; 12-mesh, galva- 

N AILS.—Sales are very good since re- $1. 50 per palr, nized wire cloth, $2.20 per 100 sq.  &. 
= amen . ROOFING AND PAPER. No price > pang Ragen a _— ne $6. a+ al 
ce " — : sq galvanized poultry netting 

We quote from jobbers’ stocks, changes, but some makers predict oll cour, wate’ a oer caet 
f.o.b. Chicago: Common wire nails, " = -_ ec 
$3.25 per keg base; cement coated, higher figures for January. A fair vol discount. 

255 per keg base. The extra for ume of business. WRENCHES.—Sales are good. Prices 
galvanized nails is now $2.25 for l-in. We quote from jobbers’ stocks remain unchanged 
—~ longer; $2.50 for shorter than f.o.b. Chicago: Best grade slate sur- TS 
= faced prepared roofing, $1.95 per f x — ee or 
rey ° , square; b st rrade tale surfaced. 0.03. cago: é gricu ural wrenches, 
OIL STOVES. - — unchanged. $2.20 per unre: medium tale sur- 60 per cent discount; Coes’ wrenches, 
l'uture orders show a slightly increased faced, $1.60 per square: light tale 40-10 per cent discount; engineers’ 
volume surfaced, %5c. per square: red rosin wrenches, 25 per cent discount: Still- 
° . sheathing, 955 per ton. son, 70 per cent discount. Trimo, 

We quote from jobbers’ stocks, . : 65-10 per cent discount. 

f.0.b. Chicago: Old ine New Perfec- ROPE.—Volume of future orders is Snap-on , Fronehes<—-Radio and 
ion 2-burner stoves, 7 each list: - . electrical set. $4: No. Master Ser- 
$-burner, 922 each list: 4-burner, $28 very good. Prices are firm. vice set, $15.25; No. 202 Heavy 
each list; new Improved New Perfec- We quote from jobbers’ stocks, set, $8.80; No. 303 Ford Master Ser- 
tion 2-burner, $22 each list; 3-burner, f.o.b. Chicago: No. 1 Manila stand- vice set, $14.85: No. 404 Universal 
$28.50 each list; 4-burner, $35 each ard brands. 21%c. per Ib.: No. 2 Socket set, $8.75: No. 505-B Screw 
list; Superfex 2-burner, $36 each list; Manila, 20%c. per Ib.; No. 1. sisal, Driver set. $3.40: No. 900 Square 
$-burner, $45 each_ list: _ 4-burner, 15't4c, to 16%c. per Ib.; No. 2 sisal, Socket set, $3.70. All SnapOn 
$58.50 each list. All subject to 30 14%4c., to 1%e. per lb. Wrenches less 40 per cent discount. 

Mr. Llew S. Soule, Editor, 

The HARDWARE AGE, 

Dear Sir: 

We are pleased to enclose our check for $4.00 covering the two years” subscription for the HARD- 
WARE AGE. , 


The magazine contains so much of good that we would not like to lose one of the issues. 
Simonds Saw & Steel Co., 
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What more practical Christmas 
gift could a family find than this 
attractive Heater that will give 
them summer warmth and com- 
fort all winter long. 


The Sunbeam “Cabinet Heater 
offers you a chance to meet the 
demand for practical, worth-while 
Christmas gifts for the whole 
family. This inexpensive Heater is 
the ideal heating plant for the five 
to seven room home. It circulates 
the heat instead of radiating it, 


Boston Atlanta Cleveland 


Christmas Gift 
for the Whole Family 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 
Largest Makers of Heating Equipment 
































and fills every room with fresh. 
warm, healthful air. 


The Sunbeam Cabinet Heater 
gives more heat than two or three 
stoves yet uses a third less fuel. It 
is the most economical, practical 
and modern method of heating 
the smaller home. 


You'll find, as hundreds of Sun- 
beam dealers are finding, that sales 
are easy and profits big on Cabinet 
Heaters. Feature it for Christmas 
and profits will surprise you. 


Chicago Denver San Francisco 











TRACE MARK 
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Banks That Help You 
Sell Other Arcade Toys 


Children just love to “show” these attractive little savings 
banks to their grandparents, uncles, aunts and all who 
visit their homes. 





And who wouldnt help the kiddies save when they 
“Bank” their pennies, nickels and dimes instead of spending 
their money foolishly. 


Soon the youngsters save enough to buy other Arcade 
Toys they see in your store. It's a wise plan to carry a 
good variety of Arcade Animal Banks, as well as other 
toys. Our latest catalog describes 34 different styles of: 
“Banks that help you sell other Arcade toys’ besides nearly 
a hundred additional toys. 


Your Jobber will supply you. Send for Catalog No. 30 “A.” 





Arcade Manufacturing Company 


Freeport, Illinois 


AKLADE 


HARDWARE 
=a TOYS 
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A Shocking Article 


(Continued from page 62) 





alone and I am so depressed that I want something 
real good to eat. I go to a restaurant in our neigh- 
borhood where I am sure J can get good food. When 


I am seated at a table in this restaurant I notice 


there is nobody at the front door to greet one as he 
enters. There is no hand-shaking. The waiter does 
not even say “Hello.” He hands me a bill of fare 
and takes my order. He brings the food and leaves 
me severely alone. The food is good. It is very rest- 
ful not to be talked to. It dawns on me that this 
restaurant on Fulton Street in New York is con- 
ducted on the non-hand-shake principle. There is no- 
body at a high salary at the front door to jolly the 
guests. The food speaks for itself. Part of the 
value of the hand-shake is no doubt put into the 
quality of the lemon meringue pie! Having finished 
my lunch, I am inclined to sit a while and smoke my 
cigar in peace, but I soon see from the nervousness of 
the waiter that my chair is needed for another 
guest. As I arose, put on my coat and departed, I 
thought of Abraham Lincoln and the time he took 
the young newspaper reporter by the hand and pulled 
him past in the receiving line, remarking, as he did, 
“Don’t dwell; don’t dwell!” 
+ * * 


I dictated the above article yesterday. At my 
home last night I read a circular from the National 
Retail Hardware Association. Under the heading of 
“THE BUSINESS OUTLOOK,” by Paul J. Stokes, 
there is a paragraph starting as follows: 

“Retail hardware sales continue to compare 
unfavorably with those of 1923 according 
to figures gathered by the Association. 
Sales of chain stores and mail order houses, 
on the other hand, show substantial gains.” 

% * * 


Here again is evidence by the Manager of the Na- 
tional Retail Hardware Association Research Depart- 
ment that the hardware trade is drifting away from 
the retail hardware stores to mail order houses and 
chains. % % * 


It seems after all that probably my friend who de- 
cided not to establish a chain of retail hardware 
stores did have his facts fairly straight. 

* * * 

Next week I will write about some of the reasons 
that have been given why retail hardware dealers are 
losing business and I will also give several sugges- 
tions that have been made as to the things that the 
retail merchant can do to stop this drift of business 
away from his store. 

















Tell This One in Connecticut 


A Connecticut hardware manufacturer re- 
cently sent a young salesman to Alabama. The 
young man was traveling in a bus from Annis- 
ton to Gadsden. A native, sitting hard by, asked 
him where he lived. 

“Connecticut,” he proudly answered. 

The native, believing Connecticut a city in 
Alabama, grunted, “Huh, this bus only goes as 
far as Gadsden.” 
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Rack Holds 400 Golf Clubs and 
One Gross of Balls 


HIS golf rack built by Frank Holme, who is as- 
sociated with his brother Chas. Holme, propri- 
etor, Arcade Hardware Store, Highland Park, 
Mich., displays from 300 to 400 golf clubs and at 
least one gross of balls. This firm finds the rack very 
helpful in selling 5000 clubs each year. About 250 
dozen balls are sold annually. It is not unusual for 


brother Charlie to sell 1 gross of balls from Frank’s | 


rack on a good golfing Saturday. | 
The floor space taken for this rack measures 6 by 
6 feet, or 36 square feet. Each protruding end 
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measures about two feet across leaving a four foot 
inclosed space for the prospect—plenty of room to 
locate suitable clubs. As shown in the cut, the balls 
are displayed in the inclined shelves in the base. The 
majority of clubs are shown on top, though some of 
the less expensive models are kept in the shelves 
underneath. 

A retaining strip around the edges keeps the clubs 
from slipping to the floor. A plain strip-of 1 by “4 
wood acts as a support for the upper end or handle 
of each club. Clubs are easily removed or replaced 
without upsetting the neighbor clubs. 
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No. 2671—-Eveready 
2-cell Focusing 


the 200-foot runge. 


FLASH LIGHTS 
© BATIFRIES 











"8d wane eaelerere™ 
Uner cett 


i) "OR erasmusen® 






Eveready Unit Cells fit and \ 
improve al] makes of flash- 
Spotlight with lights. They insure brighte: 
light and longer battery life. 


For last-minute 
shoppers—F/lashlights ! 


EVEREADY Flashlights 
save wandering and won- 
dering in Christmas shop- 
ping. Put them out where 
the crowds can see them, 
and your problem and the 
shoppers’ problem will be 
simplified in the last- 
minute rush. 

Everybody needs an 
Eveready — Mother, 
Father, Billy, Jane, Aunt 
Harriet, Uncle Charlie, 


Grandma and Grandpa, 
the chauffeur and the 
maid. There is no age 
limit. 

Tap this rich Christ- 
mas market. See that your 
Eveready display-case is 
well stocked and promi- 
nently placed. A very effec- 
tive window display is an 
assortment of Evereadys 
combined with Eveready 
window-display material. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York 


San Francisco 


Canadian National Carbon Co., Limited, Toronto, Cntario 
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Act quick for $16.00 profit 








See our advertisements 
in Saturday Evening 
Post—November 15th, 
December 6th, Decem- 
ber 13th. All inqu'ries 
referred to our dealers. 
We also have an ad- 
vertising pruposition to 
make to new dealers. 


Still Time for 


Xmas Business 


Che Susy Khe, 


swing, rings, trapeze 
(all three in one set) 


has been setting toy departments 
wild! It is selling big. Kids like 
it. Parents like it. It’s a health 
making—muscle building toy that 
will keep one child or a gang 
amused a whole afternoon. Safe— 
fits any doorway—goes up in 2 min- 
utes—down in one. Adjustable to 
any child. 


This Is Our Liberal Offer 


We'll ship you four sets of Busy-Kiddies, 
with the understanding that if they don’t 
sell the way YOU THINK THEY 
SHOULD, you can send them back and 
we'll sponge off your account; you won't 
owe us acent. Fair enough, isn’t it! 





You can still order Busy-Kiddies and get 
them in time for Christmas. Warehouses 
the country over hate been stocked with 
Busy-Kiddies, so we can take good care 
of your orders up to the last minute. But 
act now. 


Sfandard PRESSED StEEL Co. 


Box D, Jenkintown, Penn. 

















Compelling Attention With Hats 
and Hardware 


How Charles Brown & Sons, San Francisco, 
Surprised the City During Fashion Week 


VERY year in San Francisco, Cal., they hold 
H; a fashion show, and all the department stores, 

and millinary stores, and shoe stores, and 
specialty shops of every nature and description ar- 
range special window displays and try to do some- 
thing unusual and profitable for themselves and their 
patrons. In years past the hardware stores, not 
dealing in wearing apparel, have been somewhat out 
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of the running, as far as getting any attention or 
publicity was concerned. 

So last year the Brown brothers, Ben and Max 
of Chas. Brown & Sons, 871-73 Market Street, San 
Francisco, decided to make the city sit up and take 
notice. They decided that they wanted to be in the 
limelight with the big stores and reap some of the 
advantages that would accrue. 

After much thought and meditation it was de- 
cided to put on a millinery display, that is, have 
the men in the store compete in a hat trimming 
contest, the hats, of course, to be made entirely of 
hardware taken from stock. They put the proposi- 
tion up to the men in the store and they all agreed 
and became really enthusiastic about the idea as 
the photographs accompanying this article testify. 


~_ 





So when fashion week opened the Brown millinery 
display was put into the window of the store wit 
appropriate cards explaining all about it. You should 
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have seen the crowds! It was like the gathering of 
the clans for war. They fought and pushed and 
crowded to get near the Brown window and they 
were not disappointed in the least when they got near 
enough to see what it was all about. That window 
was the talk of the town for weeks afterward, and 
the amount of free advertising the firm got as a re- 
sult more than compensated it for the time and 
trouble and money it had put into the display. The 
employees were satisfied and the public was surprised 
more than anybody had thought it possible to sur- 
prise them. 

To give you some definite idea of how the thing 
went over we need simply say that Simon Bros., one 
of the largest millinery shops in Oakland, Cal., bor- 
rowed part of the display and put it in their own 
window. Over in Oakland it made an even bigger 
impression than it did in San Francisco, especially 
because it was in a millinery window. 

The accompanying photographs show the hats and 
the displays and we have told enough, so that you 
may draw your own conclusions about the value of 
this kind of a display occasionally in your own store. WARREN SYSTEM 








“We want to compliment you on the 


This Display Will Help Your finish of your fixtures and the way 


you handled the different irregulari- 

H ammock Sales ties we had in our store and also in 

matching up our old fixtures.”— 

Hammocks are good summer hardware items. Scarsdale Supply Co., Scarsdale, N. Y. 


Getz Bros., Kent, Ohio, sell plenty of them in the 
warmer months. A special ceiling rack helps this , . 
firm display and stock hammocks. A 2 inch curtain You Decide to Install Fixtures— 


pole, 6 feet long is secured to the ceiling with I bolts —but what make of fixtures should you 


buy? Think it over—better still, call in 
some one who knows, just as did the Scars- 
dale Supply Company, and get all the in- 
formation you can. 


WARREN FIXTURES 


The J. D. Warren Mfg. Company offers you an 
experience of thirty odd years of fixture manufac- 
ture and intimate contact with hardware merchan- 
dising problems and the adaptation of its fixtures 
to these problems. It offers you detail plans for 
your particular store and the exact type of fixture 
to meet your requirenients. 


Above all, it offers you an assurance of confidence 
in your purchase—a confidente that has been con- 
stant through a quarter century of leadership. In 
Warren Fixtures your merchandise will be prop- 
iN ai ai - erly classified and displayed at all times, a definite 
| aid to better merchandising and service. Purchase 
as many or as few units as you need at the mo- 
ment—arrange them in any manner that best con- 
serves space—add to them as your need grows. 
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Whether considering a complete in- 
stallation or simply a few units, sub- 
mit your problems to our practical 








SD Hardware Store Engineers for sug- 
t 
at each end. Large hooks screwed into the pole ees 
every six inches provide a fine display rack for about ‘There Is No Substitute For Warren Fixtures” 
one dozen hammocks. Size of stock and space avail- 
able may necessitate larger or smaller dimensions. J. D. WARREN MFG. COMPANY 
159 N. State St. Chicago, Ills. 











More Cutlery Pattern Charts 


Will appear in next week’s HARDWARE AGE in con- 
nection with another installment in the series of 
cutlery articles by John Cassin. 
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FOURTH Point 
of the Clemson Star 


AAs) STAR 
ys HACK SAWS 


CLEMSON SET 


Star Hack Saw Blades possess 
a balanced set, consequently 
their natural tendency is to saw 
straight. Star Blades are abso- 
lutely set to specification. 





Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 

















Sell More 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 

Let us show you how to increase vour sales 
without increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New’ York City 











Ingenious Rack for Hardware and 
Electric Lights 


J. WEHRLE, of the Wehrle Hardware Co., 

C East Cleveland, has designed and uses a very 

* novel combination builders’ hardware and 

electric light bulb rack. It is constructed largely of 
one inch pipe. 

The rack is 5 feet long, and 4 feet high. The shelf 
is at the halfway point or two feet from the floor. 
The shelf is supported by two five inch lengths of 
pipe fastened to the main support by means of T 



































elbows. Floor sockets fasten the entire rack to the 
floor. Elbows help make the upper cross piece on 
which bulb socket type conduits are placed to ac- 
commodate the light bulbs. The wiring comes through 
the hollow of the one inch pipe. 

Though the shelf is used for builders’ hardware, 
at Wehrle’s any other line could be displayed there 
with equal efficiency. The shelf may be built to 
either side depending on the nature of the space 
available. 








Confidence 


\ [HEN men nourish suspicion they squander 
their vitality, both of body and of soul—when 
they welcome the promptings of prejudice they 
rob themselves of a share of the best things of life. 
And, when they take up hate, whether in secret or 
banded with others, they assume a burden that grows 
heavier, day by day, until, from sheer weariness, they 
abandon it for the fruitless thing it is lest it crush 
them. _ 

Every great business enterprise, that has endured 
over a span of time, has been founded upon—and, has 
prospered through—the confidence of those comprising 
the market it sought to sell its merchandise or service 
—confidence in honor, intelligence, appreciation and 
good will—From the Service Digest, published by 
the Standard Rate & Data Service, Chicago. 
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Mirror Sells Hardware 


ANITY is a strange yet potent factor in daily 
life. Stoneman Co., Cleveland, Ohio, hardware 
retailers, placed a mirror advertisement in the 











corner of a window. At the top it reads “one look \ (aa —_ a a 

will convince you” and on the bottom, the legend S BASEWaES WAR COEsCS 
continues “Stoneman’s is a good place to buy.” The into The Mechanics & Metals 
mirror measures 10 inches by 24 inches and is sup- National Bank of New York he 


is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 
provide for those wants. 
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| Let us demonstrate our knowledge of your 
| business the next time you come to the city, 
or write us and permit us to visit you, 


— 


























THE 
/ tl | MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 




















HI 
§ ONEMANS 
is A GOOD 


PLACE TO BUY 
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SELL TIGHT CASEMENTS 


—NOT JUST CASEMENT HARDWARE 








Home-owners want casement windows that hold 
securely at any angle—in any wind—in ' any 
weather. That's why it’s so easy to sel] them the 


MONARCH 
Qulomalic. CASEMENT STAY 


This handsome, sturdy device fits any casement, tran- 
som or pivoted window—permits it to be securely 
locked at any angle—stops rattling, slamming and 
noise. Can be attached concealed or exposed at 
| right, left, top or bottom. 

FREE ILLUSTRATED MANUAL gives complete list 
of finishes of Monarch Automatic Casement Stay, 
Monarch Control Lock, Monarch Casement Check. 
Write for copy. 


Monarch Metal Products Co. 
4960 Penrose Street, St. Louis, Mo. 


Also Manufacturers of Monarch Surface Bolts 











ported by two brackets which extend from the win- 
dow frame. 

The public use this looking glass to adjust hats, 
remove eye lashes. The ladies powder their noses. 
All of them must..read the advertisement and are 
forced to notice the merchandise displayed in the 
window. 


SO 








Names mean nothing. The narrowest street in 
New York is called Broad Street; the meanest man 
I ever knew was named Hart; the most unfortunate 
individual in the world was named Luckey, and one 
of the biggest crooks living today has Honorable in 
front of his name. 
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‘AMERICAN HARDWARE MANUFACTURERS MENT ASSOCIATION CONVENTION, Biloxi, PACIFIC NORTHWEST HARDWARE & IMPLE- 
ASSOCIATION CONVENTION, Dallas, Texas, June 8, 9, 10, 1925. Guy Nason, secretary, MENT ASSOCIATION CONVENTION, Davenport 
April 21, 22, 23, 24, 1925. Headquarters, Starkville. Hotel, Spokane, Wash., Feb. 25, 26, 27, 


Adolphus Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 


ARKANSAS RETAIL ~- HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


: CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 


_ HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 


S. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N, C. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Burritt, New Britain, 
Conn., Feb. 19, 20, 1925. Henry S. Hitch- 
eock, secretary, Woodbury. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Il. 

IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

Iowa ReTAt. HARDWARE 
CONVENTION AND EXHIBITION, 
Feb. 10, 11, 12; 13, 1925. A. 
retary, Hardware Building, 


ASSOCIATION 
Des Moines, 
R. Sale, 
Mason City. 


sec- 


' KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 20, 21, 22, 23, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MiIssissipP1 ReETAm. HARDWARE & IMPLE- 


RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass, 


STATE RETAIL HARDWAKC 
NVENTION AND EXHIBITION, 


MISSOURI 


New YorK 
ASSOCIATION CO 


Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 


secretary, City Bank Building, Syracuse. 


NortTH DAKoTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. CC. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 


OH1I0 HARRWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton! 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

OREGON RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Mult- 


nomah Hotel, Portland, March 4, 5, 6, 1925. 
E. Lucas, secretary, Hutton Building, 


Spokane, Wash. 


1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 1%, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHERN HARDWARE JOBBERS HARDWARE 
ASSOCIATION CONVENTION, Dallas, Texas, 
April 21, 22, 23, 24, 1925. Headquarters, 
Adolphus Hotel. John Donnan, secretary, 
Richmond, Va. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION, COMPRISING TENNESSEE, ALABAMA, 
GEORGIA AND FLORIDA, CONVENTION AND Ex- 
HIBITION, Birmingham, Ala., May 12, 138, 
14, 1925. Walter Harlan, secretary-treas- 
urer, 701 Grand Theater Building, Atlanta, 
Ga, 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 435 San Fernando Building, 
Los Angeles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
ro Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
Jefferson 


CONVENTION AND EXHIBITION, 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond, 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 


Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
rION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 


Jacobs, secretary-treasurer, Stevens Point. 











Ghe Grumbler 


By A. Rowden King 


Every business man meets and knows the grumblers. 
the grumbler is much akin to thunder. 


It sounds bad but, by itself, can hurt no one. 
knew an old professor of physical geography who used to say: “Thunder, five seconds; light- 
ning—it’s a mile away. Thunder, one second; 


The wise ones come to learn that 
We 


lightning—it’s 1200 feet away. But if it’s 


thunder and you hear the angels singing—that’s the only time there’s real danger.” 
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No. 333 Mason’s Level, shown below, made 
rass ends. 


PEERLESS ALUMINUM LEVELS 
Single Plumb each end. Made in 3 sizes, 
8 inch, and 24-inch. 2” x | 


of 3-piece wood; center " pine with hardwood edges— 
Two sizes, 42” and 48” x 2%” x 1 3/16”. iia 


FOR 
ALL 
TRADES Made in 24”, 26”, 28” and 30”. 


PEERLESS LEVELS Are Popular Sellers 








PEERLESS DOUBLE PLUMB ALUMINUM LEVELS 


hee h, 
sme 2" by 1%”. 





Masons, Plasterers, Carpenters and Brick- 
layers all use and endorse Peerless Levels. 

Because Peerless Levels were designed by 
practical Bricklayers—men who understand 
requirements. 

They are made right and stay so. Good 
wood; tongue and groove construction; brass 
end plates; easily read glasses; solid set and 
protected vials—these are some of the fea- 
tures that make them popular with all trades. 


We intend to maintain their superior quali- 
ties and by so doing keep them popular and 
in demand. 

If you have never sold Peerless Levels, 
wed like to present our proposition to you. 
We have always endeavored to treat the 
Dealer right and as Dealers stick to us, it 
proves that the liberal profit is not the only 
reason for selling them. 


Write to us and we'll write to you. 
No. 550 BRASS BOUND LEVEL 








No. 550 Peerless Carpenter’s Level is bound on all four edges. 

Six glasses, two plumb glasses at each end and two level 

glass set in Patented me Sockets. 24, 26, 28 and 30 in. 
ong. 


The Peerless Level and Tool Co. 


No. 5 HARDWOOD Brass End Plates 





No. 5 Peerless Carpenter’s Level. Made of thoroughly sea- 
soned hard wood, kiln dried. One plumb glass at each end. 
Same lengths as No. 550 Level. 


Sterling, IIl. 
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You Wouldn’t Sell a Lock With a.Key That Doesn’t Fit It 


Sell Coes “Key-Model” Wrench and guarantee it to fit 
all heavy work on large nuts, piping, valves, etc. 


It is especially efficient for work on soft Brass valves 
and unions and kindred costly connections and fittings. 


Makeshift tools usually score and damage such work and 
necessitate considerable outlay for new material. 


That is why chain tongs, pipe wrenches, spanner wrenches 
and improvised tools are inefficient for such work. 


COES WRENCH COMPANY 


“In Business Since 1841’ 


Worcester Mass. 


Coes “Key-Model” Wrench is the only tool which meets 
every demand for the widest range possible of heavy work. 


_ It gives the user perfect purchase, due to its practical ad- 
justment. It is self-contained and the Key (an exclusive 
feature), cannot slip and damage material. 


For perfect purchase, maximum range of opening, abso- 
lutely sure grip, unequalled strength and leverage it stands 
alone in its field. 


Ask your Jobber to supply you. 


Selling Agents 


J. C. McCARTY & CO. 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York . 
FENWICK FRERES 8 Rue de Rocroy, Paris, France 
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“Vere” 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
| Tht stand they have been boosting “Perfect” Screen and 
LUDLOWSAYLOA Hardware Cloth. All the neighbors are talking about its 
| WIRE tl quality and fine appearance and passing it on to their 
STLOWIS MO friends. 

NIKOLITE It started some time ago when our Dealer Friends in- Day ore 

DULL FINISH i at Ms cael : AINTED SCRE 

| sured themselves against dissatisfied customers by selling WIRE CLOTH. 


L DOUBLE PRES - , 
ALVaNizeD wine cLOt" better Wire Cloth. 





> al 


And now all their ettorts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


DIMUN NOUN HONE GUTTA LLL LLL LLL LALLA LMM LOLITA LULA 1 POUL ALATA 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 








Proved Best by actual test 


Tremont Hardened Steel Cut Nails are cut from high carbon steel that by 
actual laboratory test contains an exceedingly small percentage of impuri- 
ties. This metal is rust resisting to a remarkable degree and will not bend, 
crack or twist while being driven. 





Tremont Nails are scientifically designed to shear their way into the wood 
in a manner that assures a strong, permanent grip. They are remarkable 
for their strength of head, an important feature in the consideration of the 
quality of cut nails. 

All these mechanical superiorities:make admirable selling arguments and in 
the actual use of the nails themselves assures the customer satisfaction that 
is so necessary to the welfare of your store. 





Mark 


Trade 





TREMONT NAILS 
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And _ speaking of combinations—‘’Ringco” 
Bath Room Fixtures are furnished in harmoni- 
ous designs that can be selected individually 
or in sets to complete the scheme of bath room 
decoration. 


Each piece is made along the same artistic and 
attractive lines. This construction is carried 
out from the smallest soap holder to complete 


“Men Make The Houses— 
Women Make The Homes” 


This happy combination is most often a 
partnership in which the hardware dealer 
also plays an important part. Home- 
makers depend upon his advice and 
appreciate his suggestions. 





‘“Ringco” Fixtures are made with a foundation 
of Solid Brass covered with a heavy coat of 
Nickel Plate. Every article is subject to strict 
inspection rules and is carefully examined 
before it leaves our plant. 


New items are added from time to time to keep 
our line complete and up-to-date in every 





combinations. respect. 


Our catalog of nearly 300 items will be gladly sent to you. It should prove 
a valuable aid in selecting a fast-selling line that cultivates permanent trade. 
Write our nearest office or ask your Jobber for prices. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—!70 Summer St. New York—2 Hudson St. 
San Francisco—!l!16 New Montgomery St. 
Chicago—29 E. Madison St. 
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Glass Shelves 
No. 3147 Crystal 
No. 3745 Opal 

















Hand 


him a pair— 
and let him sell himself 


You don’t have to spend much time—or sales effort on a 
prospect for Advance Snips. 

Just hand him a pair of these all-purpose snips. Let him wrap 
his fingers around their comfy grip; let him “heft” them; let 
him get the “feel” that comes from perfect proportioning. And 
if there’s a piece of metal handy let him know the joy of easy, 
clean and true cutting. 

No more is required. Cash register action follows promptly. 


Practical craftsmen have waited for these all-purpose snips that cut 
straight, circles, curves, angles and scrolls—in one single operation. And 
the price is low enough to ring a sale 10 times out of 10. 


Sales promotion and advertising in trade papers make it easy for you to 
cash in on sure profits. Write for details and prices today. 


THE MANUFACTURERS BRUSH COMPANY 
1915 West 14th Street Cleveland, Ohio 































Advance Snips are made in two sizes: 
11 inches and 14 inches; of high quality 
drop forged steel; cutting edges of tough, 
service-giving Swedish tool steel. Made 
in America by American workmen. 
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SECRET ETGEER Roe eee 
Everything Needed In 


Your Radio Department— 


Contained in this handy, 
Pocket-Sized Buying Guide 


Harry Alter’s “POCKETBOOK” is more than an ordi- 
nary catalog. It’s an up-to-the-minute buying guide to over 
2500 items in Radio and Electrical Supplies. Included in its 
160 pages are the products of such nationally-known man- 
ufacturers as Freed-Eisemann, Radion, Benjamin, Dubilier, 
" 7 Erla, Signal, Acme, Brandes, Burgess, and many others of 
ae equal importance. 





The BEST 1RO 


‘a. 





All prices are net, saving you the time and trouble spent figuring dis- 
counts. And the convenient size of the “POCKETBOOK” makes it 
easy to slip in the pocket where it’s always handy for reference. 


The “POCKETBOOK” is published monthly and mailed without 
charge to dealers who write for it on their letterhead. Write today 
for your copy. 


HARRY ALTER & COMPANY 


Wholesale Electrical and Radio Supplies 
OGDEN & CARROLL AVES. . CHICAGO 











_ a 


The “‘Story Of Paint” Like Paint 
Itself Must Be Properly Spread ‘To 
Accomplish The Desired Results 


The quickest and best way to spread your Paint Story is 
thru the Paint Inserts in Hardware Age. 


These inserts appear onceamonth. They are building up 
a distribution for Paint that is sure and lasting. They are 
pointing out real paint facts to the trade. 


The recent investigation of one company showed that 75 
per cent of the buildings in America are badly in need of 
paint. 

Hardware Age is the “Right Brush” to use to spread your 


Paint Story where it will cover the territory of the greatest 
wo number of dealers who need your products. 


| HARDWARE AGE 239 West 39TH STREET, New York 
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THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


**The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 





The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. zaw.take'st.Chicago,It. 
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Your best introduction for 


Allen Wrenches is the value 
you ve given customers in Allen 
Set Screws. 


Both are a product of the 
cold-drawn_ socket :—the 3096 


stronger hollow screw and the 


practically unbreakable wrench- 


head. 


Particularly with the mills and 
factories, the good-will of the 
hollow screw carries over to the 
socket wrenches; they re twins! 


| And the tie-up with Reliability 
is rather helpful to a stock of 
| socket wrenches, Mr. Dealer. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 
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A oe er wane 
at No Greater Cost 


Better because we make it 
better. 


Grits sharper and more even. 
Better glue — better gluing. 
Tougher paper backing. 
Clearer printing on backs. 
The sheets lie flat. 


It’s the kind of flint paper that 
brings ’em back for more. 


Say “Ruff Stuff” on every order 
to your jobber, and insist on 
getting it. 


Samples free. 
Wausau Abrasives Company 


1017 Harrison Boulevard 
Wausau, Wisconsin 


Branch Houses Pacific = x yo —07 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los nea San ee 
Detroit Cleveland Portland 


New York Los Angeles 
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every day 
of the year 


Another new PREMAX product. Welcomed by 
dealers because of its instant and continuous 
sale. Sells the year round to farmers, house- 
wives, mechanics, automobilists. There are a 
hundred and one uses for this sturdy, handy, 
low-priced 


PREMAX Single Six 
WRENCH SET 


Six serviceable wrenches, assembled on 
a special ring. Any one quickly detached 
when needed. Fits and hangs fast to nuts, 
square or hexagon, 5/16” to %”. Easy 
to sell several sets to a customer. Well 
made, attractively finished. Priced to re- 
tail at 25c. 


Request Sample and Prices Today. 


NIAGARA METAL STAMPING CORP. 
Dept. B1224 






New York PREMAS 
Office ‘ 
- 6 ff ae 
Reade hi RENCH SET. 
St. fg Answers a Thousand Nee ds 
for voor Car 
'” your Home . Bingle Six Se 
Vf vour Garage ° > whined oi 
On y< obt farm ae. rh gail 


re . 
waitl let. you 





de by Mk | ; 
aggre : pe Meat Stamping Co OTD, Nig, ara hulls, 17) SA, 


NIAGARA FALLS, N. Y. 


gncre SIX! 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


Outfit No. 1 


{as illustrated} contains: 


Set of nickel-silver instru- 
ments 
Drawing Board, 18x24 in. 
T Square, 24 in. 
Ambro 30° x 60° triangle 
Ambro 45° triangle 
Ambro curve 
Architect’s scale 
Brass protractor 
Thumb tacks 
Pencil pointer 
2 pencils 
erasers 
Drawing paper 


Contents of other 
outfits in proportion 


Attractively arranged for 
display purposes 
WY 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10. 00 
No. 2 retailsat 7.50 


a 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


LY 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 





Branches Philadelphia Washington 
Chicago New York Milwaukee Los Angeles 
New Orleans Pittsburgh Factory 
San Francisco Chicago, Illinois 
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WEATHERSTRIPS 





Hardware dealers the country over are doub- 
ling their weatherstrip business by carrying 
*“*Economy’’ in stock, a strip that will really 
sell. Quick turnover—over 100% profit—no 
competition—are some of the exclusive features. 
Economy All Metal Weatherstrips are all 
bronze and will not rust. Easily installed by 
anyone without removing the window. Costs 
no more than cheap temporary strips. 


Complete Equipment 
in Attractive Carton 


Complete equipment for door or window, with 
instruction sheet and nails, is contained in a 
handy carton. To make handling easy for 
dealers, they are put up in boxes of two dozen 
cartons. 

Economy Strips come in two sizes of windows, 
367x36"x36” and 42%x42"%x42”%, and two sizes 
of doors, 36%x84” and 42”x84”. The carton for 
36” window retails at $1.89 and 42” window 
at $2.21; carton for 36” door retails at $2.01, 
and 42” door at $2.14. Subject to regular dis- 
counts. 

Our Sales Plan with Advertising Leaflets and 
display cards makes selling easy. Hardware 
pars and dealers are furnished also with 
small sample windows completely equipped 
with “Economy” for display purposes, and to 
assist their salesmen. 


“Proof Is Better Than Promises’ 


“We are doing a nice business. Just received an order from one of our 
~~ apartment houses for strips for entire job.”—Van Camp Hardware 
& Iron Co., Indianapolis, Ind. 

“We have been very successful in selling your ~~ and would appreciate 
it if you would send us a small sample window for display purposes.”— 
A. Fromme Lumber Co., Terre Haute, Ind. 

“Kindly send us 500 illustrations for imprinting. One of our dealers has 
met with unusual success and wants to circularize his trade.”—The Kruse 

ardware Co., Cincinnati, Ohio. 


Sager Metal Weatherstrip Co. 


162 W. Austin Ave. Chicago, Il. 
OOS SSSSSSSSSSSSSeeesseeees’ 
’ 
t 
| SAGER METAL WEATHERSTRIP CO. 12-18-24 | 
g 162 W. Austin Ave., Chicago : 
; [] Send prepaid 1 box Economy Metal Weatherstrip size - 
‘ 36”x36"x36” _ ; , 
€ 42”x42"_42" containing 24 cartons, complete equipment for 2 a 
@€ doz. windows. - 
s ” ” ” 
: C] Send prepaid 6 cartons, size r+ Mee « Boe + Hh complete equipment - 
; for 6 windows as a sample order. t 
s [] Send full information with samples. No obligation whatsoever. - 
: : 
1 MPT SST Eee Teer TT ee PT TT PULTE TLTT TTL ' 
: : 
- GND  ahicnk cies W0ks<cndheddedebees 600060400604004608000 : 
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Approved! 


by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, 
the elimination of waste 
by the use of efficient ma- 
chines, the hearty coop- 
eration of satisfied em- 
ployees and _ specializa- 
tion, the Tubular Rivet 
and Stud Company has 
for 50 years manufac- 
tured rivets that are the 


recognized standard in 


their field. 


TRAAT TTT Te 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


RES 
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“Why didn’t 
you sell me 
a ‘Marvel?’ 






UMBERS 
of people Fig. 2085 1-A 
who enter your Self-starting, self-oiling, _ self- 
priming, self-stopping. Power 
store every day end, water end and air chamber 
are separate, a protection in case 
are prospects for of freezing. Built in 240 and 








“Marvel” Water 450 gallons per hour capacity. 
Systems. If they po Es 
fully realized the 

convenience of having running water at 


the turn of a faucet and at such little cost 
they would sooner or later buy “Marvels.” 
But somebody (which is you) must tell 
them of its advantages. The “Marvel” will 


live up to your sales talk. You can de- 
pend on Deming for that! , 


Complete catalog sent on request. 
THE DEMING CO. Est. 1880 SALEM, O. 


The nearest distributor will work with you for mutual profit 
CO ere Southern Supply Company 


oN er Henion & Hubbell, 217-221 N. Jefferson St. 
Se Hendrie & Bolthoff —_ = Supply Co. 
DETROIT.......... reqneeeeveseee Standart Bros. Hardware Corp. 
ne ..6 eee srbnndes cede weed English Tool & Supply Co. 
Tis o6 ese 00.06eset 500088 cosegeoseseases Laib Company 
ENED, o c.ac'es secberoedwseceasnneeers Central Supply Co. 
i. no 66h iee eed oh edh tenes Sydnor Pump & Well Co. 
PITTSBURGH...... Harris Pump & Supply Co., 316 Second Ave. 
PERS POMP SR s wvececicecnsersicuceseceevces Crane Company 
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GANDA 








Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Fscutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 


Ladder Chains. 


s 


We shall be pleased to 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 


Successor 


229 High Street 
New Britain, Conn. 


Branches: 


New York Chicago Philadelphia 


Western Factory: Dayton, Ohio 









WANNA 


7. 


» 


TALL 
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Vertical Files 


Solid welded steel construc- 
Strength—‘7.. 
Rich, baked-on ena- 


Appearance—««l. Olive green or 
grained finish. 


Smooth Operating — Fryers’ 


smooth sliding, noiseless drawers. 





° Special construction gives 
Capacity— greatest possible filing space. 


‘‘Allsteel’’ guarantees 


Long Life—iong life, beauty and sat- 
isfaction. 


Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 


. 
+o «08 
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Ashaway Lines 





Mason Lines 
Chalk Line 
Fishing Lines 


Ashaway Limes are 
standard for length 
and weight. ‘ 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. L 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 











“OHIO” 


Shoe Lasts and Stands 


MADE 
OF 
SEMI-STEEL 


a em ee 


= > —) ABSOLUTELY 
GUARANTEED 


- AGAINST 
a 


BREAKAGE 
Fo 











The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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For Xmas Trade 
display 
Allith Pitching Shoes 


Give them a prominent place. Many of 
your customers are looking for attrac- 
tive gifts that sell at reasonable prices. 
Take advantage of the popular demand 
for this article. 


Perfectly balanced, correctly designed. 
Made of certified malleable and guaran- 
teed not to break. 


Better than steel shoes—not so smooth 
as to slip in the hand, and not so lively 
on the bounce. 

Made in two sizes, the children’s, weigh- 
ing about 1% pounds and the standard 
regulation size, 2!'4 pounds or slightly 
less. . 

To distinguish the shoes in playing, the 
numbers I and 2 are cast in them, and 
the number 1 shoes are finished in black 
and the number 2 in red. 


No. 6101 Children’s Shoes, black, No. 1 
Children’s Shoes, red, No. 2 
Regulation Shoes, black, No. 1 

. Regulation Shoes, red, No. 2 

No. 6200 Pitching Stakes, black 


Packed one pair in attractive carton with of- 
ficial horseshoe pitching rules includ 


Circular and Prices on Request. 


Allith-Prouty Company 
Danville Illinois 


Representative Jobbers Distribute A-P Products 
Throughout the United States. 
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HOME COMFORT 








You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big 

You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 434c per foot, in 500 ft. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 
The Home Comfort Weatherstrip is a novel weatherstrip that has 
—<? itself, over a period of years, to be the best strip on the mar- 

et. It provides an insulation for door and window contacts of 
genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 
Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 

Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 
Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
= Non-Conductive: Home Comfort Weather- 
‘| | strip contains no metal, therefore it is non- 
DOOR | H conductive of heat or cold. 
— i: )') | Waterproof: The rubberized fabric covering 
ili | renders the strip impervious to moisture, ver- 
i min or decay and prevents crystallization. 











Pat. Jan. 
chews Wal 


3 Easy to Apply 


924--The above os 
ledtoasection Simply tack on—turn the corners. That is one 


1 
fs’ Home Comf 


a perfect weathertight coset ofthereasons why the Home Comfort Weather- 


@ perfect weathertight contact. 





— strip is such a big seller. Nearly anyone can 
HOME COMFORT and it. No expensive mechanic needed. No 
WEATHERST Ri taking down of doors or windows; nomitering, 
; no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. It isthe 
only insulated cushion weatherstrip. 


Sells on Sight 

™.~ This handsome display stand that demon- 
}, ) strates the Home Cémfort Weatherstrip will 

fy | be sent you with your initial order of 500 or 

more feet. 

Put this stand on your counter. It will build 

weatherstrip sales for you. Send in your order 

now for this big money maker. We prepay all 

shipping charges. 

Here’s what one dealer says: “We appreciate your hand 

ing over a inquiries to us. Some nice orders have resulted and we are 

doing a big business on Home Comfort Weatherstrip.” 

Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. J. Wirfs Organization = St. Louis, Mo. 


Sole Manufacturer and Patentee 





MAIL THIS COUPON 


E. J. Wmrs Orcanration, 1288. r7rx Sr., Sr. Louts, Mo. 


Please sendmea....... foot reel of Home Comfort Weatherstrip at 43/c 
foot. To retail at 10 per foot. Enclosed find check, money-order, sa Po 
(2 or more 600 ft. reels, 4 1-2c per foot.) —— 
Pr bb 54 bnenccdnekewbabetevebensestviswsbdenabbcdeiian ci 
Pe svcceweceseensatdwnskh¥etncde bie bs ub cadeceeecseudcc., 






+“ , 





kines’ *¢ 









HARDWARE AGE December 18, 1924 


“YANKEE” RADIO TOOLS . 


The handiest tools ever made for Radio Work 


*““Y ANKEE”’ TOOL SET No. 105 
Contains Ratchet Holder (6%” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 


and one Wire Bender. (See illustration.) 
_Packed one set in extra heavy cardboard box. Weight 1 Ib. 
“YANKEE” RADIO DRILL No. 1431 (with special display box) 


A small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 


Length over all 942”. Wt. 1% Ibs. 


DISPLAY STAND (See Illustration) 
For Tool Set No. 105 and Radio Drill No. 1431. 


Furnished free with each order for 4% doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 


Your Jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 
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FORSTNER| 
Labor Saving 


AUGER BIT 


Radiovise 


The Rock Island Radio vise is the result of a 
thorough study of the requirements of men 
and boys who want a dependable home vise for 
the assembly and repair of radio parts. 





It is strong- 
ly made— 
meets these 
requirements 
and retails at 


a popular Bores Any Arc 
wad of a Circle 





New Uses 


Finished in an attention compelling bright 
Red it makes a display that makes sales right 
away. 

Anvil Type, Swivel Base, Steel Jaws, Width 
of Jaws 314”, Open to 4”. 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 

a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool corzbined. For core boxes, fine 


W rite for Folder cy Trade préses. and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Rock Island Mf g. Co. ROCK ISLAND | Send for Catalogue. 


WSES:- | The PROGRESSIVE MFG. CO. 
p_ for Every Service TORRINGTON, CONN. 














Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros. 7°" P.. 


Selling Agents 


Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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i Bronze and Copper 
FLY SCREEN CLOTH 
Perfectly Woven, Most Durable 
One Million Square Feet in Stock. 
Write for Prices 
SPAR GO WIRE Co. 
ROME, N.Y. 


= 























met ee ARMSTRONG’S 


Successful Business 


/ 


HCARWOTRONG MFG CO.BRIOGEPORT. CO 


ns 7 










We are building Sa oy! , 
into “Torrid” — = ° 

Torchesthe great. [i — da Improved Nipple Holder 
est value that - 3 | 

practical knoul- _, —— CC —_—_—__< 

edge, experience Bi = — No. 20 for No. 2 Stock 


and skill can ac- Range 4—1” Right or Left 


complish. 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 
No. 07 
Li t E h oS ht eee | . i , e 
po “oy = The right nipple is always on the job 
— when you carry one of these tools. 
Sold by Jobbers 
GEO. W. DIENER MFG. CO. The Armstrong Mfg. Co. 
Manufacturers of Fine Blow Torches Bridgeport 


Since 1899 


Chicago, Ill., U. S. A. 


tt (NN: 
MANUFAC GENERAL OFFICE 
Established 
1865 


CORPOR AT JON?" ee 


BOLTS, NUTS, WASHERS, WAGONFORGINGS;TELEPHONE SCREW RAILROAD SPIKES, 
‘PICKS. MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEELBARS, 
RRUBHOES AND CROWBARS MATERIAL,ETC.BOAT SPIKES,  CONCRETEREINFORCEMENT BARS. ff) 


EASTERN OFFICE PACIFIC COAST OFFICE 


Conn. 


‘STEEL 






































fo] OO) 10) 510) Grey NEW YORK CITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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MACHINE 
SCREWS 






pi WOo, 
eo F 
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SPECIAL 
RIVETS 


WOOD 
SCREWS 











a SCREWS “~ UPSET WOR 
Yq, IRON. BRASS So Ay 


mats 





cyOPOPPPDEDDED DY Gem aan 





Fem 








Continent 


IPlOokarrarl=S 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 



















You 
can cash 
in on Ney’s 

reputation 


A reputation for 
building farm equip- 
ment of solid worth 
and practical useful- 
ness is back of Ney’s 
Steady growth over a 
period of 40 years. 

By tying up with the Ney line you 
cash in on the value of this es- 
tablished reputation and reap the 
steady dollar-and-cents profits that 
come from handling a line of known 
value and proven merit. 


The Ney Manufacturing Co. 


Established 1879 
CANTON, OHIO 


Minneapolis, Minn. Council Bluffs, lowa 





December 18, 1924 





Four Points of Contact 
Assure Positive Anchorage 


“Forway”’ 
Expansion Bolt 


expands four 
ways, assuring , 
positive anchor- 7 
age Being “=m 
made of “Certi- 
fied” malleable 
iron resists moisture, and 
lasts indefinitely. 


The ‘“Forway” 
collar or sleeve. 
creep forward. 








needs no 
It will not 


Dealers—There’s a Sample 
“Forway” Expansion Bolt ready 
to mail to every interested 
Dealer. Write today. 





U. S. EXPANSION BOLT CO. 
139-141 Franklin St., New York City 
Manufacturers—Patentees 




















Tools Needed for 
Harvesting 100 to 500 
tons of ice 


Get your share of this business. 
No. 315 8-in. Ice King Plow 


1 

1 No. 412 Plow Rope 

1 No. 422 5§-ft. Ice Saw 

2 No. 444 Splitting Forks 

1 No. 457 Calking Bar 

1 No. 458 Bar Chisel 

1 No. 470 Miloor Shaver 

1 No. 476 Ring Splitting Chisel! 
1 No. 500 Line Marker 

1 No. 505 Sooep Net 

3 No. 520 4% ft. Ice Hooks 
1 No. 620 6 ft. Iee Hook 

1 No. 520 12 ft. Iee Hook 

1 No. 540 24 in Boston Tong 


This list may be added to if con- 
ditions demand. 





Send for complete Catalog. 


For you—an opportunity to increase profits NOW  ¢ 


The ice harvesting season will soon be here—the 
tools and machinery needed are being bought NOW. 


There’s a big market—farmers, dairymen, creamery 
owners, confectioners, ice cream manufacturers, ice tive discou 
MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 
New York: 50 Church St. 


Boston: 222 State Street 
Plants: Hudson, N. Y., 


ICE TANDLING ; 





dealers—thousands of ice harvesters, large 
small. This field is developed—someone is oe 
ice ie oy the tools they nee net you, 


why 
ri adh Catalog No. 70 and sheet of attrac- 


Chicago: 565 W. Washington St. 
Pittsburgh: Peoples Bank Blidg. 
and Oakmont, Pa 


HINERY anp TOOLS 
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Quick Turnover! Anchor Ny Brand! 
az. Ball Bearing Clothes Wringers = 


Bicycle Guarantee 
2) rere err ea Se ee ae 5 Year 
Send for Price List 


LOVELL MANUFACTURING CO. ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 
Boston, 52 Pearl St. Chicago, 52 E. Lake St. New York, 86 Warren St 


~(CHICAGO)~- 
SPRING HINGES 


Resist Wind Pressure 


























The construction of 
this type of Spring 
Hinge is such that its 
two axes give the door, 
when closed, resistance 
against the wind. 





Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so the bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


NDEPENDENT JOCKCO,@D> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 


BARNES HOUSE FORCE PUMPS 


Exceptional, attractive and practical household necessity wherever 
water must be drawn. Barnes House Pumps are finished in bright 
red with deep bronze trim—with polished or nickel plated cylinders. 
They lend a cheerful appearance to the kitchen and surroundings. 


This feature makes it 
very desirable for out- 
side doors and is worth 
mentioning to customers, 
especially at this season. 


But whether for Inside 
doors or Outside doors a 
type of Chicago Spring 
Hinge is made to give 
unfailing operation and 


Type No. 2001 . -: 
Triplex Spring Hinge maximum service. 





Send for Catalog H-39. 


Chicago Spring Hinge Company, 
CHICAGO - NEW YORK 




















No. 211 “Handy” House Pump. No. 200 “Puritan” Kitchen Pump 
Fitted for %” brass faucet, with on Wall Bracket. Pump can be 
back outlet to provide for piping swung out of the way when not in 
water to any part of the house. use. Galvanized plunger rod; brass 
The’ cylinder, plunger rod, stuffing stuffing box; brass valve seat and 
hox, and valve seats are all brass. nickel plated brass cylinder. A 
Can be furnished with plain spout. high grade pump in every respect. 





The Barnes Mfg. Co. Mansfield, Ohio 
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MILBRADT Rolling LADDERS 
BICYCLE Rolling LADDERS 


We are the originators and have manufactured MILBRADT Rolling 
Step Ladders for thirty-five years. Rolling Ladders is our exclusive 
business. We have lately purchased the Bicycle Step Ladder Co. of 
Chicago and are now manufacturing BICYCLE Step Ladders as well 
as eighteen different styles of MILBRADT Rolling Step Ladders. All 
goods are made in a first-class manner, guaranteed in every respect 
to give satisfaction, and we can supply your wants in the rolling ladder 
line, whatever they may be. 











Write for complete catalog 


Milbradt Manufacturing Co. 
2411 N. 10th Street St. Louis, Missouri 
























Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 

signed for use in mercantile establishments, —— eee on 
schools, office buildings, churches, hospitals The Detroit School 
or in any type of building where it is nec- Board has instal- 
essary to reach the basement from theside- led twelve in their 


walk level. It eliminates hoisting ashesor eaheuien if — 


This machine. 
electrically oper- 
ated by means of 








merchandise by hand with a crank and can hand and water 
7 drive apparatus. 


be arranged to travel truck height if neces- 
sary. 


Furnished complete 
with siicel sidewalk 


doors and bow for op- 
erating dwvors. 4 af 


Write us today for 
complete information. 


KIMBALL Bros. Co. 
1103-19 9th St., Council Bluffs, la. 
15 E. Fayette St., 
Baltimore, Md. 


There is a Kimball 
Elevator for every 
requirement 



















Bolts, Sink Bolts, Hanger Bolts, 
_. Rivets, me x. 














RUE economy in the selection of Screw or Bolt Products 

Consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 


REED & PRINCE MFG.CO. gis 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 
ent! 











K|MBALL BROS CO 


COUNCIL BLUFFS. IOWA 











HE increasing demand for 

“Triangle-C”’ trademarked barrels 
and kegs is evidence of their solid worth 
and dependability. 


When you sell “‘Triangle-C”’ barrels and 
kegs you make steady customers. Send 
for 32 page Catalog explaining why you 
can’t go wrong when you sell 
“Triangle-C”’ products. 


The CLEVELAND COOPERAGE COMPANY 
CLEVELAND, OHIO > : 
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STOP HEED 


Replenish 
Your 
Stock 
with 

BOMMER 


BOMMER 


SPRING HINCES. 


ee aA FE BES 


Your dealer handles them, get 
New Catalog 47, you need it. 








BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 








(Qamphel 
UNIVERSAL TEAM HARNESS 


Standardization of Harness 


for the Hardware Trade 





$44.67 per set 


1%,” Trace—Heavy Team Harness. Made from Oak 
arness Leather. 


1144” Breast and Choke Straps. 
Harness Leather Pads. 

1” x 20” Lines. 

Priced less Collars. 


%” Cup Blind Bridle. 
1%” Heavy Trace. 
1%” x 1” Turnbacks. 
Heavy Breeching. 


Sample set sent freight prepaid. 


THE PERKINS CAMPBELL CO. 
622 Broadway, Cincinnati, Ohio 


Write for Campbell’s FREE Bi-Weekly Market Letter and 
Leather Report. 








Good Hose Clamps 


Universal Hose 
Clamps have been 
known to the trade 
for years. 


Their consistently good qual- 
ity both as to material and 
workmanship have _— estab- 
lished them as clamps that 
can always be depended upon 
to do their job—and do it 
PP eceieieteletel é well, 

Their size adaptability, ease 
of installation, leak preventive 
feature and rust-proof con- 
struction makes them all that 
a good clamp should be. 
Universal Clamps are maru- 
factured from cold _ rolled 
steel wire—not strap. Their 
edges are smooth Every 
clamp is “Electro-Galva- 
nized.”’ 

One size—1 to 3 in. fits any 
hose of any size. For ac- 
casional needs of small hose 
we make a Junior Clamp 
adapted to % to 1% in. ad- 
justability. 

Specify the genuine Uni- 
versal Clamps. Be sure you 
get them. Our name is on 
every clamp and every box. 


Universal 
Industrial Corp. 
Hackensack, N. J. 


HOSE 
CLAMP 


Adjustable to tit ary hose of arty st 






“Coe w elelele al ele%s!« 
~ [* ei elelslei sisisivie 
“Cr eleletetelelelele 


% a> 6 [* wi ateleieial ates 


viel eielelele 
"wie etelele 


eteimcit ak 





; fel + wleie 





Patents Granted 
March 20, 1917, 
March 1, 1921 











MILWAUKEE BRUSH MFGCO. 








BEEBE EEE EE BEES & 


Brushes and Brooms 
WIRE—BRISTLE—FIBRE 


We manufacture them especially for the Hardware 
Trade—all kinds—all sizes—all dependable sellers. 


Send for Catalog and Prices on Milwaukee-Made 
Quality Line that will build permanent trade. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 


BER EERE SBERERES 

















114 


HARDWARE 


AGE 




















Oa NN ec 
ovol]a4 
Re 


TOM-TAP PRODUCT 
Well Introduced and Highly Recommended 














Housewives are constantly reminded of the 
destructive powers of RUST and the many 
evils accompanying it. 

STOVOIL counteracts these elements 


and has met with success in creating a 
| large market for dealers. 





STOVOIL guards against this attack. 
It not only removes rust but polishes 
and preserves metals, retaining the orig- 
inal luster of any steel, iron, brass or 
copper product. 








STOVOIL is especially adapted to stoves 
and farming implements and is indis- 
pensable in the home. Its application is 
a protection against deterioration, her- 
metically sealing the pores of the metal, 
prolonging its life and making it imper- 


ca 
Hi | xX : - 





























vious to atmospheric conditions. 





Superior Laboratories 
Grand Rapids Michigan 


You can sell STOVOIL retail at 40c, per bottle 
and enjoy a 40% profit. National advertising 
has created a popular demand in every com- 
munity. Order from your jobber or write us. 


Pacific Coast Distributors: 
718 Mission St., San Francisco. 
. . a 747 Everett St., Portland. 
General Sales Corporation 350 E. 1st St., Los Angeles. 














LAST CALL 


Our advertising 
campaign for 
1925 on the 


CLOTHES LINE REEL” 


starts in the February issues of three 
great national women’s magazines,— 
GOOD HOUSEKEEPING, 
WOMAN’S HOME COMPANION, 
and WOMAN’S WORLD. 


Send us your orders at once and “tie up” with 
this campaign. 


In green enamel, and white enamel with 
brass trimmings heavily nickel-plated. 


The Hoge Manufacturing Company, Inc. 


No. 215 Fulton Street, New York, N. Y. 








oe 











When Buying Sole Leather 


consider the 
protection afforded you by the 


ALLEN 
YELLOW LABEL 


It guarantees the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 





THE STANDARD OF COMPARISON FOR OVER 
30 YEARS. 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 








CUSHIO 
" TIRE 


-\-- 


' id 
—. —_ 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with . 
convenient full length handholds on both sides of 
der permit mounting or descending with ease. ‘ 
Both hands free to remove or replace stock without } 
danger of falling. Cushioned Tired Trolley and 
ruck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 

style—neat of design—nicely 

} Gnished—any height ceil- 

ing. Thousands 
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Waste — Mops — Wicking 


Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8S. A. 
New York Office - - - 350 Broadway 










MASCO 
PRODUCTS 

















Says this advertiser,— 

*“‘We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, Harpware Acs is, without a doubt, 
the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 

It pays to use the Classified Opportunities Sec- 
tion of Harpware AGz. 
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‘Owens’ New 
Price 
Cards 


Always clean. Strong and 
durable. Made in two sizes: 
No. 12 is 13” x 354”. Price 
10 cts. each, $1.00 per doz. 


No. 30 is 734” x 35%”. Price 
Io cts. each, $1.00 per doz. 


We can furnish Transparent 
Covers made of the best grade 
of celluloid clear as glass; 
= covered with Red cellu- 
oid. 


These containers can be 
cleaned with gasoline or water, 
without injury to the surface. 


Give them a trial. 


Containers for No. 12 price card 
30c ea., $3.25 per doz. 


Containers for No. 30 price card 
25c ea., $2.50 per doz. 


Your order will receive prompt attention. 
Prices quoted do not include postage. 


No. Wf 








ce shipping weight per doz.—No. 30, 1 Ib.—No. 12, 
t e 
Manufactured by 


BOUTWELL, OWENS & CO. 


LEOMINSTER, MASS. 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 


ing a mark. 


Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 


Elastie Tip 


370 Atlantic Ave. 


Co. 


Boston 
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| 
Feature Them }/_ 
NOW—today!—as 
Christmas Gifts! 


Display an Aladdin Jar in your window 
with a Christmas card. Mention Alad- 
dins among your advertised gift sug- 
gestions. Just what many gift-buyers 
are looking for! 


far west) 


BI $ Xmas WU | 
Jj aaa 
f 
($5.50 in Seller! f bs 
? 


ALADDIN INDUSTRIES, Inc. f Aladain) 
Dept. P CHICAGO (fam 
(XMAS BANDS FURNISHED FREE) eS ic or Cold 




















Seeing Is Buying 


when the goods are K & E Measuring 
Tapes, displayed in this handsome tray 
where each article is shown to best advan- 


tage. 


K&E 


MEASURING 


— TAPES 


have that attractive appearance which is an 
outward proof of their high quality and 
durability throughout. 


Remember every Machinist, 


Carpenter, 


Painter, Mason, etc., is a potential buyer. 


Keep supplied. 


Write for information re Tray No. 52. 


KEUFFEL & ESSER CoO. 


General Office and Factories, HOBOKEN, WN. 3. 


NEW YORK, 127 Fulton Street, 


CHICAGO ST. LOUIS 
616-20 S. Dearborn St. 817 Locust St. 


SAN FRANCISCO 
30-34 Second St. 


MONTREAL 
5 Notre Dame St. wi. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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OTTO BERNZ CO., INC. 


extend to you their cordial y 


GREETINGS i 


and wish you and yours a 


MERRY CHRISTMAS 


anda 





Happy and Prosperous New Year 


~ 
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Our bite and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bits for every 
purpose—auger bits, dowel bits, car bits, machine bits, ete. 


Send for booklet, 
Russell Jennings Mfg. Co. 


Chester, Conn. 






‘ 








INVISIBLE HINGES 


In making. cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 








[SOSS} 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 





MACHINES 


—_— SAW BLADES 


@ STERLING 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 














S. Steel Products Co. 
ZINC "INSULATED “FENCES: American, Royal, Anthony, 


American Steel & Wire 


Portland, Seattle 
» > a 
ARROW T-STEEL POSTS 


Chicago, New York, Boston, 
Cleveland, Pittsburgh, 
Denver, Dallas 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, 2 ao Ellwood Junior, Lyman 
NAILS, SPIKES, PLES, TACKS, Hot Galw’d Nails 
sey ig, 213 REINFORCEMENT 
BALE ES: reliable brands 
TELEPHONE W IRE 


WIRE for every purpose 
Quick Delivery. Write us for selling plans. 


PaineToggle Bolts 


The only spring type toggie 
on the market. 


The wings open instantly 
in any position in hollow 
material. 
Any “i head 
Any length bolt 
Standard bolts threaded 

to head 
Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 


VYUVOUEONUDOD GE rEDOOGUL Dany 

















Below Zero Torches 


No. 208 Improved Double Needle 
Torch is the best for extreme cold 
and windy weather. The burner 
is more powerful producing over 
300 degrees more heat burning 
low test gasoline. The cleaner 
needle prevents the gas orifice 
from clogging and keeps the 
burner at its highest efficiency. 
They are the most popular for 
emergency use and below zero 
temperatures. Why bother with 
8 cheaply constructed Torches? Job- 
, No 20 n bers supply at factory price. Send 
TROT MICH.US 





R ' for catalog. 
CLAYTON & LAMBERT 
MFG. CO. 


10619 Knodell Ave. 
DETROIT, MICH., U. S. A. 


No. 208 Torch 
Ask for Jatest price. 








SUpPERIO 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
| WORCESTER, MASS. 
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een: Hand Screws 


Are asked for by 


name. 


Get them from your 
Jobber. or write for 
our Catalogue “B”’ 
for more complete 
description. 


ADJUSTABLE CLAMP CO. 
216 N. Jefferson St. Chicago, Illinois 


Hammacher, Schlemmer & Co., Distributors in New York. 





Pocket Seal 
Built Like 
a Watch 





Guaranteed, dependable seals and general embossers, any lettering, 
built in a strong, specially made hunting case, size and weight of 
14 size watch. Dies official seal size. 


A Welcome Gift. 
DeLuxe Seals and Embossers (Retail) 
Nickel Silwer Case............... $10.00 
Rolled Gold Plate Case..........-.- 15.00 


Attractive proposition and sample seal, any lettering, to Hardware 
Dealers $5.00. 


Case Seal Co., Dept. 21, 145 N. Clark St., Chicago, Ill. 














Heavy Duty Socket Wrenches 


O) Offset Type 


en's. Vem Se) lel oe ot Ol = ee 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 
































Power—and the quality of 
metal and workmanship to 
stand the strain when the 
maximum of power is de- 
veloped—typifies PORTER 
tools. Sold by leading 
hardware jobbers, 


Hq. “KP S 
E 
EVarereee: ayer 


Osborne High Grade Punches 





c.5.0seornr& Co. 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers as well as our famous Round 
and Oval Punches. 

Remember we have had 98 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products 


We stand back of every tool we make. Try us. Write for Catalog 
a Prices. 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unesxcelled 


ATHOL, MASS. 















ADJUSTABLE 
PIPE WRENCHES 





Tye whEYCO on 


Fa; ont rc 


o 
a 
‘Y 





PATENT APPLIED FOR 


“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 








QUICK SELLING; POPULAR PRICE; NICE PROFIT 
Ask Your Jobber for Marcy Drivers 


MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK 
75 Barclay St. 


CHICAGO 
180 N. Market St. 
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DEALERS WANTED EVERYWHERE —Eye) 
SAMSON(CORDAGE WORKS 
| ) 
General Iron 


3 MANUFACTURERS OF a! Mm SASH CORD, CLOTHES 
and Wire Work } | BRAIDED CORDAGE ¢30k38? LINES. SMALL LINES 


wane rence | ANDOTTONTWINES (A ETC sw eorcancas 


THE STEWART IRON WORKS CO., Inec., 225 Stewart Block, Cincinnati, O. 





Iron Fence, Gates 
wn Vases 
Settees 











































| 
| 
| 























Buy Screw Drivers Direct 
PRICES 
3” Round blade, $1.25 per dozen 6” Round blade, $1.85 per dozen 
4” Round blade, 1.35 per « a 8” Round blade, 2.45 per dozen 
>” Round blade, 1.75 per doze 10” Round blade, 3.15 per dozen we e 99 4 s 
EXPRESS PREPAID Superior’? Screw Driver Bits 
These drivers are hammer forged of special analysis steel, highly polished 
am) have black fluted handles with heavy ferrules. Fi ° 1 5 4 
ive 51zes t inc 
Send us your ordir or write for free sample. S ze 9 4 o % h 
CROSBY & CO. The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
4 Tileston St., Mattapan (Boston), Mass. 























BROWN & SHARPE 


33 CORRECT ROP 
MACHINISTS’ TOOLS 7. ———D 2. 
The first choice of skilled mechanics for three generations “3 } 





WE PROTECT THE DEALER. : A fe Er Co. SPaNch . 
| MERICAN SAW & MF PRINGFI . 
, [BS Ee Ce ace Sats = Gand tans — SCREW ORIVERS = GLASS CUTTERS 








STRATTON * “cic ™ Robertson “Horse Shoe I Hammers 
H A N D L EK S the tack in position for driv- : 


ing. Awarded the Silver Medal 











, it ses’. ae ; : (the highest offered) at the Panama- Pacific Y Miapeiiiten. 
For Small Tools, Utensils, Electrical Goods, Etc. Good profit. Write for price list. 
Enameling, both baked and air dried. Name and design trade marks registered U. 8S. Pat. Of. 
STRATTON MFG. CO., Stratton, Maine ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 


WRENCHES 


.H. Co. 
Ee wiect Peoria” STANDARD FOR 


New York BUFFALO Chicago HALF A CENTURY 



































STANDARD SINCE 1865 





PADLOCKS. 












con. oe poems Sieeet > Cee reais ow | FOR EVERY CONCEIVABLE PURPOSE 
have given univers al satisfac- smn 

tion. Not sell sw re adily to mM 

Barbers nad Ho rsemet e 


make both kinds. HDW. CO., INC. 


Lancaster Pa., U. & A. 


AmericanShearer Mfg.Company 
Nashua, N. H. 


UOOUUSI ES TSAO OTL LC 








THE FOWLER & UNION Mr. Retailer: Insist that your jobber suppl 


with a complete line of SEYMOUR SMITH PR INING 
H 


HORSE NAIL CO. SHEARS and have a = 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 


SEYMOUR SMITH & SON, INC., Oakville, Conn., U. 8S. A. 
1000 MILITARY RD.., BUFFALO, N. Y. 


Sales Agents John H. Graham & Co., 113 Chambers St., New York. 


Backed by 50 
years’ satisfac- 
tory service. 

















ae 





A Faster Selling Mop Offers More ~ UNIVERSAL 
Profit and Quicker Turnover— 


\) 
Convince yourself by selling SQUEEZ-EZY. 
/ The mop that wrings by a twist of the 
f handle. Keeps hands out of water. Saves 
time and back-bending. 
Mii fy) 


ania CARY MANUFACTURING CO. 
SQUEEZ-EZY MOP CO., INC. 
Ey yy New Orleans, La. Manhattan Bridge Plaza, Brooklyn, N. Y. 









va 
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In Your Next Order Write 


IWAN SOLID SOCKET HAY 
KNIVES 


Notice that the step and blade are one solid 
malleable piece instead of separate blade and 
step. 

The three sections are serrated and fast 
cutting. A strong durable knife that is selling 
in good volume. One-half dozen in crate. 


Iwan Bros., Mfrs., South Bend, Ind. 


Revolving Chimney Tops, Post Hole Diggers, Snow or 
arn Scrapers, etc. 























Packed in 1 or 2 doz. 10c. pkts. to a Carton 








The Original © pn te Advertised for 

Strong Crystal | on sae 24 Years. 

Glass Heads. Great Demand 
The Kind Good Profits 
Customers Attractive 
Ask For. Counter Displays. 












Moore 
Push-Pins Push-Less Hangers 


‘Glass Heads—Steel Points’ ‘‘The Hanger with the Twist’’ 
To ‘‘Hang Up Things’’ in Homes, 

Offices and Schools. Ask your jobber. 

Moore Push-Pin Co. (Wayne Junction) Philadelphia 








SUTTPPTDTEENT “HE PedEET Gta 


ee. eee T 
“OCR MOO ee eeeee 
PPP P PT ee ee Pee 


barbers, as 

well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


Z a trttii sional 





a TUL) CLO) LO 








Jack—For Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball B 
Low Placement—High 
Height when closed, 7 inches 
Extends to 17 inches. 


Convenient handle excellent 
workmanship and quality. 


Dealéers—Jobbers—Write 
us for discounts 


THE SHAWVER CO. 
Springfield, Ohio 














wages Po 


$4.75 
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IDEAL LINE 
ROLLING STEP LADDERS 


i, 





Fifteen styles Eliminates the 


or every store lost motion 
requirement. in reaching 
stock. 
Will last a Write us for 
lifetime. complete 
catalog. 
Quick service. Easy operation. 


SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood) Mo. 

















PUMPS 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


OULDS 








Sell More Pulleys 


Every Dealer can greatly increase 
pulley sales by selling the more 
practical and profitable— 


“Ezyrun” Pull ey 


It is enclosed — en- 
tirely protected against 
the elements. Line can- 
not tangle or slip off. 
It operates on 


Ball Bearings 


For gymnasium work, 
specify “Ezyrun.” 





EXTERIOR DESIGN 


Ask your jobber or write us. 


BROOKLYN PULLEY CO., Inc. - 


85 Sth Ave., Brooklyn, N. Y. 














Knife Sharpener 








Beauty The Aristocrat 
of Sharpeners 
Utility ide 
Complete with 
Durability Handle 
Combined Write dine 
0 4 
Retail $1.00 a, /| ee Discount 
THE PHILLIPS-LAFFITTE CO. Phila., Pa 
SOLE DISTRIBUTORS Penna. Bldg. 
































HARDWARE 


AGE 








An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. 





Set Solid, Minimum 50 words 


December 18, 1924 





Each additional word................. -06 
All Capitals, -Minimum SO words.......ccccccccccccccccceces 4.00 
EE OE ee EE em .08 
DE i Be DEK ons teu tac bbiecadadii en baeoeudton 5.00 
I i i rd ia ee a rela we alee ole 4.00 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must 
50% off the above rates for Positions Wanted Advertisements 


Accompany Order 





SPECIAL 


CHEESE—If you like to buy Swiss—Block— 
Limburger—or Brick in small quantities direct 
from factory write to the New Glarus Hardware 


Co., New Glarus, Wis. 
Business Opportunities 


FOR SALE: Best established hardware and 
implement business in good college town. Lo- 
cated in richest agricultural section of Central 
Kansas. Good railroad facilities, clean, up-to- 
date stock; invoice about $8,000. Will sell 
hardware or implements separate. Owner’s time 
taken up by other business. Bargain. Address 
Box G-380, care of Harpware Ace, New York. 














WANTED TO BUY a_hardware_ stock of 
about $10,000.00 in South Dakota or Minnesota. 
John Boyum, Rawlins, Wyoming. 





FOR SALE—Prosperous well known hardware 
store in New York City. Price $35,000. _ Es- 
tablished 32 years, modern fixtures, proprietor 
of store owns building—can arrange suitable 
lease and terms. Low rent. Address Box G-40?, 
care of Harpware Ace, New York. 





WANTED TO LEASE—Good building in 
good location for hardware store, in central or 
southern Wisconsin, population from four to ten 
thousand. Address Box 316, Iowa Falls, lows. 





Help Wanted 


p— -_ 








a 
| SALESMAN WANTED for the follow- $) 
ing territory—Northern Ill nois, Southern 
Wisconsin, Northern part of Western In- 
diana and the Eastern part of Northern 
Iowa. State age, experience and where 
you reside and give references. Charter 
Oak Stove & Range Company, St. Louis, 
Missouri. 














EXPERIENCED SALESMAN in large hard- 
ware store in eastern part of Connecticut. Give 
particulars and references. Address Box G-386, 
care of Harpware Acg, New York. 


Positions Wanted 





Sales Accounts Wanted 








( 
SALES REPRESENTATIVE PLUS— | 
The Kind of man who understands the making 
of customers as well as the making of sales 
and who knows how to bu/ld bus!ness relations 
that endure. He has had twenty years’ sell- 
({ ing experience and in that time has had but 

{(¢ three connections and now will consider only 
a permanent position with promise of a future 
worth while. He has a good acquaintance 
with the jobbers from Oh‘o to and including 
the Pacific Coast, and is accustomed to vol- 
ume business, Earnings past year about 
Seven Thousand Dollars on salary and com- 
mission basis. Correspondence solicited from 
h gh-class concerns who place yalue on the 
right kind of man. Address Box 70O80-A, 
care of HAkDWaRF AGE, Otis Bldg., Chicago, 

(2 ill. | 
7 my 
A SALES EXECUTIVE with a successful 
record in selling the wholesale hardware trade 
in United States, Canada and foreign countries, 
seeks a position with a hardware manufacturer 
that can offer an opportunity for growth. Ad- 
Gress Box G-379, care of Harpware Ace, New 
ork. 


EXPERIENCED HARDWARE MAN, pro- 
gressive, ambitious and industrious, desires posi- 
tion as manager of retail hardware, or head of 
builders’ hardware department, wholesale or re- 
tail. Would consider buyer’s position or as travel 
ing salesman for manufacturer or jobber. Have 
salesmanship training. Prefer Northwest or Mua- 
dle West territory. Address Box G-404, care of 
Harpware Ace, New York. 




















POSITION WANTED as Purchasing Agent; 
age 35. Branch or Sales Manager for whole- 
saler of hardware or hardware specialty manu- 
facturer, metalware, etc. Twelve years experi- 
ence house and traveling. Open for position Janu- 
ary Ist. Best of reference. Presently employed. 
Address Box G-378, care of HarpwarE Aczg, New 

ork. 





| SOUTHERN | 
{ REPRESENTATION | 


If you desire representation in the South- : 
ern and Southwestern states south of Ohio 
River, and have a standard line of goods to { 
sell to the Wholesale Hardware, Drug and 
Notion trade, or any one of them, you have 
an opportunity of making arrangements with 
one of the most successful established firms 
who personally solicits th's line of trade. | 
three to four times a year. We strictly limit 
our lines but have decided to add one more 
to our list. Members of the “Old Guard.”’ 


NEWEY SALES CoO. 
258 B’way, Room 414, 
New York City 


Na ae tee? ence Sean arene 














WANTED—TO REPRESENT MANUFAC- 
TURER. Hardware or Sporting Goods to job- 
bers and large retail in Pacific Coast States. 
Twenty years’ selling experience with one of 
largest hardware jobbers in country. References. 
Service to begin March 1, 1925. Address Box 
G-389, care of HARDWARE Ace, New York. 


MANUFACTURERS’ REPRESENTATIVE— 
Thoroughly experienced salesman, A-1 linguist, is 
going abroad soon. Has room for two or three 
more Hardware and Tool Representations. Basis: 
Commission and small share in traveling expenses. 
Highest of references as to integrity, ability, ex- 
perience. Only firms in A-l class need apply. 
me Box G-403, care of Harpware Acz, New 

or 








REPRESENTATION WANTED — Manufac- 
turer’s sapeensntativs with established trade and 
New York office, desires representation for the 
Metropolitan district of lines suitable for de- 
partment stores, chain-store syndicates, sporting 
goods, jobbers and retailers. ‘Commission basis. 
Also have special outlets for the disposal of 
seconds, jobs, or close-out propositions. Address 
Box G-415, care of Harpware Acs, New York. 





i 

SALESMAN—Mechanical executive ability. 
Age 32, married. Four years traveling Atlantic 
Coast states and Eastern Canada, selling high 
grade line of cutlery and mechanics’ tools. Thor- 
ough knowledge of manufacturing and distribut- 
ing. Address Box G-417, care of HarpWare 
AcE, New Yerk.. 





DESIRE SERVICES of experienced cutlery 
salesman for well-known line to jobbing trade. 
Good proposition for right man. Address Box 
G-406, care of Harpware Ace, New York. 





SALESMEN—-Opportunity with manufacturer 
of well-known line of mechanics’ hand tools, for 
experienced young salesmen going to the good 
retail trade in San Francisco, Los Argeles, St. 
Louis, Chicago, Philadelphia, Pittsburgh, Cincin- 
nati, Boston, New York, Denver, Atlanta, Rich- 
mond, etc. Permanent position with a future. 
The right men can sell other non-conflicting lines. 
— Box G-384 care of Harpware Acre, New 

ork, 





WANTED—An experienced traveling salesman, 
familiar with the western Massachusetts and 
Vermont trade, to represent a large shelf hard- 
ware jobbing house in the territory mentioned. 
Give full particulars regarding experience in 
hardware business, age, etc. Replies will be 
treated as confidential. Address Box G-412, care 
of Harpware Ace, New York. 





MAN WITH EXPERIENCE in care of stock, 
and lay-out of contract orders in builders’ hard- 
ware. Salary with share in business to one who 
can ar 5 State full rticulars of yourself, 
and what line handled. Concern located in New 
York City. Address Box G-410, care of Harp- 
ware Ace, New York. 





FOR 15 YEARS with one of the largest and 
most successful tool manufacturers in the coun- 
try, 6 years of this time as sales and advertising 
manager, and 3 years in similiar work with 
another most prominent tool manufacturer. 
Wishes to connect with manufacturer who needs 
active sales development. Address Box 193, care 
of Harpware Ace, 1402 Widener Bldg., Phila- 
delphia, Pa. 


SALES ACCOUNTS WANTED—Manufactur- 
ers’ representative with New York office and es- 
tablished trade calling on wholesale hardware, 
housefurnishing, automobile, radio, exporters and 
5 and 10 cent store syndicates, desires corre- 
spondence from reliable manufacturer of hard- 
ware or kindred lines on commission basis for 
New York City territory. Address Box G-402, 
care of Harpware Ace, New York. 





HARDWARE MANUFACTURER WIL 
UNDFRTAKE SALE OF TOOL AND SPE. 


) HIS OWN_ PROD. 
. WRITE FULL DETAILS. ADDRESS 
BOX G-413, CARE OF HARDWARE AGE, 
NEW YORK. 








MANUFACTURERS LINE WANTED by 
salesman with over thirty years’ experience sell- 
ing the large jobbing hardware and implement 
trade in the United States and Canada, will be 
open for engagement January Ist. If you have 
opening for high grade salesman, can furnish 
best credentials. Address Box G-416, care of 
Harpware Ace, New York. 


Sales Accounts Wanted 


SALES ACCOUNTS WANTED—By manu- 
facturers’ agent. Cleveland headquarters. With 
established trade of 22 years in principal cities 
of Ohio, Indiana, Michigan and est Virginia. 
Can use one additional good live wire line in 
house-furnishing or hardware specialty. Photo 
or catalogue line preferred to the jobbing and 
retail hardware and department store trade on a 
straight commission basis. Address Box G-414, 
care of Harpware Acre, New York. 











| = MANUFACTURERS? 
REPRESENTATIVES 


Combination of ten experienced, active 
salesmen will take on additional line of 
mechanics’ or carpenters’ hand tools. Have ?) 
8 alized in tools for many years, call on ?/ 

e jobbing trade in all parts of the country 
every ninety ys and now represent three 
nationally known lines. 

To be of interest, must have reasonable 
amount of established business as we have }} 
demonstrated our success and cannot endeavor 
to develop an entirely new proposition. ; 

We solicit business from jobbers in hard- 
ware, accessory and mill supply fields on 
rigid jobbing policy and will not consider 
anything unless distributed exclusively through 
reputable jobbers. 


Address Box G-388 
care of Hardware Age, New York. | 


eo r vee 
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CLASSIFIED OPPORTUNITIES—Continued 








398¢ 





is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
include replies that have gone direct to advertisers using their signature. 





Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





BUILDERS’ HARDWARE LINE wanted for 
Southern California. Prefer established line 
which will warrant intensive work among con- 
tractors and architects, sales to go through regu- 
lar retail stores. Have wide acquaintance among 
this trade, know territory, and in a position to 
thoroughly cover field. R. PRYNE, 1040 S. 
Broadway, Los Angeles, Cal. 








Sales Representatives Wanted 


SALESMAN WANTED to cover the New En- 
a territory by a concern who manufacture 
uilders’ hardware specialties; one who is ac- 
quainted with the territory preferred. This con- 
cern is widely known among the trade both West 
and East. All replies considered strictly confi- 
dential. Address Box G-393, care of HarpWwARE 
Ace, New York. 








We offer as a side line and on a straight com- 
mission basis a high grade well-known line of 
foreign made sporting shot guns, rifles, and 
automatic pistols. Only the applications from 
experienced salesmen of the very highest stand- 
ing and ability will be considered, those with 
established trade preferred. Write full particu- 
lars and territory covered. All applications held 
strictly confidential. Address Box G-383, care 
of Harpware Acz, New York. 


SALESMEN WANTED (by manufacturers 
rated over $300,000.00 and in business over 
twenty years) to sell a high grade moderately 
priced line of aluminum cooking utensils on a 
commission basis. Have territory open in In- 
diana, Western Ohio, New York, Tennessee, Vir- 
ginia, West Df many North and South Dakota, 
Mississippi, Alabama, Georgia, Florida, Texas. 
North and South Carolina. Men must be ac- 
quainted with retail trade who buy aluminum 
ware or affliated lines. We give salesmen real 
co-operation and have a splendid proposition with 
a future in it for the salesmen. The right man 
can establish a trade that will constantly increase. 
We will only consider men who are experienced 
and have made good in the selling field. Sales- 
man can conveniently handle one other line in 
connection with ours. Write for catalog and 
salesman’s proposition. Address Box G-411, care 
of Harpware Ace, New York. 





SALES REPRESENTATIVES WANTED— 
Builders’ Hardware Specialty Manufacturer, old 
established line, desires experienced representa- 
tive for Western territory. Prefer Chicago man 
with at least five years’ traveling experience. 
State complete experience and references in de- 
tail. Address Box 7074-A, care of HARDWARE 
Ace, Otis Bldg., Chicago, Ill. 








HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
= Address P. O. Box No. 321, Salem, 

io. 


REPRESENTATIVES WANTED to _ sell 
Standard LO-GLO electric incubators and brood- 
ers, the only system using light. Uses any volt- 
age—32 to 250 volts. Requires no after-service. 
‘Twelve years in successful use. Generous com- 
missions. Opportunity for dealers, salesmen and 
clerks in spare time. Standard Electric Incubator 
Co., Inc., 76 Greenwich St., New York. 








MANUFACTURERS’ AGENT or salesman 
wanted to handle as a sideline on a commission 
basis poultry legbands sold by hardware dealers 
and jobbers and seed stores. Widely advertised 
and standard article. In answering state territory 
covered and lines handled. M. Bayerdorffer, 
Huguenot Park, Staten Island, New York. 








ATTRACTIVE SIDE LINE for salesmen call- 
ing on either marine or railway trade, plants and 
mills to handle a universal packing for pumps 
and valves. Liberal commission. Territory open: 
New England States, New York, New Jersey, 
Pennsylvania. Witherup Cork Packing Co., 14th 
St. and Marion Place, Long Island City. N. Y. 















AU Piokets Made of No. 


oF Be MANUFACTURERS OF 

~ “ 

i ‘< —_ Ornamental Lawn Fence 

a sS Walk, Drive and Farm Gates #AgoA0041% 
Ona 4 Rubbish Burners, Trellis Peper iotintt 


Flower Border, Tree Guards ee oe 


THE H. L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


9 Heavily Gelwanised Wire 


th 


tly 
‘ IOERERREERESS CURERTRERGLESERESELEDS 
EPSPS PS SPSPIPIE SP TESS parep ape 
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fA, TE PROMPT SHIPMENT 


WRITE FOR PRICES 








ath ive 
FROM STOCK =<>< 
Vaga* 














The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
©. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept. 
1015 Union Bank Bldg., Pittsburch, Pa. 











Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfz. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 











reenact Sh ti aan | TT TS cn LINC RENENE RI 





If it’s the best tool you can sell 


For Working Stone 
it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 














American Can 





American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 














Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Cc 





o. 
Syracuse, New York 








CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 








ELEVATORS 


and Dumbwaiters 

for House, Store or Warehouse. 
Write for partioulars. State your 
requirements as to size, capacity 
and lift. 


The SIDNEY ELEVATOR Mfg.Ceo. 
Sidney, Ohie 


LUMBER 











BALE TIES 


Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








jJ. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New 8t. Philadelphia 


ind 6CU AXES 


Seythes since 1912. Axes since 1880. 


RI XF O R D DastitanienenVe. 








SCYTHES 
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INDEX TO ADVERTISERS 





THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made f or errors or failure to Insert. 


Every care will be taken to index correctly. 
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Can be reduced 


Sales Effort best through the 


appearance and definite quality 
of the products you sell. ————— 


We could use cheaper paint and 
so sacrifice appearance. ————= 


We could assemble parts of in- 
ferior material and likewise sac- 
rifice quality and increase your 
sales effort. When you buy —— 


Sterling Barrows 


you have a 
Oe litaas auctor 


which reflects its savings in sales 
made easy through Satisfactory 
Performance. qcsuseseme 1 
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Spreads Paint Better 


SHASTA BRUSHES 


The Shasta holds its bristles 
by compression. No nails or 
tacks to make the fingers 
sore. A most extraordinary 
brush—patented and _ trade 
name registered. Look for 
the name Shasta for there 
are many imitations of this 
brush, the most popular ever 
invented. 


OHIO BRUSHES 


The strongest metal bound 
brush ever made—that’s the 
Ohio. No nails or tacks to 
hurt the fingers. Neat, easy 
to keep clean; won’t finger 
or swallowtail; wears up 
close without becoming. stiff 
or stubby; won’t dry out o1 
come apart. Use it in any- 
thing. 


6,4 





Spreads it 


QP XNHE Wooster Foss-Set brush 
spreads paint better and faster be- 
cause it’s a perfect distributer of 

paint. 


The soft, spidery shoots at the “flag” ends 
of the superior Chinese bristles are 
always in full contact with the surface 
to be painted, the bristles being of differ- 
ent lengths and grades of stiffness and ar- 
ranged so as to retain their natural in- 
ward curve. 


The bristles can’t come out—they’re held 
tight forever in Foss-Setting. 


lVrite for our 188 Pound Boy Cutout 
Display and free advertisements for 
your use. They will heip you sell 
more Brushes. 





aster 


The “FALA” 

A popular 
Foss-Set Wall 
Paint Brush, 
metal bound. 
Guaran- 
teed for use 
in any thing. 
Just the brush for the man who 
does his own painting. 





The “SHASTA” 


Primarily a 
varnis h- 
ing brush, but 
can also. be 
used for small 
painting jobs. 
Made in five 
sizes and three grades. The most 
popular brush in the United States. 





The “3 E OHIO” 

A genuine 
Mastet 
Painter’s Wall 
Paint Brush. 
Pure, long, 
black bristles 
and plenty of 
them. 














